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Sparks 


State of the nation’s economy: 
Up 

LeveL oF GENERAL Business—Lat- 
est weekly index of New York 
Times rose to 174 from 173.2 a week 
earlier. For the like ’51 week, this 
barometer stood at 174.5. 

Auto SHares—The common 
stocks of motor vehicle manufac- 
turers gained 2.3 percent in a 
week over previous period, ac- 
cording to index compiled by 
SEC. The parts and accessory 
yardstick, however, showed no 
change. 

Raw Freight—Loadings of freight 
cars, in the latest report by Assn. 
of American Railroads, gained 1.6 
percent to 719,921, as compared with 
preceding seven-day period, but 
was off 3.9 percent from compar- 
able week a year ago. 

7” * * 











Down 


Sates By Bic Stores—A Federal 
Reserve Board report shows that 
weekly dollar volume by depart- 
ment stores dropped 10 percent 
from last year. 

WHOLESALE Prices — They eased 
0.1 percent compared with prior 
week, says Bureau of Labor Sta- 
tistics. Index now stands at 111.7 
percent of 1947-49 level. 


* * * 


General 


MERCHANT SHIPPING—Even though 
world (non-Soviet) tonnage is 27 
percent ahead of prewar, there’s no 
slowdown in demand for new bot- 
toms, and construction is progress- 
ing at a record peacetime pace, 
according to the Registry by Lloyds 
of London. 
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NPA Sets Hearing Output of 1,200,000 Cars, 300,000 
For Ford Attack | 





Top Cars 
New-car registrations for one 
month, plus 32 states for Febru- 
ary: 

1952 Pos. Make 1951 Pos. 
1—110,551 Chev. 169,603— 1 
2— 65,469 Ford 123,842— 2 
3— 63,013 Plym. 69,441— 3 
4— 39,188 Buick 60,909— 4 
5— 33,928 Pontiac  54,8308— 5 
6— 27,971 Dodge 39,926— 6 
i— 26,553 Olds. 37,262— 7 
8— 25,1544 Stude. 29,922— 9 
9— 19,721 Mercury 35,610— 8 

10— 15,557 Nash 17,585—11 

1l— 15,455 Chrysler 19,577—10 

12— 10,873 DeSoto 15,815—13 

13— 9,042 Hudson  16,119—12 

14— 8,496 Cadillac 14,607—14 

15— 7,212 Packard 10,910—15 

16— 4,526 Kaiser 9,195—16 

17— 3,571 Henry J 7,599—17 

18— 3,059 Willys 3,747—19 

19— 1,712 Lincoln 4,260—18 

20— 568 Austin 528—21 

21— 434 Brit. Ford 416—22 

22— 417 Crosley 857—20 

23— 103 Allstate 

Total All Makes 
494,641 744,204 
For further details see page 
60, today’s issue. 














On Auto Quotas 


Firm Seeks Second 
Place in Output, 
Ahead of Chrysler 


ASHINGTON.—Ford Motor Co. 
charged here last week that 
government’ production’ controls 
have prevented Ford from becom- 
ing the auto industry’s second 
largest producer of passenger cars. 


Ford’s charges are scheduled 
to be heard here Apr. 29 by the 
National Production Authority’s 
appeals board. The sessions are 
expected to attract nationwide 
attention. 

Seeking to replace Chrysler Corp. 
as the second biggest builder of 
cars, Ford has filed a detailed pro- 
test with NPA, challenging the 
fairness of the defense agency’s 
material allocations to individual 
producers. 


Ford contends that NPA should 
have selected the year ended June 
30, 1950, as a base period for figur- 
ing material allocations. Instead, 
NPA uses the three-year period of 
1947 through 1949. 


* * * 


— says the 1950 period better 
recognizes the benefits from the 
reorganization of the company 
which began when Henry Ford II 
replaced his grandfather as the 
firm’s head in 1945. 


The results of that reorganiza- 
tion, Ford contends, would by now 
have put Ford ahead of Chrysler, 
had not the government “misregu- 
lated” the auto industry’s competi- 
tive fortunes. 


Ford would have NPA raise the 
allocation of materials for itself, 
General Motors, Chrysler and 
Studebaker. However, Chrysler’s 
revised percentage of industry 
output of 22.98 percent, as pro- 
posed by Ford, would be topped 
by a new 23.42 percentage for 
Ford. 

Under the Ford plan, General 
Motors would get a percentage of 
42.50, as against the 41 percent it 
has now. Studebaker’s present per- 
centage of 4.13 would also be in- 
creased. 

* * * 

ORD’s formula does not detail 

specifically just what exact per- 
centage the independent car pro- 
ducers would wind up with, but as 
a group they would get 11.10 per- 
cent, as against the 16.57 percent 
they have now. 


The lengthy appeal claims that 
NPA, by adopting the 1947-1949 
base period, has improperly de- 
prived Ford of $228,601,620 in 
revenue. 

Ford’s brief says that the present 
NPA system of allotting materials 
“works an exceptional hardship 
upon Ford not suffered by others 
in the auto industry and is not in 

(See FORD, Page 65, Col. 5) 





By Bernie Thomas 
Associate Editor 

| Ayre testes last Monday’s pro- 
“4% duction schedules were at one 
of the highest levels of the year, 
total output of cars and trucks in 
Tr. S. plants last week dropped off 
nearly 10,000 vehicles from the 
week before, due to supply imbal- 
ances. 

However, car makers are still 


looking forward to building about 
1,200,000 cars in the second quar- 
ter of this year, as against 994,- 
361 built in the first quarter. Sec- 
ond-quarter prospects depend, of 
course, on averting a steel strike. 
Makers concentrated on Monday 
volume last week in order to crowd 
as many final assemblies into the 





first quarter of 1952 as possible. As 








"Visiting Salesmen’ Exert Pressure in Milwaukee— 


Seeking to enforce their demand for two evenings off a week, a group of Mil- 
waukee salesmen milled about the used-car lot of Humphrey Chevrolet. Most Milwau- 
kee dealerships are observing Tuesday-Thursday closings. The “visiting salesmen" 
reportedly caused considerable damage to cars during their visit to the lot and the 


showroom next door.—(Milwaukee Journal 
* * * 


photo.) 


* * * 


Salesmen’s Strike Idles 
2,300 in California 


By Mac Gordon 
Associate Editor 

ISGRUNTLED salesmen struck 

over commissions in the Oak- 
land (Calif.) district last week and 
pressed Milwaukee dealers for 
evening closings on Tuesdays and 
Thursdays. 

Wayne Kenaston, federal con- 





Production 


Automotive News Estimates, 
U. C. Cars, Trucks 





146,962 
114,623 124,039 | 
Last Prev. 1951 
Week Week Week 


For complete production totals 
by mak.s, see table, page 67. 














Steel Crisis Delays Easing of Controls 


By William Ullman 
Washington Correspondent 
ASHINGTON.—On Capitol Hill 
and at the FRB, NPA and 
OPS, expected actions which only 
a few days ago gave promise of 
bringing relief in various forms to 
the automotive industry and trade 
were at a virtual standstill at the 
press hour for Automotive News 
Thursday, because of the steel situ- 
ation and the resignation of De- 
fense Mobilizer Charles E. Wilson. 
The steel problem, immediate 
cause for Wilson’s resignation, 
may be said as this dispatch is 








written to threaten the success 
of not only the military defense 
program, but also the nation’s 
fight against inflation and the 
hopes of more liberality in the 
allocation of materials for civilian 
goods production. 

A turn for better or worse cer- 
tainly will be taken by the time 
these words are read. The oft- 
postponed steel strike was sched- 
uled Thursday to start tomorrow 
(Apr. 8). 

= 7 ~ 
OTH the Senate and House 
Banking committees have called 





off their hearing plans until a steel 
strike decision is reached one way 
or the other. 


Expected relaxation of Regula- 
tion W by the Federal Reserve 
Board also likely will be held in 
abeyance until the outcome of the 
steel negotiations is definitely 
known. 

If the government remains firm 
behind the decision of the Wage 
Stabilization Board and at the 
same time holds fast in its resist- 
ance to higher steel prices, there 
will be trouble ahead unless the 

(Continued on Page 65, Col. 1) 


ciliator, was attempting Thursday 
to find a basis for breaking the 
economic deadlock which induced 
AFL salesmen to strike March 
27 against four members of 
northern California’s East Bay 
Motor Car Dealers Assn. 

Upon commencement of the 
strike, 54 other East Bay dealers 
laid off their sales crews under an 
agreement prohibiting competitive 
exploitation in walkout situations. 

* * * 
LL TOLD, 2,300 dealership em- 
plofes were idle in Alameda, 
(Continued on Page 67, Col. 3) 


1,500,000 This Quarter? 


a result, supplies were out of bal- 
ance for the rest of the week’s 
operations and some plants had to 
abandon plans for overtime pro- 
duction. 

Built in U. S. plants last week, 
according to AvuTomMoTivE News 
estimates, were 88,960 cars and 
25,663 trucks for a total of 114,623 
vehicles. The previous week’s turn- 
out, highest for 1952, was 124,039 
units—95,981 cars and 28,058 trucks. 

ee 


| Fd Monday’s volume lifted 
March production totals to 377,- 
320 cars and 109,824 trucks for an 
overall month’s accounting of 487,- 
144 vehicles. March car production 
was the highest since U. S. plants 
built 413,781 cars last October. 

However, car makers still fell 

short by 11,639 units of building the 
1,006,000 cars permitted in the first 
quarter under government con- 
trols, 

The production deficit pre- 
vailed despite the fact that Gen- 
eral Motors, Chrysler, Willys and 
Studebaker were able to build 
32,000 cars above quota in the 
first three months of this year. 
That additional output, however, 
was more than offset by under- 
quota production at Ford, K-F, 
Crosley, Hudson, Nash and Pack- 
ard. 


First-quarter truck production 
totaled 314,547, far over-quota. But 
how much over is difficult to as- 
certain because no figures are 
available on what proportion of 
truck output is for the military. 

* * * 


ALTHOUGH failing to build up 

to quotas in the first quarter, 
the auto industry’s prospects for 
building as many as 1,200,000 cars 
in the second quarter of 1952 ap- 
pear excellent, barring a long steel 
strike. 

April car production should 
rise to around the 400,000 level, 
while May output could be even 
higher if labor peace is main- 
tained in the steel mills. The 
April-May production potential of 
about 800,000 cars compares with 
1,007,000 cars produced in the 
same two months last year. 

As of last week, U. S. plants had 
turned out 667,000 fewer passenger 
cars than in the same period of 
1951. 

At present, relaxed production 
regulations allow the building of 

(Continued on Page 67, Col. 3) 








By Jack Weed 


Ari growth of car and truck 
leasing—with all its grave 
threats to present-day distribution 
methods—has caught the industry 
flatfooted, but at least one vehicle 
maker is readying a program to 
|} meet the problem. 
| This manufacturer is working 
out a plan aimed at assuring its 
historic percentage of sales while 
at the same time protecting deal- 
er profits insofar as possible. 
The industry is fully aware of 
the threats to present distribution 
methods that leasing presents, and 
most of the low and medium- 
priced car makers, as well as the 
volume truck builders (see story 
page 31) are endeavoring to find 
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Seek Leasing Solution 


Industry Striving to Avert Ill Effects 
On Distribution Setup 


some formula which will not upset 
the orderly distribution of their 
products. 

They are also keenly aware of 
the threat to dealer profits as 
more independent leasing com- 
panies come into the picture. 

x * * 


HILE there is no indication as 
yet what form this contem- 
plated leasing formula will take, 
there is justification in believing 
that it may incorporate some phase 
of present leasing formulas being 
used by those franchised dealers 
who also have leasing companies. 
Some leasing companies have 
an arrangement whereby small 
dealers may put in as many cars 
or trucks as they wish to take 
from their normal allotment. The 
leasing company pays these deal- 
ers a set amount, or proportion 
of the monthly lease payments, 
retaining a percentage for the 
work involved in operating the 





(Continued on Page 66, Col. 1) 
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Used-Car Retail 

Quiet, Wholesale 

Tapering Off 
Auction Price Index 
Drops $20 Under 


Average for March 


By Bob Gordon 
Associate Editor 
ETAIL used-car volume is still 
“quiet” or “steady” in most 
areas, reports indicated last week, 
while the wholesale market is 
showing signs of tapering off. 
Maybe it’s because dealers are 
waiting for some definite indica- 
tion of better retail Business, but 
at any rate the wholesale end of 
the business is down in both 
price and movement. 
The average price of used cars 


slid $20 under the March level in | 


the first week of April, 
to AuTomoTive News’ 
er prices for ’47 through '51 models 
were responsible for the drop. 

a * * 


— percentage of cars sold at 
auction, compared with entries, 
showed little change last week, 
winding up at 64 percent, against 
the preceding week’s 63 percent. 
However, both last week’s and 
the preceding week’s percentage 

of sales was down from the 70 
percent level which prevailed in 
February and early March, 

On the price end, last week’s 
drop of $20 in the overall average 
price of used cars was the largest 
weekly decline since early in De- 
cember, when the used-car market 
was in the usual end-of-the-year 
tailspin. 

Lending support to the theory 
that the wholesale used-car “honey- 
moon” may be over is the fact that 
wholesale prices last year reached 
their peak in March. 

* + * 

ETROIT used-car operators re- 

port there has been a decided 
drop in wholesale activity since 
the first two months of the year. 
The market started to soften in 
March and has continued to decline 
since then. 

The majority of recent reports 
from auction operators indicate 
“steady” to “weaker” prices being 
paid. There were exceptions, of 
course. 

The Lebanon Auto Auction in 
North Plainfield, N. J., noted 

(See SALES, Page 64, Col, 1) 





Vehicle Makers Meet 
With NPA Apr. 16-17 


WASHINGTON. — Vehicle 
makers will meet with NPA of- 
ficials here next week at indus- 
try advisory sessions. The truck 
meeting will be Apr. 16 and the 
car meeting Apr. 17. 

No agenda has been prepared 
as yet. The meeting has been 
scheduled as routine, although 
developments in the threatened 
steel strike might change that. 
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Sraictents 35th Year at Thompson Acclaimed— 


When the Thompson Old Guard Assn., service club of Thompson Products, 
land, held its annual dinner recently, the main event was a ceremony marking the 
35th year of Fred Crawford, president, with the firm. He was presented with a testi- 
monial scroll signed by 18,000 of the company's employes. 
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New Cars i in the News 
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‘Despite Obstacles ... 















‘Dealer Auto Shows 
Draw 2,000,000 


By Ed Janicki 
Staff Writer 
ESPITE union interference, in- 
clement weather and uncertain- 





















































The Custom Model in the Aero 


Willys-Overland dealers last week introduced the Aero Ace, 


its new line of passenger cars. It features 


width. The aerodynamic body design, with plane-wing sloped hood and rear fender 


fins, is designed to enable the driver to 
position. (See story, page 8.) 





Willys Line— 


the custom model in 
a wrap-around rear window, 70 inches in 


see all four fenders from normal driving 


Latest Experimental Car from Chrysler at Show— 


The C-200, Chrysler's second experimental car, was unveiled for the first time to the | 
public last week at the show sponsored by Auto-Lite in New York. The convertible | Seattle, 20,417 turned out for the 
arrived in New York on S. S. Constitution from Italy. Drawings and scale models, along | | show during its first four days, but 
with a Chrysler engine and chassis were shipped to Ghia, custom body builder, Turin, | total attendance for the exhibition, 


for preparation of the body and assembly. (See story, page 61.) 


ty over the war situation during 
the planning stage, dealer auto 
shows drew 2,000,000 persons in the 

| last couple of months. 

Attendance records were 
chalked up at most of the shows. 

Heavy buying interest was re- 
| ported at several shows, although 
| at others show officials reported 
| crowds were so thick that sales- 
men had a difficult time talking 
with prospects. 

Probably the best explanation for 
the big turnout at the spectacles 
came from one show official, who 
summed up: “Regardless of prices, 
the public is still interested in 
cars.” 

* * * 

‘YHICAGO, which opened the show 

4A parade this year, ended up with 
an attendance figure of 474,000 de- 
spite interference from pickets in 
a union drive to organize salesmen. 

The Windy City’s total was 4,000 
short of the alltime peak of 478,- 
| 000 attendance in 1950, but 17,000 
ahead of the 457,000 in 1951. 

Washington drew 130,771, with 
10,000 pouring into the Hawaii- 
decked-out exhibit hall minutes 
after the doors were opened. 
Dealers gave away cars as prizes. 

Concurrent with a series of cen- 
tennial celebrations in the city, 
Seattle designed 
hundredth - anniversary exhibition, 
with some $500,000 worth of new 
automobiles representing every U. 








S. production make and five for- | 


| eign makes on display. 
In spite of blustery weather in 


| which closed its doors yesterday, 





On Non-Military Items .. . 








NPA Prepares for End of CMP 


WASHINGTON. — Defense plan- 
ners appeared to be paving the way 
for discarding the Controlled Ma- 
terials Program last week. NPA 
laid the ground work for revoking 
priority ratings on materials for 
non-military production. 

NPA amended CMP to provide 
that parts and material needed 
for military and vital machine 
tool production shall be accorded 
the same preference as the air- 
craft, tanks, guns and other end- 
products in which they are used. 

NPA Administrator Henry Fowl- | 
er said the action was taken “so| 
that when general considerations 


|make it possible to discard CMP, | 


|a | functioning program for insur- | 


Cleve- 





It was 14 inches wide 


and 167 inches long. Crawford joined Thompson as a millwright's helper. He became 


president in 1933 when employment totaled about 1,000. Rapidly expanding as the 
jet engine parts, the company's total employment | 


country's leading producer of 


reached the 20,000-mark last week and is expected to top 25,000 before the end | 


of 1952. 


ing military production 

ments will be in existence.” 
“We have built within the frame- 

work of CMP,” said Fowler, “a 


require- 


| structure which is auxiliary to the | 


basic system of materials distribu- 
tion, and which automatically as- 
sures the necessary priority 


29 Cars Entered 
‘In Economy 


‘Of 1,415 Miles 


Run 


LOS ANGELES. Twenty-nine 
cars have been entered in the 1,415- 
mile Mobilgas Economy Run, it | 
was announced last week by C. S. 
Beesemyer, executive vice-president 
| of General Petroleum Corp. 

As the deadline for’ entries 
passed, cars representing most 
available models produced by U. S. 
manufacturers had been selected 


without warning by the American | 
Automobile Assn. from factory as- | 


sembly lines and dealers’ show- 
rooms and placed in impound. 


The cars will compete for the 
sweepstakes trophy and _ for 
awards in 11 “price” classes. 
These range from Class “A” en- 
trants, priced between $1,600 and 
$1,950, and Class ”I,” which in- 
cludes cars costing from $4,501 to 
$7,000. Added to these are two 
special lightweight four-cylinder 
and six-cylinder classes. 

Each automobile will compete 
within its own price range for 
trophies and all will vie for the 


sweepstakes championship which is | 


determined by the “ton-mile” sys- 
tem. Under this system the gross 
weight of the vehicle and its al- 
lowable load is multiplied by the 
official run mileage and divided by 
the number of gallons of fuel con- 
sumed. Thus, all cars, heavy or 
light, have an equal chance. 


The run, to be held Apr. 14-16 


between Los Angeles and Sun Val- | 


ley, Ida., will 


stops at the south rim of Grand | 
Page 63, Col. 


(See ECONOMY RUN, 1) 


to | 


military production and reduces 
the need and time consumed 
the use of special bottleneck-break- 
ing procedures. 

“Although we have no illusions 
that there is a magic formula 
for avoiding bottlenecks entire- 
ly we have devised a system 
which places the greatest empha- 
sis on preventing bottlenecks 
rather than breaking them after 
| they have occurred.” 
| Fowler explained that the amend- 
|ments to CMP will enable military | 
producers to extend defense prior- 





| ponents and replace in inventory | 
| materials used to make the prod- | 
| ucts they require. 





Canada Dealer Failures 
Total 16 for 1951 


OTTAWA. — Sixteen Canadian 
car dealers were declared bank- 
rupt in 1951, as compared to 11 
the preceding year, according to 
the Canadian government. 








meg ° 


| ‘ ee a 


in | 


ity ratings to fill orders for com- | 


was expected to be 10,000 short « 


the 1950 total of 60,000. The 195 
spectacle was the first the city he 
held in 10 years. 
Dealers attributed the drop t 
“little real model changes and lac 
(See SHOWS, Page 64, Col. 1) 


Goodrich Offers 
New Version of 


Tubeless Tire 


AKRON.—B. F. Goodrich Co 
which recently was granted patent« 
covering the basic features of tube 
less tires, last week announced 
new tubeless tire which, it said 
defies skidding on wet pavements 
shortens stopping distance on ic 
as much as 30 percent and gives u 
to 15 percent added tire mileage. 

The new tubeless tire is the firs! 
tire to combine maximum protec 
tion against skidding, blowout: 
and punctures—three major fac 
tors in highway accidents, accord 
ing to John L. Collyer, Goodrict 
president. 

The safety factor of the tire, he 
explained, is a new tread desigr 
consisting of more than 10,000 tiny 
blocks of rubber each only 625 ten- 
thousandths of an inch wide (16 tc 
the inch) and approximately a quar- 
ter of an inch deep. The use of 


tread blocks of this minute size 
7” * 


* 


its show as the | 


a 


| 





Goodrich's New Tire— 


The Life-Saver is a tubeless tire, de- 
| signed for greater safety, that has more 
| than 10,000 tiny blocks of rubber which 
make up the tread, according to B. F. 
| Goodrich. Coins show the minute separa- 


| tions between the blocks, ‘‘which act like 


tiny fingers to grip a slippery surface 
when brakes are applied.” 

* * * 
represents an entirely new ap- 


proach to attaining the absolute 
maximum in tire traction, Goodrich 
engineers say. 

“When brakes are applied,” Coll- 
|yer said, “the blocks act like fin- 
| gers and grip a wet surface wiping 
| it so dry that a match can be light- 
ed on it.” 
| When the tire is rolling, the 
| blocks exert a “walking” motion in- 
stead of the “scuffing” action of a 
regular tire, a factor which in- 
creases tire mileage, he said. 





|K-F's First Fairchild Starts Test Flight— 


There are 14 other Fairchild C-119 planes in various stages of completion at the 
include overnight | Willow Run plant, the above being the first to receive tests in the air. A parallel line 


is being tooled for production of the Chase C-123 assault transport plane. Kaiser and 
| Henry J cars are coming off the lines, too, to the tune of about 250 a day. 
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HAVE always been proud to 
know Herman G. Wangelin 
Chrysler - Plymouth), Belleville, 
jll., who has received many hon- 
ors in this trade. His most im- 
portant and responsible honor 
was probably as vice-chairman of 
the National Control committee 
during the NRA days. 

The National Control commit- 
tee was the dealers’ administra- 
tive agency that not only pro- 
mulgated the code but set up the 
dealer organization for its admin- 
istration in each state and 
municipality. Wangelin repre- 
sented the small-town dealer in 
this office, and his counsel and 
advice was always wise and for- 
ward looking. 

He succeeded me as secretary 
of NADA and was the first dealer 
to serve in that capacity. 

Wangelin recently has built a 
winter home in West Palm 
Beach, Fla., where he can get 
some deserved return of _ the 
fruits of his efforts in this field 
which started way back in 1908. 
He took time off from his Florida 
vacation to contribute the follow- 
ing column which I deeply appre- 
ciate and which readers, I am 
sure, will enjoy: 

* * > 


ELL, John, you asked for it, 
so here goes an amateurish at- 
tempt on the part of a past secre- 
tary of NADA to pinch hit for his 
worthy predecessor in that official 
capacity. It is with humility and 
trepidation that I offer a piece that 
I trust will not impair the excel- 
lent reputation of your column and 
in the same breath bring food for 
thought to a grand bunch of under- 
nourished automobile dealers. Un- 
dernourished only, in that their dict 
is lacking in vitamin “A” (for auto- 
mobiles), but rich in all the other 
ingredients which make for a 
healthy dealer body. 
Florida is virtually teeming 
with automobile dealers, repre- 
senting all makes of cars and 
coming from all parts of the 
country. They are a happy lot, 
they have worked hard and are 
down here enjoying the fruits of 
their efforts. And that brings me 
to the theme of today’s colmun. 
The Automobile Business: What's 
good about it? Fifteen or 20 years 
ago I would have propounded that 
question with a contemptuous in- 
sinuation and followed through 
with a lengthy dissertation on all 
of the evils that beset it. My com- 
ments would have reflected the 
attitude of the majority of retail 
automobile dealers. But today, 
maybe the years have mellowed 
my thinking; maybe I’m more con- 


tent to sit on the sidelines and) departments and can let our imag- 
cheer the players while I quarter-| 


back from the grandstand, but to- 


By John O. Munn 





|Z, but we are selling our cars and 
|making a profit, instead of giving 
|them away as a result of cut-throat | 


competition brought about by over- | 
production. Sure we complain about 
regulations, but our lot is no worse | 
than that of any other merchant | 
down the street, and you can be} 
assured we wouldn't trade with) 
them. 

What’s good about it? Yes, we 
lament about the condition in 
which new cars are delivered to 
us and we crab about the high 
cost of preparing them for deliv- 
ery, but the darn things look 
better and perform better than 
anything on four wheels we have 
ever sold in the past. You get 
that same old, wonderful feeling 
everytime you deliver one, and 
that’s something. 

Then, too, there is a tendency 
to depreciate our labor relations by 
complaining about wages and em- 
ploye attitude. That is a challenge 
to management, and the dealer who 
is willing to meet the problem half 
way is showing a profit in his shop 
operation. He has the satisfaction 
of knowing that his fellow workers | 
are being given an opportunity to 
help elevate the standards of his 
business and share some of its 
rewards. 


* * * 


Can’t Be Too Bad 
HAT’S good about it? Over 12,- 
000 dealers attended the NADA 
convention in New York. Thou- 





‘Convention Hears Kefauver, Elects Mann... 





Neb. Dealers Lash Controls 


By Arthur R. Oleson 
Staff Correspondent 
OMAHA. — Resolutions attacking 
Regulation W and price controls 
were endorsed by the Nebraska 
New Car Dealers Assn. at the 


group’s annual convention here. 
S. A. Mann, of Opitz Chevrolet 





Cc. C. Carmer Heads lowa Dealers— 


Co., was elected president of the 
association, succeeding Howard 
Burnett, Other new officers are: 
Robert Kramer, first vice-pres- 
ident; Clifford G. Rose, second 
vice-president, and Nick Neff, 
secretary-treasurer. 

The association also approved a 


resolution endorsing a_ constitu- 
tional amendment excluding motor 
vehicles from the property tax clas- 
sification in the state. 

Principal speakers at the meet- 
ing were Sen. Estes Kefauver, 
presidential candidate, and J. Sax- 
ton Lloyd, president of NADA, both 
of whom told the dealers that 
“there is too much government in- 
terference with the auto industry.” 

Criticizing Regulation W, Lloyd 
said: “Apparently the government 
|thinks it’s a sin to be poor. Lots 


‘|of people wagt to buy cars, but 
|they can’t afford the payments. 


“We really need a floor instead 

of a ceiling because we simply 

| ean’t charge ceiling prices and 
| move cars. One of the troubles in 
price regulations is that OPS is 
accusing some dealers with over- 
charging when neither the deal- 


‘ | ers nor the OPS knows what the 


overcharge is. 
Lloyd stated that the plan now 


p | 
|being followed by governmental 


| agencies is one of “enforcement by 
delay.” He said: 

| “While NADA presentations in 

| all our contacts have been received 


Named officials of the lowa Automobile Dealers Assn. at the annual parley in Des | With courtesy and our arguments 
Moines last week were (left to right): L. E. Skinner, Greenfield, vice-president; R. E.| are now receiving sympathetic at- 
McCoy, Carroll, retiring president, and Carmer, Cente. ville. 


Iowa Asks Price Decontrol, 
‘W’ Relief; Carmer Elected 


By Fred M. Lazell 


Staff Correspondent 


DES MOINES. — Demands for 


the removal of controls, on the re- | 


tail prices of automobiles and 


sands travel to southern climes| trucks, together with requests for a 
when the snow begins to fly and 
to northern resorts when it’s hot. 
It can’t be too bad, if the major- | the Iowa Automobile Dealers Assn. 
ity have that kind of money and 


| relaxation of Regulation W, high- | 
|lighted the annual convention of | 


| here. About 800 persons attended. | 





the type of organization that can| 
carry on when they are away. 

Although public attitudes 
toward the automobile dealer, as 
revealed in a recent survey, were 
anything but flattering, I still be- 
lieve that a majority of the 
dealers in every man’s town are 
good citizens and good business- 
men, and are so regarded. They 
are conscious of their obligations | 
as dispensers of public service 
and place their concept of service 
on a scale based not wholly upon 
monetary return. 


What's good about it? Just this—- 
we sell and service an essential 
commodity which is in constant, 
public demand. We represent the 
manufacturer in the sale of new 
ears and trucks and stake our 
reputation on the quality of his 
product and the worthiness of his 
business dealings. On the other 
hand, we have free reign in the 
conduct of our used-car and service 


ination and business acumen run 
rampant. The resourcefulness em- 


day, John, it’s a different business. | Ployed in this phase of our busi- 


It’s a better business. 
* * 
That’s Something 
Wwrats good about it? Sure we 
"* complain about under-produc- 
tion and mal-distribution. We are 
harassed by Regulation W-X-Y and 


* 
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ness gives us our most exciting 
experience and greatest satisfac- 
tion. 

* 


Treasured Asset 


6 bane business is a good business, 
because of the fine people in it. 
In no other business do you find 
such close association among its 
members. To me these friendships, 
made over the years, are my most 
treasured asset. 

Opportunities Unlimited — The 
automobile business is good busi- 
ness because dealer leaders today 
and in the past have fought to 
make it so. The process has not 
always been easy, but the efforts 
directed toward factory - dealer, 
employe-dealer and public-dealer 
relations have been both realistic 
and sincere. 

Dealers everywhere are on the 
march, to gain prestige in their 
communities and give support to 
their country. On the march, with 
intelligent and vigorous leadership 
from both manufacturer and dealer 
association. If not too hampered by 
regimentation, they will continue to 
give a good account of themselves 
by supplying and keeping in motion 
the wheels on which industry and 
the nation moves. 


~ * 


Such proposals were voiced both | 
in | 


in formal resolutions adopted 
the closing session of the conven- 


|tion and in addresses by various 


speakers. 

The resolution on price con- 
trol said that “the necessity for 
such control no longer exists, in- 
asmuch as most, if not all of such 
items (including parts, accesso- 
ries and repair services) are sell- 
ing below ceiling prices.” 

The resolution also declared that 
OPS regulations “have become so 
voluminous and complicated that 
the average dealer finds it almost 
impossible to comprehend and com- 
ply with them.” 

The resolution urged the Na- 


Asselin Succeeds 


Kohl as Leader 


Of R.I. Dealers 


PROVIDENCE.—Romeo D. As- 
selin has been elected president of 
the Rhode Island Automobile Deal- 
ers Assn. to succeed Frank J. 
Kohl. 


Gov. D. J. Roberts paid tribute to 
the dealers for their donations cf 
medical equipment to hospitals, and 
for their efforts to promote safety. 

Leo B. Carey, of West Warwick, 
was chosen vice-president and 


Harold A. Lanphear, of Providence, | 


was elected treasurer. Former Con- 
gressman Harry Sandager was re- 
named editor of the association’s 
monthly news letter. 

Named directors were the fol- 
lowing: J. Duncan Suttell, Philip 
Dwares and George E. Lumb, all of 
Pawtucket; Timothy A. McNa-'! 
mara, Woonsocket; John M. Dunne, 
Frank W. Blaney and Herman L. 
Bennett, all of Providence, and 
Fred G. Holbig, Chepachet. 

Others: Joseph L. Nunes and 
David J. Fitzgerald, both of New- 
port; Frank A. Marrone, Westerly; 
George M. Westlake, Narragansett; 
Frank P. Lamb, West Warwick; 
John P. Maurer, East Greenwich; 
C. George DeStefano, Barrington, 
and Wallace A. Sefsick, Warren. 


Named to the executive commit- 


tee were: Harold A. Lanphear, 
Harry Sandager, G. Merlyn 
O’Keefe, Col. Thomas A. Clarke, 


Frank J. Kohl and John M. Dunne. | 


tional Automobile Dealers Assn. to | 
|exert every effort to obtain early 


removal of all price controls over 
the retail prices of cars, trucks, 


accessories and automotive serv- | 


ices. 

The resolution on Regulation 
W not only urged its immediate 
relaxation but also legislation by 
Congress to remove from the 
Federal Reserve Board the power 
to enact any such regulation. 

J. Saxton Lloyd, president of the 


National Automobile Dealers Assn.., | 


predicted that “the regulation now 
setting 18 months as the maximum 
time for auto installment payments 


will be extended to 24 months with- | 


in a few weeks.” 

Either of its own volition, or be- 
cause of urging by Congress, the 
Federal Reserve Board may find 
it advisable to relax terms to keep 
pace with stepped up production of 
autos, the convention was told by 
Dr. Thomas W. Rogers, executive 
vice-president of the 
Finance conference. 

The present terms of Regulation 
W anticipated a lower production 
of automobiles than will now be 
allowed, Rogers pointed out. 


Another resolution passed com- 
mended NADA for its new program 
for the improvement of factory- 
dealer relationships and urged the 
association to do everything in its 
power to bring about a successful 
realization of the program. 


By resolution, the association 
pledged its support to NADA'’s pro- 
gram for the improvement of pub- 
lic relations. The resolution urged 

(Continued on Page 63, Col. 1) 


American 


tention, results will be obtained 
|only by constant insistance for at- 
tention to these problems which so 
vitally concern not only the prof- 
itable operations of dealers, but 
| their very survival.” 

Lloyd said that NADA’s 1952 ac- 
tivities will be concerned with “our 
relations with the government and 
the manufacturers we represent.” 

Sen. Kefauver advocated more 
help for small businesses, less gov- 
ernmental controls and a central 
purchasing agency to handle buy- 
ing for the armed forces. 


Ohio Assns. Plan 
‘Three Meetings 


COLUMBUS, O.—Walt R. Hamer, 
|secretary of the Ohio Automobile 
Dealers Assn., announces that three 
meetings will be held by auto deal- 
}ers in Ohio in April. 

They are: Trumbull county, War- 
ren, Apr. 14; Akron, dinner at May- 
flower hotel, Akron, Apr. 15; Bel- 
mont county, St. Clairsville, Apr. 
aa. 


OPS Hears Protests 
Against CPR 83 

WASHINGTON.—Dealer pro- 
tests against CPR 83 markup 
restrictions were taken under 
advisement late Thursday by an 
OPS appeals panel after a spe- 
cial hearing of petitions and oral 
arguments. 

Representatives of NADA and 
dealer groups in Texas and 10 
other states engaged in a spir- 
ited debate with OPS attorneys 
and economists, who defended 
CPR 83’s limitations on dis- 
counts and preparation-and-con- 
ditioning charges. 

The hearing was arranged as 
the result of petitions by two 
dealer groups in Texas. 














Dealer Sponsors Student Musicians— 


Charles M. Bavervic (left), president of Arlington Motors (Dodge-Plymouth), Detroit, 
has won international renown by sponsoring the Tamburitzans of Duquesne university, 


Pittsburgh, and underwriting annual tours 
slavia to impress that Communist country 


of the musicians and dancers into Yugo- 
with the American way of life. George V. 


Allen (right), American ambassador to Yugoslavia, was the guest of Bavervic at the 
Detroit appeorance of the 26 undergraduates, ali sons and daughters of foreign-born 
Americans. The entertainers were trained by Matt |. Gouze. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
D s and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
e the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
t governments applied to the building and intena of highways. § 4. The 
E fe elimination of government and bureaucratic controls over this industry. 
4 R 75. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world. 





One at a Time 


: ery are strong indications that Regulation W will be 
eased. But don’t let up on your sales effort. There are 
plenty of indications that this will be a selling year. 


Even where cars can be moved easily, the extra selling 
effort may result in a better margin on each deal. 


The tone of the news the public has been getting from 
Washington and Detroit of late will not make people rush 
out to buy new cars. 


NPA has announced higher production quotas twice in the 
last month. The auto plants have set new 1952 production 
records for several weeks in a row. 


It is true that the records for 1952 are not much to speak 
of when compared with the past few years, but still they 
will have an impact on those who might be induced to buy 
new Cars. 


Newspaper headlines may sell cars by the hundreds in the 
days to come, but auto dealers will find greater stability in 
selling them one at a time through good salesmanship. 


* * * 


Long Overdue, But... 


UTOMOTIVE NEWS’ veteran correspondent in Washing- 

ton, William Ullman, reports that the Capital air is filled 
with a feeling that the lid might suddenly blow off the whole 
civilian control program. .-~ 


With a settlement of the Korean war and differences with 
Red China apparently due any time now, Mr. Ullman reports 
that a lot of government men are scurrying around for jobs 
that look more permanent—hbecause they realize that pro- 
duction controls, material allocations and credit restrictions 
are making less sense every day. 


We are not one to doubt Correspondent Ullman’s observa- 
tions, because he’s been covering the Washington beat for 
40 years or more now and knows government agencies in- 
side and out. 


But it’s too good to be true. We can’t believe the federal 
government would give up its controls over business—even 
though they no longer make sense. 


So we’ve got our fingers crossed and are hoping that Mr. 
Uliman’s correct. 


would be no neutral nation at 
all in the world.”—North Korean 
Col. Chang Chun. 


* * * 


Pointing Out Path 


“There is no more certain, 
more subtle way to substitute 
some sort of socialism for 
voluntary and competitive pro- 
duction in America than to 
eliminate the prospect of 
profit.”—Irving S. Olds, board 
chairman of U. S. Steel Corp. 


* + * 


Short Form? 


Newbold Morris, the Presi- 
dent’s cleanup man, estimating 
that it will take top federal 
Officials five or six hours to fill 
out questionnaires he is sending 
them: 

“It should not take an hon- 
est person much longer.” 

+ oe * 


Beer Preferred? 


“We have been trying since 
1943 to get a buck from each 
(CIO) member (for ‘political 
action’) but only one out of 
five has given a dollar. We’ve 
had difficulty in rasing money. 
It’s hard to understand why 
our members won’t put out 
enough for a few beers a year 
for political protection.” 
—David J. McDonald, secre- 
tary-treasurer of United Steel- 
workers union, 

* +” * 


Voting Power 

“Our American heritage is 
threatened as much by our in- 
difference as it is by the most 
unscrupulous office-seeker or by 
the most powerful foreign 
threat. The future of this re- 
public is in the hands of the 
American voter.”’—Gen. Eisen- 
hower, in an article in the book, 
“The Welfare State and the Na- 
tional Welfare.” 

x * x 


“Former allies have become 
foes, and former foes have 
become allies.’’ — Britain’s 
Prime MINIsTeR CHURCHILL. 

* a “ 


Defense Secretary Lovett tell- 
ing a congressional committee 
what happened to the United 
States at the end of World War 
II: “We didn’t demobilize—we 
disintegrated.” 

* 


 ~ 
No Money Mentioned 


‘I am not anti-American, 
but I don’t believe the Amer- 
ican nation has the experi- 
ence, sagacity or self-restraint 
necessary for world leadership 
at this time.”—Aneurin Bevin, 
leader of Britain’s leftwing 
labor faction. 

* * * 


I am a great believer in luck, 
and I find the harder I work, 
the more I have of it” 
Stephen Leacock. 


* * * 


Patriotic Inspiration 


“Home ownership is good 
citizenship. Men will work and 
fight for homes that they own, 
but few people are willing to 
die in defense of a boarding 
house.” — Louis W. Dawson, 
president of Mutual Life In- 
surance Co., New York. 
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AUTO MAKERS THINKING ABOUT PRICE Cuts? 
YES? NO? MEBOY 7 MAVYHAP ? NO? 








—— Letterbox 





used, if you so request. 





‘More Challengers .... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 








Oldest? 


In the Letterbox column of your 
March 24 issue I notice a statement 
from Don Farrant of Grand Rapids 
stating that he thinks he might be 
the oldest used-car dealer in Mich- 
igan. I got somewhat of a kick out 
of this note from Don, as my time 
as a used-car dealer started in the 
early part of 1922 and I think I 
sold Don his first car purchased in 
Detroit in April or May of 1923, an 
Essex Four coach. 

At the time I started, as I re- 
member it, a used-car dealer could 
not get a license to operate as Mr. 
Scripps or Mr. Booth of the De- 
troit News was head of the Art 
Commission and objected to the 
sale of used cars on open lots and 
we operated for some time under 
an injunction without a license. 
Maybe some one can tell us when 
the first used-car dealer licenses 
were issued by the City of Detroit, 
and I would like to hear from Don 
to find out if the Essex mentioned 
above was the first used car he 
bought in Detroit—J. Ke.tszy Mc- 





Cuiure (Buick), Detroit. 
Eprtor’s Note: Enjoyed Reader 





10 Years Ago... 











- The Big Story 


The government has announced that car rationing regulations will 
be drastically revised next month, to stimulate sale of frozen cars 
held in stock. OPA’s Cyrus McCormick said that rationing boards will 
probably be given a “wider latitude” in determining whether a car is 
usable, and issue a redefinition of standards for new-car permits... 
WPB’s Chairman Donald M. Nelson warned both industry and labor 
last week that they were on trial before the American people, and 
that “this is our last chance to show that a real economy can survive.” 


—From the files of Automotive News. 











McClure’s letter, but we have a 
hunch that Reader Farrant will 
disqualify him from the “oldest 
used-car dealer” competition, 
since he has a Buick franchise 
now. Farrant, by the way, did not 
confine the area to Michigan. 
* 7. * 


Started in 1915 


In Automotive News, March 10, 
I read an item, “Worlds Oldest 
Salesman? and Who Can Beat This 
Record?” 


I believe that I can beat Mr. 
Kroencke’s record as far as the 
World’s Oldest Auto Salesman is 
concerned. 


During the middle of 1915 to the 
end of 1918, and working for the 
Atlas Commercial Co. of Ponce, 
Puerto Rico, I was selling Maxwell, 
Haynes, Studebaker, Demby and 
Scripp Booth automobiles and GMC 
Trucks, and at the same time Fire- 
stone tires. 


After 1918, to 1923, I dedicated 
all my time to sell Fisk tires. Dur- 
ing 1923 to 1933, and working for 
the firm Adrian Nelson of San 
Juan, Puerto Rico, I was selling 
Maxwell, Chalmers, Detroiter, 
Chrysler Six and Four, Plymouth, 
DeSoto autos and International 
Trucks. After this, and working for 
the West Indies Machinery Co. of 
San Juan, Puerto Rico, I sold 
Willys-Overland and Nash cars, 
and from 1939 up to this date, 
working for the Puerto Rico Auto 
Corp., I am selling Chrysler and 
Plymouth automobiles and Fargo 
trucks. 

During all my activities, I have 
sold new and used cars. I am 60 
years old and do hope, to sell more 
cars, so help me God.—J. Soromayor 
gr., Box 591, Ponce, Puerto Rico. 
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NEW Sparton Two-Face 


 , SS Wy SERIES 600—CLASS “A” 








Gives you > 
powertul 








sales clinchers 





Here comes a winner! Skillful Sparton design te ? DEPTH ONLY 2" 1 


brings you a thinner lamp with one bulb, | 
one set of wires. Light weight eliminates fend- ONLY ONE BULB! 
LIGHTWEIGHT! 























er tearing. Stimsonite lens gives powerful 
beam without reflectors. Finished in black 
enamel with chrome-trim bars on each side. 















Meets SAE requirements and has passed 
all required tests by The Electrical Testing 
Laboratories Inc. 


Other Sparton Series 600 Stars... 






Single-face pedestal lamp (left), full-flush lamp 
(center) and semi-flush stud-mounted lamp 
(right) available individually or in complete sets 
with self-cancelling switch. 


, 


AUTOMOTIVE 


Division of 
THE SPARKS-WITHINGTON 
COMPANY 


JACKSON, 
MICHIGAN 
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What Caused Car Breakdowns 
NUMBER OF BREAKDOWNS 
TYPE OF SERVICE Pct. of Pct. of Percentage { 
1951 Total 1950 Total Change 
Tire 10,443,000 21.36 10,054,000 22.79 + 39 ' 
Battery 10,266,000 21.00 10,830,000 24.55 — 5.2 
Ignition 6,468,000 13.23 3,918,000 8.88 ob 65.1 
Tow 5,226,000 10.69 4,081,000 9.25 + 28.1 
Stuck 3,877,000 7.93 2,210,000 5.01 + F5A 
Starter 2,312,000 -73 1,006,000 2.28 + 129.8 
Wrecker 2,127,000 4.35 1,862,000 4.22 + 14.2 
Carburetor 1,608,000 3.29 2,523,000 5.72 — 36.3 
Out of Gas 1,393,000 2.85 1,522,000 3.45 — $85 | 
Brakes 763,000 1.56 701,000 159 + 88 
Lock & Key 733,000 1.50 772,000 1.75 — 6.1 
Gas Line 596,000 1.22 609,000 1.38 — 21 
Lights 440,000 -90 476,000 1.08 — 17.6 
All Others 2,635,000 5.39 3,551,000 8.05 — 25.38 
TOTAL 48,887,000 100.00 44,115,000 100.00 + 10.8 





Tires, Battery Failures Top List .. . 





Car Fi a il ur es Up I I % Ford's Official Family Poses for Portrait— 


Seventeen top staff and operating executives comprise the membership of Ford Motor Co.'s Administration committee. Front 


| row, left to right: Benson Ford, vice-president and general manager of Lincoln-Mercury; Henry Ford Il, president; Ernest R. ty 
if} } 9g IT 2 ort | Breech, executive vice-president and chairman of the committee, and William Clay Ford, director. Middle row: John R. Davis, 
9 | vice-president; William T. Gossett, vice-president and general counsel; John S. Bugas, vice-president—industrial relations; Delmar 


S. Harder, vice-president—manufacturing; Harold T. Youngren, vice-president—engineering, and Lewis D. Crusoe, vice-president 
WASHINGTON The American| chief headache in 1950—a close and general manager, Ford division. Rear row: Theodore O. Yntema, vice-president—finance; Irving A. Duffy, vice-president— 
: ' | purchasing; Walker A. Williams, vice-president—sales and advertising; John Dykstra, vice-president—aircraft engine, tractor and 


ile n.’s annual sum- 
Automonile Assn.'s % | Second. | machined products group; Logan C. Miller, vice-president—basic products group; Ray H. Sullivan, vice-president—engine and 











cent increase in breakdowns of all | 
es 
ed, on the basis of an estimated | Copper with which to replace igni- | U. S, Cut, Cites 


mary of highway mishaps of mo- Among other types of car trou- | . ‘ ‘ ; hie 
_ 3 ee | pressed steel group, and Arthur J. Wieland, vice-president and general manager, Ford International division. 
torists last year showed an 11 per-| ble, ignition failures also rose con- — S$ $$$ - — ~~ - 
| siderably, AAA reported. Unusual- | 
types. poe , | ° 
ie Miki: eeneeies 06 Ue | ly inclement weather in many parts | Seven States Consider Arnall Upholds 
rate of 93 a minute, AAA report- | of the country and the shortage of | 
- 1951 total of 48,887,000. Flat tires, | tion wiring systems accounted for A rf f Ch 4 ° 
or blowouts, ranked at the top of | these breakdowns, according to u O ax an es | Lagging Market 
the list, with battery failure— | AAA. | 


. WASHINGTON.—Changes in mo-| hicle taxation died upon adjourn- | WASHINGTON.—The prevailing 
Last year, about 1,393,000 drivers | tor vehicle tax laws have been pro-| ment of the New York legisla- | gap between used-car ceilings and 


OPS Puts Tag | ran out of gas on the road and an-| posed or acted upon in seven 1952] ture. |market prices motivated OPS’ de- 
anc | other 733,000 absent-minded motor- | state legislatures, according to the Arizona’s legislature adjourned | cision to let the Apr. 1 ceiling cut- 

Of $806.2 Million | ists lost their keys or locked them- National Highway Users confer- without acting upon two proposals | back of 2 percent go into effect. 
O C h ' Hik |selves out of their cars, the asso- ee oe - ——s yn aga registration fees for all | This was also the reason, accord- 
r 1 | ciation said. Ignition trouble calls _Missouri law }) sharp- . . ? |ing to OPS Director Ellis Arnall, 
n ape a ©S | totaled 6,468,000 in 1951, almost dou-| ly increases truck registration A California bill (S. 7) proposes| for rejection of the NUCDA de- 


WASHINGTON. — In a supple-| ble the figure of 3,918,000 for 1950,| fees. Under this law truck fees |@ mileage tax on non-resident) mand that used-car price allow- 
mentary statement filed with the | nnartnin lights failures dropped | '®"S° from $20 to $600 according trucks not covered by reciprocal| ances be established for radios, 
Senate Banking committee last gil , to gross weight. The existing | 28teements. It is reported that this, heaters, window lifts and other 
week, Price Director Ellis Arnall to 440,000 last year, as against 476,-) range is from $10 to $200. The |is a retaliatory measure against | extras. 





said that ceiling price increases re- | 900 in 1950. present $3 fee for each trailer the Idaho ton-mile tax. | Arnall explained the OPS posi- 
ae ~~ = oe Yon nal | A ies Held —’ semitrailer is increased to ouaik seater aie nad oe in a letter to J. C. Downing, 
ment to e Defense Production | . 2 NUCDA president. Downing sent 
Act wrese atmate at $806,200,000 | uto Ow fre Another enactment (H. 183) re- oo Rael “ae a. = copies of the Arnall letter with a 
as 0 arc x i - i i 
: In H anover N ai | writes the bus and truck law ad public utilities commission at a fee | statement of his own reactions to & 
rnall said that automobiles ac- | * > ° ministered by the public service | Of $10 plus $2 for each vehicle | NUCDA directors last week. 
count for $279,000,000 of the wa HANOVER, N. H.— (UTPS) — A | CO™mission. One of the provisions The Mlinels supreme court has | While expressing disappointment 


creases, or nearly 35 percent of the 3% : requires common and contract car- : «oe . 4 
total. | Vermont “autemobile deelers dis | Hers to get operating authority at | "pheld the 1051 lew (S. 96) which | o that the NUCDA proposals 
The weighted average increase | played their 1952 models at the a fee of $25. These laws will be ef- a the ‘ettiiend rae oo = could be revived “if pressures be- 
granted all auto manufacturers was North Country auto show held at fective 90 days after the oe joined in levauten, Sn. fol- come greater than at present.” He 
=. a 5 percent by OPS statisti- |the Dartmouth college alumni oe cong = a or lowing a lower court ruling that said the battle to relax Regulation 

‘Arnall said the Capehart in-| 2¥™™asium here. 4 Vireini the increases were unconstitu- _W would now be intensified. 
P A newly enacte irginia law! tional. Arnall also held out prospects for 


: ‘+, | Admission to the show, sponsored a 4 
9 lyre mm gall ne mma "by the Hanover Lions club, was| ‘S: 218) provides a flat registra-} Jt has been announced that the|a relaxation of OPS policy on the 
“ne ene ee ; l¢ In addition to the displ r| tion fee for passenger cars of $10.| decision will be appealed to the| depreciation and radio-heater is- 
Gene price increases granted | **C¢.  adaion to ue cispiays © 


other manufacturers as a result of |N@W cars, there were special ex- bs eo eaat semen” U. S. Supreme court. Illinois offi-| sues. 
the Capehart provision total an hibits, music and other features. — ° "| cials say no decision will be made) “You may be assured,” he wrote 


| , Both houses of the New York| regarding collection of the in-| Downing, “that the OPS will con- 
estimated $527,200,000, as of March! An unusual attraction was a 1903 legislature have approved a bill (S.| creased fees before the middle of | tinue rg El saeaeiie alk ate 
































14, Arnall said. Two weeks previ- | Model A Cadillac, shown by its Saas ; 
: ‘ he definiti of : : : 
ously, he added, the estimate was| owner, Comrey C. Cook, of Nor- 2627) eer egy es Bre ig fd April. |changes which may arise with a 
$471,000,000. | wich, Vt. gross The bill d : oe . eee | view toward amending the regu- 
poses. The bi eS 9 sn Tam a U C Man |lation promptly when warranted.” 
n - : for ee a i -_ see — ony Pp we. S Arnall admitted the possibility 
Used-Car Bulletin from Detroit .. . Cage SO oe See Pee ae See, Nabbed bv FBI that heavy spring buying could 
unladen weight. Present rate is 30 a e Vv aed sean mae t ili 
an : 7 ring market prices up to ceiling 
Latest Auction Prices rome we | TAMPA, Fin nood-onr dealer O70, St CER 3 os requested on 
& __- here, L. Max Hargrove, was ar- to amend CPR 94 as requested on 
° , _The two houses also passed a | otc by the FBI last week and|the basis of “eventualities which 
(Aptco Auto Auction. Sale every Wednesday) bill (S. 2632) which strikes out A ” 
sae charged with consipiracy in a| ™ay or may not occur. 
Apr. 2 BUICK—'51 Special Riviera coupe, $1,- the provision that the gross chai tae thle Ok a d of |- es 
(Market off. No bidding spirit evi- 790. | '50 Super 4-dr., $1,515"; Spe- || weight of a motor vehicle subject : z ih wee Soames & 
dent. Sold 43 units out of 81 o<er- yt Dia 49 RM 4-dr., to the mileage tax shall not be ns crttg Mt two St. Petersburg 
ee one siete Miia anal 66. CADILLAC — °51 (62) 4-ar., $3,550*, || less than the manufacturer’s rat- pm ll eaters to get rid of & 
780. °49 RM 4-dr., $1,100* ie $3,500". '48 (62) 4-dr., $1,630*. ed capacity thereof. Other bills : 
BELAC — ‘SO (62) 4-dr.. $2.755° CHEVROLET — *51 FL Deluxe 2-dr proposing changes in motor ve- |, 1@"8rove was released after post- 
OMe (G2) A-dr., $1,875". °47" 462) $1,405. °50 SL Deluxe 4-dr., $1,190*: ? ing $1,000 bond. He waived prelim- 
i “uso: 8  =°60OC FL Special 2-dr., $1,000. °47 SM inary hearing before U. S. Commis- 
’ , . 6 ar : * | 
CHEVROLET — °50 FL Deluxe 2-dr., 2-dr., $550. A © Pl sioner Paul Pinkerton. The used-car | 
$1,210*; SL Deluxe 4-dr., $1,325*: | CHRYSLER—'48 Royal 4-dr., $725. '46 rentice an dealer is still under probation on a| 
Bel-Air, $1,500*; %-ton pickup, $880. Windsor club coupe, $600; Royal club f ae A . 
'49 sedan delivery, $600.: '47 FM coupe, $455. B ° S di d b ederal conviction in 1949 of OPA 
-4-dr., $680. '46 14-ton pickup, $405. DeSOTO—’'50 Custom 4-dr., $1,465. °49 eng tu te ¥ violations. He was sentenced to 
eo ag 47 NY 4-dr., $650; Royal Custom 4-dr., $1,185*. three years for overcharges on 
-dr., , DODGE—'51 Coronet club coupe, $1,- C D l 3 is when il- 
DeSOTO—-'50 Custom club coupe, $1,- a. ee Genet oa $1.225°. an onn. eaters used-car sales in violation of ceil 
430.) : wes ws Custom 4-dr., $700. °41 4-dr., $135. A ing prices. Hargrove was placed on | 
DODGE—'49 Wayfarer roadster, $750. FORD—'51 Custom (8) 2-dr., $1,525. ||. HARTFORD, Conn.—An appren- | a five-year probationary period. 1 
‘ear. $495, — a '50 Deluxe (6) 2-dr., $960; Crest- || ticeship training program for high | 
“GF., 9290. liner, $1,285. ‘49 Custom (8) club hool b d non-veterans will | 
FORD—’51 Custom (8) conv., $1,710. . $25: Del 6) 2-d 725 schoo oys and n ae | . per 
30) conto iS) resdines, Sito: | SRR a) 2Se*Gras) “AF pftme || s00n be launched by the Connecti-| U. S. Lifts Restrictions 
x -dr., $1,190.;, "49 C (8) 4-dr., $490; 2-dr., $485. cut Automotive rades ssn., it) 
(8) 2-dr. $945; Deluxe (8) 2-dr., HUDSON—’51 Pacemaker 2-dr., $1,300. was announced last week by the | On Use of Tetraethyl 
$830, $635. ‘48 Deluxe (8) 2-dr., 48 Super (8) club coupe, $760. } WASHINGTON. — With th | 
$550. °47 SD (8) 2-dr., $670; conv., KAISER—'51 4-dr., $1,275 CATA. | lifti t aN. ‘ 1 ont e 
$630. - oe MERCURY—'51 4-dr., $1,795*, $1,755*, Kristian Jensen, Hartford dealer,| "Ung Of government restric- | 
muBson An pee (@) ate. eas. $1,660". '50 2-dr., $1,275"; club || was elected chairman of the state| tions on tetraethyl lead fluid for | 
SE 51 Custom 4-dr., e °. coupe, $1,120. , A | : 2 rs 
OLDSMOBILE—-'49 (76) 4-dr., $1,005°*. OLDSMOBILE "50 (88) 4-dr., $1,475*; committee at a recent meeting of | automobiles, refiners will be per- 
iat son “cin 4a pi 4-dr., 2-dr., $1,385*. ‘49 (88) conv., $1,- || the group to discuss and adopt a ee an Be eyesore | 
meer. 46 (08) 4-dr., S810". a0 225*; (76) 2-dr., $1,000*%, ‘47° (78) amount o e product, accord- | 
eeeurs. me. $1,600. '47 4-dr., $760*. ‘46 station wagon, ge ed standards for the oe ae ing to Interior alters Oscar | 
Jeluxe 4-dr., $690. $330°. e meeting was attende ‘ | 5 
oon — St Coietioin (8) Detune PACKARD—'48 4-dr., $600. : veneuneahenbian from the local caer Chapman. 
4-dr., $1,880*; Catalina, $2,295*. '50 PLYMOUTH—'49 SD club coupe, $1,- “og The order, amended last Tues- | 
Chieftain (8) conv., $1,820*. '48 SL 025; Deluxe club coupe, $875. | ciations, who have been asked to} day, still will require users of 
(8) 2-dr., $1,050*; Torpedo (8) 2-dr., PONTIAC—'51 (8) conv., $2,250*. '50 || report to the dealer groups on the | . ; 
s925*. an a . Chieftain (8) 2-dr.,, $1,500*, $1,440. || matter, and to seek suggestions | the product te keep recerds and | 
STUDEBAKER—'50 Champion Custom $1,415. '49 SL (8) 2-dr., $1,050, $1,- eo , . . | YFegular reports for the Petro- 'D Soto E 
4-dr., $950. '47 Champion 4-dr., $560. 000. °46 (6) 2-dr.. $430, $400. and advice on apprentice training | te Adesinictration fer De- | esoTo ntry— 
STUDEBAKER — '50 Champion club |/from members of each organiza- | — . : 20s P 
March 26 coupe, $1,050; 4-dr., $1,050. "48 tion & | fense, Deputy Administrator i” = Schipper (left), Michigan-Ohio 
(Bidding was not very brisk. Sold Champion 4-dr., $500*. ‘47 Com- * Ce | Bruce K. Brown said. | member of the AAA contest board, seals 
61 units out of 102 offerings.) mander 2-dr., $700. Local associations who were not | Chapman said the restrictions | the hood of a DeSoto Fire Dome V-8 
*Indicates automatic transmission or overdrive. represented | are urged to appoint | were lifted because of a better which has been entered in the 1952 Mo- Swe 
Other Auction reports are on Pages 46, 47, 55 a local chairman to be a member, supply of the product. bilgas Economy Run. J. B. Wagstaff, De- 
of the state committee. Soto sales vice-president, looks on. 
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When a manufacturer says: 


SOLD! | 


Your Best Rural Customers. Advertising in 
Country Gentleman sells the better-income, 
bigger-buying rural families in your own 
trading area. It is the best-read magazine in 
2,300,000 rural homes throughout America. 


t. ol A\) 


Customers Other Magazines Miss. Non-farm 
magazines fail to reach Country Gentleman 
readers .. . 2 out of 3 women do not read 
any leading women’s magazine—4 out of 5 
men do not read any leading weekly magazine. 











Rural America’s Best Salesman! 


PROOF THAT ADS IN COUNTRY GENTLEMAN SELL GOODS FOR YOU: 


; A nationwide survey shows that men and women heads of Country Gentleman homes— 
{ 


1. READ THE ADVERTISING in Country Gentleman in 96.2% of homes 
2. GET BUYING IDEAS from the advertising in 3 out of 4 homes 








COUNTRY GENTLEMAN now includes COUNTRY LIVING, the first magazine- 


within-a-magazine devoted to better living for every member of the rural family. 





~ * : aaa ; WA ‘ 

DEALERS COAST-TO-COAST SAY: “COUNTRY GENTLEMAN 
: : cog aon YY COUNTRY LIVING 

i GENTLEMAN THAN IN ANY OTHER FARM MAGAZINE! antleman outer UW 
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Del. roast Rules 
Otis Officers 
Must Pay K-F 


WILMINGTON, Del. Kaiser- 
Frazer was awarded a judgment 
of $3,232,329 against two officers 


of the Cleveland banking firm of 


Otis & Co, in a Delaware superior 
court here last week. 
The judgment was for the full | 


amount sought by K-F as damages 
from Cyrus S. Eaton and William 
R. Daley, president of Otis, who 
were accused of inducing Otis and 


First California Co. to break a 
common. stock buying contract 
with K-F. 


A Kaiser spokesman said last 
week that this is a continuation of 
the former suit, after the ruling 
of a New York court in favor of 
K-F. Following the ruling, how- 
ever, Otis & Co. declared bank- 
ruptcy, and was said to be unable 
to meet the terms of the judg- 
ment. 

A K-F attorney said that the 
debts of the company to Eaton 
and Daley, as well as the stock 
owned by the two defendants, has 
been attached. 
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Willys Signs $149 Million Deal with Uncle Sam— 


Willys-Overland last week announced a contract for $149 million worth of military 
jeeps, plus options for an additional $29 million. It is expected that production will 
start in July or August. The firm plans to expedite delivery by increasing output 50 
percent, it is stated. W-O President, Ward M. Canady (far right), observes signing 
of contract by U. S. Army Ordnance Representative, Lt.-Col. Robert L. Beatty, Cleveland 
Ordnance district, Toledo region, officer-in-charge. Value of the order was $149,000,- 
000 with option to $178,000,000. Others (left to right), are Raymond R. Rausch, Willys 
vice-president and executive assistant to the president; William S. Pickett, contract 
administrator, and George L. Palmer, treasurer. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








NHUC Parley 


Theme Set 


Highway Congress Eyes ‘Adequate Roads 
For a Stronger America’ 


WASHINGTON, The 
Highway Transportation Congress, 
to convene here May 6-7-8, under 
auspices of the National Highway 
Users conference 
theme “Adequate Roads 
Stronger America,” according to 
NHUC Director Arthur Butler. 

Albert Bradley, NHUC chair- 
man and executive vice-president 
of General Motors, will deliver 
the keynote address at the first 
general session. 


“Traffic congestion and road bot- 
tlenecks are costing America time, 
money and man-hours,” Butler said, 
“and the theme we have selected 
for our forthcoming sessions seems 
especially appropriate because it 
sums up what highway users know 
must be done to bolster our econ- 
omy and national defense.” 

A highlight of the opening day’s 
session, according to Butler, will be 
the second meeting of the national 
committee for PAR (Project—Ade- 





) YOURE THE DOCTOR 


.- with Perfect Circle’s 





Only 2 in 1 offers a choice of spring pressures! 


Now—for the first time—mechanics can choose 
the spring pressure best suited to every engine 
without switching between various brands or 


types of rings! 


Only Perfect Circle’s 2-in-1 Chrome Set offers a 
choice of spring pressures! Two expander springs 
—a NORMAL PRESSURE Spring for resleeved, re- 


The 2-in-1 Chrome Set more than doubles the 
life of cylinders, pistons and rings, because solid 
chrome plating on top compression rings and the 


steel rails of the oil rings assures twice the life of 
ordinary ring sets! Yes, for double service, dou- 


Hagerstown, Indiana. 


bored and slightly worn engines, and a HiPRES- 
SURE Spring for badly worn engines—are packed 


with each Chrome Oil Stopper. 


erfect Circle 


PISTON RINGS 
The Standard of Comparison 


Ye SOLID CHROME PROTECTS 
THESE WEARING SURFACES 


ble life, sustained power and new economy— 
specify 2-in-1! Perfect Circle Corporation, 





Fourth ; quate 


| 


| 


will have as its} 
for a} 





Roads). 
Butler said: 

“PAR is a nationwide good roads 
movement which was_ recently 
launched in New York City by 40 
national organizations, representing 
millions of motor vehicle owners, 
as well as automotive and allied 
industries. 


“PAR’s immediate concern is to 
arouse public and official recog- 
nition that highways are indis- 
pensable to our defense and that 
provision should be made for ade- 
quate materials and manpower to 
correct mounting road deficien- 
cies. 


“PAR’s overall objective is to 
stimulate and coordinate efforts for 
highway improvement programs in 
all the 48 states. This means that 
PAR’s united strength is trained 
constantly on the goal of achieving 
highway improvement according to 
comprehensive scientific studies of 
needs on a priority basis. 

“The functions of the national 
PAR committee, which will meet at 
the fourth congress, are: (a) to 
stimulate efforts for highway im- 
provement; (b) to act as a clear- 
ing house to make available wher- 
ever possible engineering, legisla- 
tive and other pertinent data, and 
(c) to provide information to the 
public primarily through the use of 
advertising and public relations de- 
partments of participating groups.” 


Willys Stresses 
Visibility in New 
Custom Aero Ace 


TOLEDO.—The second model of 
the new Aero Willys passenger car 
line is being introduced by dealers 
throughout the country this week. 

The new model is the custom- 
built Aero Ace, “an aeronautically 
designed luxury car with all-around 
visibility comparable to that of an 
airport control tower, Howard P. 
Grove, vice-president, said. 

“A 70-inch wide wrap-around rear 
window combines with wide side 
windows and a broad front wind- 
shield to give the Aero Ace the 
all-around visibility that means 
greater safety and greater enjoy- 
ment on the road,” Grove said. “As 
in the Wing, you can see all four 
fenders of the car from the driv- 
er’s seat.” 

The custom-built Ace, Grove add- 
ed, has “all the luxury appoint- 
ments of the finest cars on the 
road today. It combines the com- 
fort, riding qualities, and luxury of 
the most expensive automobiles 
with the economy of operation and 
maintenance of the smallest. 

“The six-cylinder, 90-horsepower 
Hurricane ‘6’ has the most out- 
standing gasoline economy of any 
full-size automobile in America,” 
he declared. “Its high compression 
F-head engine, with a ratio of 7.6 
to 1, delivers extraordinary mile- 
age with regular-grade gasoline. 
The Aero uses only 65 percent of 
its engine power while cruising at 
75 miles an hour,” Grove said. 


Frost Named Head 
Of Va. Old-Timers 


RICHMOND, Va. — Tom Frost, 
Mercury dealer of Warrenton, has 
been elected president of the new- 
ly formed Virginia Automobile 
Old-Timers, state group of the na- 
tional organization. 

W. G. King, of Richmond, was 


Concerning PAR 








elected secretary-treasurer, and 
vice-presidents include: 
J. Roland Chapman, of Rich- 


mond; J. J. Maume, of Hampton; 
W. F. Duckworth, of Norfolk.; 
Fred Jordan, of Petersburg; Thom- 
as M. Carter, of Danville; John P. 
Hughes II, of Lynchburg; William 
T. Robey jr., of Buena Vista; Frank 
H. Calhoun, of Charlottesville; Ry- 
land G. Craft, of Gate City, and 
David R. Collins, or Arlington. 


Avis Growth Cited 


DETROIT.—A growth of over 100 
percent has been recorded for the 
Avis Rent-A-Car System since 1950, 
according to R. Waskin, sales vice- 
president. Individual stations have 
increased the size of their fleets in 
excess of 2,000 units, Waskin said. 





~, 
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Off-Limit Order 
Against U. S. Lot 
Upheld in Colo. 


DENVER.—The U. S._ circuit 
court of appeals here has upheld 


an Oklahoma army general in de- 
claring a used-car lot at Lawton, 
Okla., “off-limits” to his troops. 


The versed an earlier de- 
cision by the U. S. district court of 
Oklahoma. The appeal was brought 
by the commanding general of Fort 
Sill, Okla., Maj. Gen. A, M. Harper. 

The appeals court remanded the 
case to the Oklahoma U. S. district 
court with instructions to dismiss 
the complaint. 

On Nov. 18, 1950, it was stated, 
Lt. Richard D. Bacon of Fort Sill, 
bought an automobile from a used- 
car lot operated by Buck Jones and 
Taft Haithcock, an automobile 
which he said had been represented 
to him as a new car. 

Later, Bacon said, he obtained 
evidence which convinced him that 
the car was used. He attempted to 
return the car to Jones and Haith- 
cock but the dealers refused to re- 
fund his money, he said. 
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ATA Index Hits New High . . . 





Inter-City Hauling Up 
7 Percent for 1951 


WASHINGTON. — The American 
Trucking Assns. reported last week 
that inter-city tonnage transported 
by motor carriers in 1951 was 7 
percent above that hauled in 1950. 

ATA said this was substantially 


Trucking Group 


Names Nuesse 


WASHINGTON. The Truck 
|Body and Equipment Assn., na- 
tional organization of manufactur- 
ers and distributors of truck bodies 
and equipment, last 
| nounced the appointment of Arthur 
|H. Nuesse as executive manager, 
succeeding Shipley D. Burton. 


| Nuesse was formerly with the | 
| Washington Board of Trade, and | 


| for many years with the Wesley 


Steel Treating Co., of Milwaukee. 
| At one time he was a reporter on 
the staff of the Milwaukee Times. 
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paree 
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Here’s one poster that does the entire 
job of selling your Spring check-up and 
tune-up service. It clearly lists all the 
things that every car needs for stepped- 
up, pepped-up performance. And it brings e e 
into your own shop the full power of the 
NAPA national advertising your cus- 


Ask your NAPA Jobber—or write the 
address below—for your “Open Road” 
poster. It’s handsomely printed in three 
bright colors—25” x 38” for real visi- 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION - 


below the rate of gain the previ- 
ous year when 1950 tonnage ex- 
ceeded 1949 by 28 percent, but 
was above the 4 percent gain in 
1949 over 1948. 

Based on reports to the Inter- 
state Commerce Commission from 
1,314 Class I inter-city carriers of 
all types, which transported 176,- 
747,796 tons of inter-city freight in 
1951, as compared with 164,809,567 


tons in 1950, the ATA truckloading | 


index, with 1941 as 100, reached a 
new high of 244. The previous 
high of 228 was established in 1950. 

Index numbers for other years 
were: 1938, 56; 1939, 70; 1940, 80; 
1941, 100; 1942, 107; 1943, 119; 1944, 
119; 1945, 118; 1946, 128; 1947, 149; 
1948, 171, and 1949, 178. 

Inter-city motor carrier tonnage, 
continuing the 1950 trend, started 
the year with a rush. Tonnage in 
the first quarter of 1951 exceeded 
that of the first quarter of 1950 by 





This one N-A-P-A Poster sparks all your Spring Services 


reason to remember . 
Jobber is a Good Man 


bility. Get it up in your shop now. Re- 
mind your customers that the service you 
offer, and the parts you use, are the same 
as advertised in The Post and Collier’s. 


And don’t forget: your NAPA Jobber 
stands ready to back up the poster with 
the fine quality parts and fast service you 
will be needing to handle the business 
the poster will help build. Another good 


DETROIT 1, MICHIGAN 








|Herman Builds Body for Chick Transport— 
The new Herman Ventilaire baby chick transport, custom-built by Herman Body, St. 
| Louis, for Holtzapple Poultry Farm of Elida, O. Note the air scoops above the wind- 
| shield and the blower vents on the roof. These features are all part of the new forced 
air ventilating system. Older methods usually re-ulted in high mortality for the chicks, 


according to the company. Herman builds these chick transports in any desired size 
| for mounting on any standard forward control, parcel delivery or flat face cowl chassis. 


25 percent, In the second quarter, the first quarterly decline in five 
however, this trend was abruptly | years was recorded. 


| arrested and the second-quarter | Tonnage moved in the third 
| gain was only 10 percent over the| quarter of 1951 was 2 percent 
| same period of the previous year.| below that handled in the third 
The decline continued into the! quarter, 1950. Traffic began to 
third quarter with the result that | pick up in the latter part of the 
cremate pees | third quarter and this trend con- 
tinued into the fourth quarter 
which showed a gain of 2 percent 
over the same quarter, 1950. 


Although the rate of increase in 
|inter-city motor carrier tonnage 
| during 1951 was not great, it was 
| almost universal. All regions showed 
| increases over 1950 ranging from 
| 3.3 percent in New England to 15.5 
percent in the Pacific region. Other 
| regional increases were: Middle At- 





|lantic, 8.3; central, 3.5; southern, 
9.4; northwestern, 7.8; middlewest- 
;ern, 5.3; southwestern, 9.9, and 


| Rocky Mountain, 15.1. 


The only decrease, on a regional 
basis, was for contract carriers in 
the middle Atlantic region, which 
| experienced a 2.6 percent drop. 

On a commodity basis, the varia- 
| tion in tonnage trends during 1951 
| fluctuated more widely. The range 
| was from a decrease of 48.4 percent 
| for carriers of film and associated 
products to an increase of 25.5 per- 
cent for carriers of refrigerated 
solids. 


Other changes were: general 
freight, up 6.7 percent; household 
goods, up 18.3 percent; heavy 
machinery, up 19.9 percent; liquid 
petroleum, up 12.2 percent; re- 
frigerated liquids, down 6.9; agri- 
cultural commodities, up 18.6 per- 
cent; motor vehicles, down 5.9 
percent, and building materials, 
up 3.3 percent. Other specialized 
carriers showed a combined in- 
crease of 4.6 percent. 


Tonnage moving in common car- 
riage increased at a faster rate 
than that moving under contract. 
The former, accounting for 88.5 
| percent of total tonnage, increased 
| by 8.1 percent, while the latter, 
|amounting to 11.5 percent of the 
| total, increased by .9 percent. 
| Movement of certain commodi- 
| ties showed marked changes by 
| type of carriage. Agricultural com- 
|modities movement by common 
| carriers increased 19 percent, while 
that which moved by contract car- 
| rier dropped 2.3 percent. 


sells itself! 












.. “Your NAPA 


Know!” Telescoping, Aluminum 
to ow: 


Clothes-Rod Fits All Cars 


| Improved-type Auto-Bar, 
| sturdy clothes-rod ‘‘sells 
time-taking effort. Popular because: can 
be installed, or removed and stowed- 
away in seconds. Fits any car. Two special 
coat hooks supplied with each Auto-Bar. 


the handsome, 
itself" without 


Rigid strength, holds up 36 garments. 
trial order now. Phone your jobber today 
or write direct to us. Your purchase order 
will be filled immediately; shipping 


| charges prepaid. Display cards included. 
LIST PRICE, $3.95 


less Following Discounts: 


Oa goa 30% off 
a BGS oe 35% off 
12 or more..... 40% off 


GOODE PRODUCTS CO. 


| 
! Dept. B-2, 7542 Maie Ave. Los Angeles 1, Calif. 
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Nash-Kelvinator Corp's. 142’ x 
460’ Long-Span warehouse at Mil- 
waukee was in use 17 days after 
construction began, was completed 


in 53 more. 


For every industrial use... 


the new LONME-SPAN MULTIMLE 


OUR best bet for industrial plant expansion! That’s the new, all-steel Long- 
Span Multiple, the building designed and engineered for maximum indus- 
trial efficiency. 


The Long-Span Multiple gives an amount of usable, unobstructed interior space 
hitherto unavailable with mass-produced, prefabricated buildings. Its unique 
column arrangement provides ample room for modern industrial equipment, 
complete palletization, and production lines. Its arch roof gives unusual height 
advantages for low-cost installation of boilers, presses, other tall equipment. 


The Long-Span Multiple is easily and economically insulated, skylighted, venti- 
lated. Size is adaptable to any lot or use requirement. Ribs and trusses are of 
N-A-X HIGH-TENSILE steel for long life, strength and economy. It goes up in 
weeks instead of months. 


Long-Span Multiples are available now to solve your individual expansion prob- 
lem. Write, wire or phone for complete information on this latest addition to 
the famous Quonset® line. 


= 





ONLY THE LONG-SPAN GIVES 
INDUSTRY ALL THESE ADVANTAGES 
15- or 18-Ft. Interior Clearance 
40’ x 35'6” Bays « Easy Insulation 
Complete Flexibility 


GREAT LAKES STEEL CORPORATION “=~ 


Stran-Steel Division Ecorse, Detroit 29, Mich. 





Se 


HIGH-TENSILE 
sree 
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Yes, | would like to know more about the new Long- 
Span Multiple. 
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FOB FACTORY 








Epitor’s Note: This is the fifth in 


which is playing an unusual role in the defense period. Other articles | 


Alloy Steel Shortage 
Seen Through 1952 


ig 





a series of articles on boron steel, 


in the series will appear from time to time. 


a. is still a mighty precious word in Uncle Sam’s 
vocabulary. All indications point to a continued shortage 


of alloys during 1952, despite 
be interpreted as a favorable i 


the appearance of what could 
indication of alloy plenty. The 


recent freeing of chromium-type stainless steels from alloca- 


tion was based on the possible? 
effect of a chromium ban on 
U. S. steel production. If 


Washington had cut off chromium- 
type stainless steels as it had 
threatened to do earlier, several 
alloy steel producers would have 
been forced either to shut down or 
to seriously cut back their opera- 

tions. 
Not all alloying elements are in 
short supply. At the moment, the 
supply of boron 


No. 5 and titanium ex- 

in a ceeds the de- 
Series mand. Several al- 
loying agents are 

approximately in balance: these 


are chromium, silicon and vanadi- 
um. The alloying elements in short 


supply include cobalt, nickel, mo- 
lybdenum, tungsten and _ colum- 
bium. 

+ x * 


Changes Expected 
— situation will change as the 

year progresses. At the moment, 
several of the materials in short 
supply have a demand that is two 
‘or three times available supply. 
However, by the end of the year, 
it is anticipated that nickel pro- 
duction will be increased at least 
20 percent. A substantial boost in 
molybdenum supply is also antici- 
pated 


This nation has been largely 
dependent on foreign supplies of 
tungsten and columbium. Both of 
these materials, as well as the 
other critical alloying elements, 
are being stockpiled. While the 
size of the government stockpile 
is restricted information, it is 
logical to expect that the stock- 
piling program for tungsten, for 
example, has been extensive. 
Much of our tungsten has been 
coming from China and Korea. | 


Typical of many examples of the 
uses of boron steels are bolts, heavy 
duty truck gears, axle _ shafts, 
springs, steering knuckles, coil 
springs and transmission parts. 

Another problem to be considered 
is the possible effect of a shooting 
war on our alloy situation. In such 
a war, manganese, one of our most 
important alloying agents as well 
as the most efficient scavenger we 
know for steel production, would 
undoubtedly become very critical. 
For this reason much attention is 
being given to boron - containing 
steels with minimum manganese 


content. 
a = * 


Boron Research 
A NUMBER of research projects 
are being undertaken to dis- 


DeSoto Shifts 
Bath to Omaha | 


DETROIT. — Appointment of E. | 
G. Bath as DeSoto’s Omaha region- 
al manager is announced by J. B. | 
Wagstaff, sales| 
vice - president. 
Bath replaces A. | 
F. Tuma, who re- | 
signed. 

Bath joined the | 
DeSoto sales staff | 
in 1947 and was)! 
appointed a De-| 
troit district man- | 
ager with head-| 
quarters in South | 
Bend. In 1949 he} 
was appointed! 
Cleveland manager and held that 
post until his present appointment. 











E. G, Bath 


Rendorcan Buys Derawd 

James Henderson, formerly 
with Hull-Dobbs, Inc., has pur- | 
chased Barnard Ford Sales, Inc., | 
Cleveland. 


cover the full effects of boron addi- 
tions to steel. Among these projects 
are investigations of the apparent 
fading effect of boron additions, 
the effect of boron additions to 
steel castings, weldability of boron 
steels, fatigue properties of boron 
steels and the impact values of 
boron steels. 

Despite wide acceptance, there 
are a few instances in which boron 
steels have fallen short of the 








t 








Officers of Clearwater (Fla.) Dealers— 


The dealer association at Clearwater, 


Fla., elected these officers for 1952 at a 


recent meeting of the organization. From left to right (seated), are James L. Hershfelt 
(Studebaker), president, and M. N. Kenyon (Dodge-Plymouth), vice-president. Standing 


are J. E. Davis (Pontiac), secretary-treasurer; 


Larry Dimmitt jr. (Chevrolet-Cadillac); 


Otis E. Pruitt, Inc. (Buick), and Richard H. Burkhart (Nash), directors. 





mark. One auto producer has re- 
ported that in early test work only 
three gears out of 120 were satis- 
factory. 

Many adjustments in heat 
treatment practice were tried 
without early success. Hardness 
was not uniform, Spline gears 
tended to open up. However, for 


every failure reported, there are 
Several reports of success. 
Every informed metallurgist 
feels boron steels will do the job. 
And there is quite a bit of satisfac- 
tion, compared to the feeling that 
would exist in the metalworking 
industry today if no substitute for 





our precious alloys was in sight. 


‘Committee Named 


‘For Minn. Parley 


MINNEAPOLIS —Victor 
Giere, Dodge-Plymouth dealer 
Willmar and president of the Mir 
nesota Automo- 
bile Dealers Assn., 
has announced the 
appointment of 
the following com- 
mittee to handle 
the MADA state 
convention: 

Win Stephens 
jr. (Buick), Min- 
neapolis, chair- 
man; Dill Clem- 
ents, St. Paul; An- 
drew Darling, St. 
Paul; H. B. Brellenthin, Minnea- 
polis; Irving English, Minneapolis, 
and A. C. Furos, Zumbrota. 

The convention will be held Sept. 
29-30, with headquarters at Nicollet 
hotel, Minneapolis. 


Meek Names Alexander 


Appointment of W. L. Alexander 
jr. as new-car sales manager and 
superintendent of parts and serv- 
ice customer relations, has been 
announced by Albert J. Meek 


w. Stephens dr. 








(Packard), Ft. Worth, Tex. 








Bad Brake Fluid 
cquses accidents! 


any one 





inferior brake fluid can cause a serious 


no brakes. 


- 
. 
ree 





VAPOR LOCK: Fluid with low boiling point can’t 
withstand heat generated by braking on steep hills 
or at high speed. Fluid boils and vaporizes—result, 


or crystallize at sub-zero temperatures. 


operative. 


brakes inoperative. 


~ 





brake failure. 


FREEZING POINT: Inferior brake fluid will freeze, 
thicken or become sluggish. It may separate, solidify 


allow metal parts to rust 


@ IMPROPER LUBRICATION: Fluid not containing 
proper lubricating qualities fails to protect vital 
working parts—result, excessive wear and eventual 


NO RUST INHIBITOR: Fluids lacking rust inhibitor 


and corrode. Sticking or 


“seizing” result and brakes fail. 


INABILITY TO ABSORB MOISTURE: Free water in 
inferior fluid will boil off, leaving air pockets which 
will compress when brakes are applied, or water 
may freeze in cold weather—result, brakes in- 


brake failure. 


CAUSES RUBBER PARTS TO SWELL: Brake fluid with 
improper ingredients causes rubber cups, boots and 
hose to swell, immobilizing moving parts—result, 


GUMMY RESIDUE: Fluid that deposits gummy resi- 
due on moving parts when exposed to air or high 
heat retards the movements of these parts—result, 


NON-MISCIBLE: Improper brake fluid, when added 
to the fluid in the system, may not mix properly— 


result, eventual brake failure. 
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Nice People... 
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But What Are They Saying? 


By Bob Finlay 


Managing Editor | 


ONG PHONE conversations with | 

our Washington correspondent, | 
Bill Ullman, have convinced us that | 
despite our suspicions—there are | 
a lot of nice people in Washington, 
but we are still wondering: | 

Do they speak the same lan- | 
gauge as the rest of the country? 

We're not kidding. 

We were asking Bill about a re- 
cent story he phoned in, which 
didn’t sound much like the release 
we got later from the government 
agency involved. 


| 


- * * 
“()H, THAT’S nothing,” Bill as- 
sured us. “Here’s how it 
works: First the guy who writes 


the release sits in on the meeting 
involved. 

“He writes it up, and gets it 
OK’d or revised by the executives 
of the agency. 

“Then it goes to the legal depart- 


og) 





ment, and that’s the hooker. (Edi- 


Sounds like the auto 
| 


tor’s Note: 
industry.) 

“When the guy who wrote the 
release gets it back from the 
legal department, | 
he has to get a} 
lawyer to find out | 
what he said. 

“That’s not all, 
either. After it’s 
all over, I have to 
chase all over 
Washington try- 
ing to find out 
what it means.” 

Maybe we're silly to complain 
about this to readers who have to 
keep books and follow rules of the 
Treasury department, the Office of 
Price Stabilization, the Federal Re- 
serve Board and Heaven knows 
who else, but we keep remembering 
that squeaking wheel deal. 


* * * 


T ISN’T all a matter of simple 
English, either. The other day 
we got an interpretation of an 
order from Washington, and then 





sniffed around the industry to find 
out what the effect would be. 

We got so many different opin- 
ions that we started to trade inter- 
pretations. Finally, one guy let us 
in on the secret: 


“Look, chump,” he said, “the 
trouble with you is that you be- 
lieve what those birds in Wash- 
ington tell you. Your interpreta- 
tion is the one they want the 
public to believe to keep the pub- 
lic in the frame of mind they 
think the public should be in. 
“The real dope is something else 
again.” 

We have a hunch the guy is 
right, but we’re keeping books on 
it just to see how innocent we are. 

You can’t get too specific about 
these things because somebody 











Studebaker Long-Service Awards— 


L. E. Minkel (second from right), Studebaker western sales manager, pins service 
pin awards on three multi-year Studebaker men. Left to right, C. J. Ramsey, parts man- 
ager at San Francisco branch (25 years); Carl K. Revelle, branch manager; H. Jenkins, 
branch parts representative (35 years); Minkel, and K. W. Ginger, San Francisco 
branch cashier (30 years). 





of - the - mouth - are - you - talk- 
ing - out - of?” and back to this 
legal deal, we’ll give you one that 
we came across on our desk the 
other day. 

We figure we can get specific 
about this one without hurting any- 
body’s feelings, because we haven’t 
asked any of those nice people to 
tell us what it means. 

We’re hoping, of course, that it 
doesn’t mean much, else why are 
we burying it way down here? 


might yell “copper” on us. After 
all, these birds make the rules, and 
they can change ’em if we get too 
smart about it. 

For instance, a lot of people are 
doing a lot of things that don’t 
seem possible, but it says so in the 
fine print and it seems to work. 


Don’t ask what. 
* * * 





5... to edge cautiously away 
from the subject of “what - side - 





You PROTECT ur drivers 


--- your vehicles...and 


valuable payloads = \":: 


with America’s No.1 Brake Fluid \ 









Wagner Lockheed No. 21-B Brake Fluid is unexcelled for use in 
trucks, tractors, and all types of heavy-duty vehicles because it is 
chemically balanced and stands up even under the toughest operat- 


ing conditions. 


@ Has just the right amount of costly vegetable type lubricant to 
assure proper lubrication to all parts of the brake system. 


@ Functions under conditions of great heat, yet remains efficient 


in sub-zero temperatures. 


@ Does not corrode metal parts in the system and does not harm 


rubber cup or hose. 


@ Will not boil off when great heat is generated in down hill 


braking and will not form 


vapor pockets when heat from the 


drums and lining is transferred to wheel cylinders. 

















































Lockheed 


HYDRAULIC 
BRAKE 


market. Protect your drivers 


Brake Parts and Wagner 
Lining. 
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... he best known 
name in brake service 






HEAVY-DUTY 
BRAKE FLUID 


Wagner Lockheed No. 21-B is a premium 
fluid for premium performance in all heavy- 
duty vehicles—there isn’t a safer fluid on the 


...and valuable payloads — Use No. 21-B. 
Your Wagner Jobber can supply you. He 
can also furnish genuine Wagner Hydraulic 


Wadgner Electric @rporation 


6393 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 
(Branches in principal cities in the U. $. and in Canada) 


And again, we want to say that 
there are some very nice people 
in the Federal Reserve System, the 
source of the document below, but 
look what happens to them when 
they dabble in selective consumer 
credit controls, 
Any how, here it is: 

PROPOSED RULE MAKING 
FEDERAL RESERVE SYSTEM 
382A CFR Ch. XV 
REG. W—CONSUMER CREDIT 
Notice of Proposed Rule Making 

Regulation W — Consumer 
Credit, issued by the Board of 
Governors of the Federal Reserve 





System pursuant to section 601 of 
the Defense Production Act of 
1950, as amended, regulates in- 
stallment credit and contains cer- 
tain provisions concerning rec- 
ords from which compliance with 
the statute and regulations by 
those subject thereto may be de- 
termined. 





* * 


HE board is considering the 
sufficiency of the provisions 
of the regulation concerning such 
records, including the desirability 
or necessity of clarifying certain 
of the provisions in question 
along the lines indicated below: 
1. By amending subparagraph 
(3) of paragraph (c) of section 6 
to read as follows: 

(3) The amount of the purchas- 
er’s down payment (i) in cash 
and (ii) in property accepted as 
trade-in, together with a state- 
ment of the monetary value as- 
signed thereto in good faith and 
such specific description as will 
permit the property to be readily 
identified; 

2. By deleting the word “and” 
| at the end of subparagraph (5) 
of paragraph (c) of section 6; 
| 


... your vehicles 


by substituting “and” for the 
period at the end of subpara- 
graph (6) of paragraph (c) of 
section 6; and by inserting 
after said subparagraph (6) the 
subparagraph 


CoMaX Brake 


following 
(7): 

(7) The date of delivery of the 
article or, in the case of an arti- 
cle listed in Group D, the date of 
completion of the agreed upon re- 
pairs, alterations, or improve- 
ments. 

3. By amending the first part 
of paragraph (a) of section 8 to 
read as follows: 

(a) Records, Reports, and In- 
spections: Every registrant shall 
keep or make such books of ac- 
count and other appropriate rec- 
ords as may be necessary to 
establish whether or not a credit 
qualifies for exemption under sec- 
tion 7, or whether or not it is 
otherwise in conformity with or 
subject to the requirements of 
this regulation. 

* . 


new 


H52-19B 


+. 

LL such books or records (in- 
“4 cluding, in addition, any state- 
(See SAYING, Page 58, Col. 5) 





os ti alsin in 
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Still More Dealers 


Dealer income from finance and insurance 


stepped up everywhere by the 


Universal C. |. T. Time Sales Training Program 


VALUE OF PFY TO DEALERS PROVED 
BY THESE TYPICAL STATEMENTS: 


“From 56% to 91%. . 
est profit programs ever offered.” 


CONSOLIDATED MOTORS COMPANY 
Meridian, Mississippi 


. one of the great- 





“From 0% to 62%... during the month, 
the time it took to sell and write up 
these contracts meant $73.60 profit an 
hour for me.”’ 


REX CANON MOTOR CO. 
Hamburg, lowa 





“We dealers have taken the loss of 
business to banks as a matter of course. 
In one month after PFY, we jumped 
new cars financed from 1 out of 9 to 6 
out of 10.” 


PULLEN MOTOR COMPANY 
Vicksburg, Mississippi 





“PFY has greatly simplified selling 
finance... from 29.7% three months 
ago we hit our present peak of 66.6%.” 
HARPER CLIFFORD LINCOLN-MERCURY CO. 
Fort Wayne, Indiana 





. PFY plan is the best time sales 
vehicle we have ever used... 
than 70% penetration.” 

CALENDAR MOTORS, INC. 
LaGrange, Illinois 


more 





“Total new and used car sales: 98. 
Total retail sales financed: 67... 
76.1% penetration!” 


TWIN COUNTY MOTOR COMPANY 
Rocky Mount, North Carolina 





“In the three months following the in- 
stallation of PFY our finance penetra- 
tion went from 40.6% to 85%... used 
cars from 58.8%, to 65.8%.”" 


ZIGLER MOTORS, INC. 
Jennings, Louisiana 


“Surely, ‘to be told is to be sold’ is a 
slogan that has materially increased 
time sales to our immediate goal of 


. 60%. ” 


MILLER MOTOR 
St. Cloud, Minnesota 





. PFY program has aided us more 
than any other program. PFY helped 
us to get a nice increase but we hope to 
bring the figures even higher.” 


GORDON ROUNTREE MOTORS 
Waco, Texas 





“Facing a very competitive bank situa- 
tion, we sold 103 new and used cars 
and wrote 59 finance deals in sixty 
days.” 


MORIARTY LINCOLN-MERCURY 
Willimantic, Connecticut 





“New car deals showed a decided in- 
crease. Used car deals up to 52.3%. We 
are confident it will continue to show a 
substantial increase.” 


NEENAH-MENASHA MOTORS, INC. 
Neenah, Wisconsin 





“Last month 81% of new cars sold on 
time... this finance income is mate- 
rially increased by the tremendous 
amount of repair work from insurance 


” 


losses and repeat business. 


ELLIOTT LINCOLN-MERCURY COMPANY 
Providence, Rhode Island 





“The PFY approach is certainly sound 
and very practical. Jumped from only 

28% to 63% with PFY.”’ 
MARTIN J. BARRY, INC. 
Baltimore, Maryland 


“, , . time sales have increased 100% 

since PFY .. . opportunity to make 
more and better sales.”’ 

TULSA NASH INC. 

Tulsa, Oklahoma 





. 91.2% of new car deliveries have 
resulted in finance deals.” 


PHILLIPS MOTORS 
Easton, Pennsylvania 





“,. . new car time sales went from 

27% to 52%. Used cars up from 65% 
to 88%.”’ 

HANK STREIT NASH CO. 

Vernon, Texas 





“Increased our total time sales despite 
a greatly reduced allotment of new 

cars.” 
NANCE MOTOR COMPANY, INC. 
Cisco, Texas 





“Time sales risen to61%... 
for 70% this month.” 


TULSA HUDSON COMPANY 
Tulsa, Oklahoma 


shooting 





“Time sales up from 22% to 71%. Our 
organization joins me in thanking you 
for this fine program.” 
PLAQUEMINE MOTOR SALES CO., INC. 
Plaquemine, Louisiana 





“Per cent of penetration increased 
from 25% to 59%... can sincerely en- 
dorse the program.” 


EVANS MOTOR COMPANY 
Bowie, Texas 


“Since PFY, time sales have increased 
from 54%, to 80% in less than 2 months.” 


VALENTINE MOTOR SALES 
Waukesha, Wisconsin 





“Everything you told me has proved 
itself... PFY is going to be a perma- 
nent fixture with us.” 
ENGLERT’S MOTOR SALES 
Schenectady, New York 





“We were told how to really sell financ- 
ing. On new cars, we run 69% time 
deals... on used cars, 85%.” 


ART NELSON 
Hinsdale, Illinois 





. results have been excellent... in- 
creased from... 25% to more than 
50%.”" 


HOWARD MOTORS INC. 
New Orleans, Louisiana 





“,.. well-planned, comprehensive pro- 


gram... profits are already increas- 
ing. . 
NORWOOD MOTOR COMPANY 
Sulphur, Oklahoma 


s” 





“Last month... 52%, an increase of 

30%; this a - ++ 77% You can 

readily see why we are enthusiastic 
about the plan.” 

POST MOTOR COMPANY 

Ruston, Louisiana 





“Three months before PFY, financed 
23.6% of 400 new and used units... 
current finance volume in excess of 

60%.” 
R. J. YOUNG MOTOR CO., INC. 
New Orleans, Louisiana 





. Last month’s reserve and insur- 
ance commission incomes were 300% 
greater than the month before... even 
though total retail sales were less.” 


HULL-DOBBS CO. 
Minneapolis, Minnesota 




















“Of 41 new cars sold, only two were 

lost to the bank. 123 used cars were 

financed .. . or 94%.” 

NORTH FLORIDA MOTOR COMPANY 
Jacksonville, Florida 





“, . . our reserve more than doubled 
the month following the PFY meeting 


, 


even though we sold less units.’ 


WILSON MOTORS, INC. 
South St. Paul, Minnesota 





“Since PFY, time sales increased 100% 


...@ very remarkable record.” 


FORSTER-RIGGS, INC. 
Tulsa, Oklahoma 
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‘Cheer PFY! 


“... skyrocketed up to 85%... froma 
measly 17%. Our salesmen sell PFY.” 


BARROW BROTHERS, INC. 
Oak Park, Illinois 





“.. . from 23% to 78% in the last two 
‘e know PFY works.” 


EICHMANN MOTOR SALES 
Downers Grove, Illinois 


months, 





“,..in the past 60 days time sales 
increased from 30% to 74%. PFY has 


” 


‘shown us the way’ to greater profits. 


PIPPIN AUTO SALES, INC. 
Keene, New Hampshire 


“Our time sales have already doubled 


in ratio to total sales. There can be 
only one answer: ‘PFY DID IT’.”’ 


MORAN MOTOR COMPANY 
Baton Rouge, Louisiana 





“77%, on new, 96% on used... shows 
what can be done by positive selling of 
a quality plan...” 

BURGER MOTORS INC. 


Rock Island, Illinois 





“Salesmen’s ‘state of mind’ is very post- 

tive and confident in selling our cus- 
tomers the complete UCIT plan.” 

NELSON MOTORS, INC. 

Oak Park, Illinois 











If you aren’t getting 
results like these 
dealers, ask your 
Universal C. I. T. 

or Canadian 
Acceptance Corporation 
representative 


how it is being done. 
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AUTOMOTIVE WASHINGTON 


House Expected to Vote 


Extension of DPA 


By William Ullman 


Washington Correspondent 


| [HE House Banking committee probably will follow the 


Senate group in voting to 
Act. Whether for one year 
'learned, but some extension 


_|expiration date. 
s| Meanwhile, there will be 


Dual Centennial in Seattle— 

L. E. Belcourt (Studebaker), Seattle, honored both Studebaker and his home city by 
displaying this huge birthday cake in his showroom. Both are marking their 100th 
anniversary this year. From left to right are George Gunn, president of Greater 
Seattle, Inc., an organization sponsoring the city's birthday; Belcourt, and William F. 
Devin, mayor of Seattle. 


much ado about the matter, 
and that will concern mainly three 
titles of the present seven-title act. 


The contentious titles are: (4) 
price and wage stabilization, (5) 
settlement of labor disputes, and 
(6) control of consumer and real 
estate credit. Every day, we are 
experiencing conditions hinging on 
their success or failure. 


For instance, whatever comes 
out of the present steel squabble 
unquestionably will bear heavily, 
one way or another, on what the 


IN ONE UNIT 


extend the Defense Production 
or two years remains to be 
is likely before June 30, the 


Senate and House finally do about 
extension of the 
legislation and 
its terms, 
During the Sen- 
ate committee 
hearings the law 
got a thorough 
going over by a 
parade of wit- 
nesses. The hot 
spots in the de- 
bate to come will 
revolve chiefly 
around personal 
business interests, not around the 
titles having to do with the direct 


William Ullman 


defense program, not the establis! 
| ment of priorities and allocation 
|the power to requisition scar< 
materials or the setting up of ma 
| chinery for government-aided ex 
| pansion of productive capacity an: 
| for stockpiling. 
* * 

| Trucking Report 

OW the cost of hauling iron ore 

was reduced by as much as 
eight cents per ton through care- 
ful use of specially designed heavy- 
duty trucks at an open-pit iron 
mine in the Adirondack Mountains 
is described in a Bureau of Mines 
report released by the Department 
of the Interior. 


The report, one of a series dis- 
cussing new practices in truck 
haulage of ore and waste studied 
by the Bureau of Mines, states 
that among the major factors 
contributing to efficient low-cost 
truck haulage are: (1) good 
trucks, correctly designed for 
heavy loads; (2) good truck 
maintenance and an efficient re- 
pair shop; (3) goed roads ade- 
quately maintained, and (4) care- 
ful, well-trained drivers. 


Heavy-duty trucks are replacing 
rail haulage in many open-cut 
mines and even in a few under- 
ground mines. The iron mine dis- 
cussed in this report transports 
ore by truck to a centrally located 
crushing plant within one of the 
open cuts. Conveyor belts move the 
ore from that plant to the concen- 


trator. 


2 7 * 


Vital Materials 


f= tungsten-molybdenum com- 
mittee of the International Ma- 
terials Conference has announced 
its recommended distribution of 
tungsten and molybdenum for the 
first six months of 1952. 

The committee estimates that the 
production of tungsten in the free 
world during the first six months 
of 1952 will be 8,200 metric tons 
metal content, and that the produc- 
tion of molybdenum will be 10,016 
metric tons metal content. 

Data recently made public shows 
that free world availabilities of 
tungsten in the second quarter will 
have increased by about 20 percent 
over the first quarter of 1952. As 
compared to the first quarter of 
1951, estimated production for the 
second quarter of 1952 has _ in- 
creased by about 80 percent. 

= *. . 


Lincoln’s Death Site 


VERYBODY knows that Presi- 

dent Lincoln was shot in Ford’s 
theater. But few historians know 
that the building which John T. 
Ford bought and converted into a 
theater was the abondoned Wash- 
ington First Baptist church. 

Ford, who had been a theatrical 
manager in both Baltimore and 
Philadelphia, saw that the presence 
of thousands of troops and a war- 
boomed civilian population as well 
would mean a bonanza for the 
theater business. The building never 
was used for a theater after the 
tragic event of Apr. 14, 1865. 


x tod ? 


Supply Maneuvers 

OGEX-52, the code name for a 

supply maneuver involving the 

support of a simulated force of 
nearly half a million men, will be 
held at Camp Pickett, Virginia, 
May 5-10, Gen. Mark W. Clark, 
chief of Army Field Forces, has 
disclosed. 

The Army Field Forces’ logisti- 
cal exercise, Gen. Clark said, will 
deal with the importance of sup- 
plying frontline troops with the 
right supplies, at the right time 
and at the right place in the 
right amounts. 

Although the army to be sup- 
plied is imaginary, the participants 
in the exercise will include more 
than 1,000 officers and 400 enlisted 
men, plus 50 trainees from the 
Women’s Army Corp. The simu- 
lated exercise presumes that an 
imaginary invasion force has land- 
ed in enemy-held territory sup- 
ported by a logistical command. In 
a situation such as this, the logisti- 
cal command would normally have 
to supply 450,000 men. 


Procurement Manual 


WASHINGTON. — Secretary of 
Commerce Sawyer has announced 
the issuance of a revised edition of 
the Government Procurement Man- 
ual which he described as “the only 
source of information in the Fed- 
eral Government covering the pro- 
curement activities of all major 
military and civilian agencies.” 
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Yes, PUCK’s personalities are famous — and so are 





























? 
© King Features Syndicate 
Can you name these famous bachelors ? 
These are singular people! Colgate Dental Cream, America’s best-selling denti- 
They’ve won fame and fortune... but never a wife! frice, 19 years in PUCK!... Camel Cigarettes, America’s 
You’ ‘it. ' ae ye best-selling cigarette, 19 years in PUCK! ... Lipton Tea, 
ee ee ee veneer America’s best-selling tea, 4 years in PUCK! 
even in history books. But did you recognize them? ; 
Did you know America’s only bachelor-president, James PUCK, The Comic Weekly, which has produced = 
® Buchanan? Bachelor-poet, Walt Whitman? Bachelor- such spectacular fashion for a score of diversified prod- 
| nature writer, Henry Thoreau? Or did you only know ucts, is a dynamo of merchandise-moving power for 
| the single seaman on the right? almost any product used by an American family. 
| He’s Popeye the mighty sailor. And he earned his 
bachelor fame ... in the comics! 
Everybody knows Popeye. Every week, more than 
20 million people follow his adventures in PUCK, the 
only national comic weekly. Along with Blondie, Jiggs, 
and the rest of PUCK’s all-star cast, he’s a famous 
ica! 
4__ame to all Amerie! THE COMIC WEEKLY 


The Only NATIONAL Comic Weekly — A Hearst Publication 


PUCK’s many advertisers! 


DETROIT PUBLIC LIBRARY 63 Vesey St., N. Y., Hearst Bldg., Chicago, 406 Hearst Bldg., San Francisco 
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Auto Market Page... 





Milwaukee Sales Up 


By John E. Hubel 
Staff Correspondent 
Milwaukee county’s best month 
for new-car sales since last October 
occurred in February when 2,227 
new autos were titled, the Wiscon- 
sin Automotive Trades Assn. re- 
ports. 
February new-car sales were 
up 9 percent over January’s total 
of 2,037, the WATA said. New- 


truck sales in the county reached 
183 in February, 22 percent under 
the 234 sold in January, 

While new-car sales were im- 
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proved for the county, the opposite 
was true for the rest of the state. 
The February total for Wisconsin, 
with the exception of Milwaukee 
county, was 5,282 units, or 7 percent 
under the January total of 5,703. 
It was the lowest state total 
new-car sales in three years. 
For the first two months of 1951, 


| Milwaukee new-car sales amounted 
ito 4,264 units, or 32% percent less 
|than the 6,311 sold in the area in 
| the first two months of 1951. New- 


truck sales were 616, or 32 percent 
under the 1951 period. 


sparkling clean. 


for | 


For Wisconsin, excluding Mil- 
waukee, new-car sales in the first 
two months of the year reached 
10,985, which was 33% percent 
under the 16,582 for the first two 
months of last year. New-truck 
sales totaled 2,234, or 18% percent 
under the 2,744 of January and 
February, 1951. 

New-car sales by makes in Feb- 
| ruary in Milwaukee county were: 


Buick, 238; Cadillac, 34; Chevrolet, | 


429; Chrysler, 78; DeSoto, 46; 
| Dodge, 136; Ford, 253; Hudson, 29; 
| Kaiser, 17; Lincoln, 11; Mercury, 


CHALK THIS UP AS FACT! The new quilted Boltaflex 


patterns are the prettiest, ruggedest, sellingest seat cover 
trimmings of this or any other year! 

Consider these sales points! This quilted Boltaflex (Bolta- 
Quilt) is custom-made for automotive use and specially built 
to take rough treatment. It won’t chip or peel, resists scuff- 
ing, staining and fading, and a damp, soapy cloth keeps it 


Your customers know the Boltaflex name. They’ve seen 
our powerful full-color national advertising in MeCALL’S, 
PARENTS’ MAGAZINE, LADIES’ HOME JOURNAL, COUNTRY 
GENTLEMAN, BETTER HOMES & GARDENS, THE SATURDAY 
EVENING POST and HOUSE BEAUTIFUL. Specify the new 
Bolta-Quilt patterns to your customers and write today for 
window streamers and displays of every kind ... Box 125. 

BOLTA, Lawrence, Massachusetts 


Branch Offices and Warehouses: New York, 45 W. 34th St.; Chicago, Space 211 American 
Furniture Mart; High Point, N. C., 513 English St.; Los Angeles, 3544 East Olympic Blvd.; 
Cleveland, Ohio, 7306 Wade Park Ave.; Miami, Fla., 121 N. East 9th St. 


1952 


64; Nash, 149; Oldsmobile, 167; 
Packard, 27; Plymouth, 257; Pon- 
tiac, 148; Studebaker, 135, and Wil- 
lys, 9. 


* * * 


Denver 
February new-car and truck sales 
showed another decrease from the 
same month of last year in Denver. 
New-car dealers sold 906 new cars 


during the month, compared to 
1,567 in the same month of last 
| year. New-truck sales were 109, 


against 209 in February, 1951. 
During the first two months of 
this year, local new-car dealers 
sold 1,607 cars, while during the 
same period of last year, they 
sold 3,085 new cars—a decrease of 
1,478. In the first two months 
of this year, 203 new trucks were 
purchased in Denver, while last 
year’s sales during the same pe- 













riod were 444 trucks for a de- 
| erease of 241 trucks. 

New-car sales by make in Denve 
during February were: Chevrolet 
| 215; Ford, 122; Plymouth, 96; Buich 


95; Oldsmobile, 57; Pontiac, 42 
| Nash, 39; Chrysler, 37; Hudson, 34 
| Mercury, 32; Studebaker, 31; De 
| Soto, 22; Cadillac, 20; Willys, 13 
Packard, 7; Kaiser, 4; Lincoln, 3 
Hillman, 2; Henry J, 1; Jaguar, 1 


and Allard, 1. 

In the new-truck field, sales by 
makes were: Chevrolet, 43; Ford 
30; International, 14; Dodge, 10; 
GMC, 8; White, 2; Studebaker, 1 
and Divco, 1. 

Sales of used cars in the Denver 
| market also continued below those 
|of this time a year ago. Prewar 
|cars continue to lead in sales with 
| the more expensive later models 
| selling more slowly, mainly due to 
Regulation W. 

New-car dealers report a good 
deal of interest being shown in 
1952 models since the Denver 
auto show and sales have been 
better than for some time, The 
outlook for business ahead is 
good. 

A goodly number of prospective 
buyers are holding off until they 
get caught up after paying income 
taxes as well as other taxes falling 
| due at this time of year. However, 
| with the shortage of cars and gov- 








ernment regulations in effect along 
|with the increasing high cost of 
| living, dealers here do not expect 
| to equal sales of last spring and 
| summer.—(Ira R. Alexander.) 
| * * * 
Pittsburgh 

New-car sales in Pittsburgh were 
up in the week ended March 22, 
the University of Pittsburgh re- 
ports, but the increase was “con- 
siderably less than seasonal.” 

The school’s index of business 
| activity for the area rose to 191.6 
for the week ended March 22, 
against 191.3 for the preceding 
week and 180.3 for the same year- 
ago period. 


* * 


St. Louis 

Receipts of new cars by dealers 
in St. Louis are working out at 
something less than 50 percent of 
last year’s shipments, reports indi- 
cate. This reduced number of 
available new cars just comfortably 
takes care of retail orders and the 
waiting period of two to four weeks 
on some of the more wanted mod- 
els, dealers say. Up to this time 
the “spring rush” has failed to ma- 
terialize. The same conditions, gen- 
erally, prevail in the used-car 
market. 

Spring demand is either de- 
layed or disappointing because, 
so far, there has been none of 
the lively or sustained buying 
that was anticipated 30 days ago. 
This does not mean that used-car 
sales have stopped, since there is 
a fairly steady market and prices 
remain approximately level. 

The general comment is to the 
effect that used-car stocks are out 
of proportion to new-car deliveries 
and it is hoped that warm weather 
will accelerate demand and used- 
| car stocks will be cleaned out. 
| Parts and service business is not 
|up to the level usually enjoyed at 
this season due to the late spring 
and delav in the usual tourist busi- 
ness.—(Sam X. Hurst.) 

7 * - 


Columbus, O. 


Very little change was noted in 
|the new-car market in Franklin 
| county (Columbus), O.. in the first 
|15 davs of March as 611 new cars 
were titled, against 633 in the first 
| 15 davs of February. 

| New-truck sales in the first half 
|}of March numbered 93, against 95 
in the first 15 davs of February 
|} and 65 in the first half of January. 
| New-car sales in the first half of 
| January amounted to 517 units. 
New-car sales by makes in the 
| first 15 davs of March were: Aus- 
tin, 2; Buick, 49: Cadillac, 12; 
Chevrolet, 131; Chrvsler, 13: DeSoto. 
16; Dodge, 47; Ford, 114: Henry J, 
1: Hudson, 8: Kaiser, 2; Lincoln, 
2: Mercury, 16; Morris, 1: Nash, 8; 
Oldsmobile. 32: Packard. 15: Plvm- 
outh, 84: Pontiac, 32; Studebaker, 
20. and Willys, 5. 

New-truck sales in the same pe- 
riod were: Chevrolet. 28: Dodge, 
14; Federal, 1: Ford, 21: GMC, 14: 
Tnternational. 9: Nash. 1: Reo. 2: 
| Studebaker, 1, and White, 2.—(Bert 
| D. Strang.) 








+ * ® 


| Winfield, Kans. 


Demand for new cars of all 
makes is down considerablv as com- 
(Continued on Page 57, Col. 1) 
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HILLMAN 772ino-c 


THE NEW DELUXE CONVERTIBLE MARK V 





Don’t let a great business opportunity slip away 
from you because you think that everybody enjoys 
driving a big, heavy, super-something car. If the 
Hillman franchise ¥ in your locality is still open, 
get aboard. There’s a good profit for you in satis- 
fying the public’s excitement about Hillman Minx 
economy ... its sprightly performance .. . its safe, 


pocket. 


it sells like sixty | sound construction . . . and ite ability to park in a 


ROOTES MOTORS, INC. ROOTES MOTORS <1... LIMITED 
27-11 BRIDGE PLAZA NORTH 2019 EGLINTON AVENUE EAST 
LONG ISLAND CITY 1, N. Y. SCARBORO JUNCTION, P. O. 
403 NORTH FOOTHILL ROAD 1736 EAST HASTINGS STREET 
BEVERLY HILLS, CALIF. VANCOUVER, B. C. 


The Rootes franchise, if you can qualify, could include the most complete line of British 
cars available in North America, i.e. the HILLMAN MINX Sedan, Convertible and Estate 
Car . . . the HUMBER HAWK Sedan, the SUNBEAM-TALBOT Sports Sedan and Con- 
vertible, the ROVER Sedan and LAND ROVER. (The 4-wheel drive—go anywhere—do 
anything vehicle.) 
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Applegate Parts Customer Party at Flint— 


Wholesale parts customers of the Applegate Chevrolet Co., Flint, were guests of 
the company at a party last month. The dealership reported that. 1,100 guests attended 
the affair. The Applegate firm gives such parties periodically to show appreciation to 
the fleet owners, independent garagemen and others who purchase parts through the 


wholesale parts department. Prizes were given away. 





Lakey Chief Sees 
Good Quarter 


J. O. Ostergren, president of 
Lakey Foundry, told stockholders 
that, subject to unforeseen changes 
in production schedules, sales and 
earnings in the current quarter 
ending Apr. 30 should be satisfac- 
tory. Demand for castings was at a 





good level in February, and March 
schedules also are satisfactory, he 
said. 

His statement was in a letter to 
stockholders accompanying checks 
covering a regular quarter divi- 
dend of 15 cents and an extra divi- 
dend of five cents. 


Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 





On the Financial Front... . 





Shorts Lighten Total 
In All Car Stocks 


8,298 from 9,870. Goodrich’s short | 


By George Deery 
Associate Editor 
HE short position in the stocks 
of every car maker showed a 


decline in the month ended March | 


14, according to a compilation by 
the New York stock exchange. 
While following the general 
trend among all stocks, such uni- 
formity in action is outstanding. 
The Chrysler total dropped to 
29,238 from 34,456; General Mo- 
tors to 60,770 from 69,545, and 
Hudson to 11,113 from 11,701. 

The new figure for Nash is 5,510, 
compared with 5,735; Packard, 5,700, 
against 5,927. Studebaker aggregate 
was 56,778, compared to 69,688 
shares earmarked for the bears in 
mid-February. 

* * * 
HREE of the rubber firms ap- 
pear in the Big Board’s statis- 
tics, with Goodyear being the only 
one to show a thinner total—to 





total increased to 10,820 from 10,- 





655, while U. S. Rubber had 7,658, | 


compared with 7,113 Feb. 15. 

The bears boosted their stake 
in Pure Oil to 7,518 from 6,193; 
to 7,020 from 5,524 in Sinclair, 
and the Texas sum was raised to 
5,793, whereas last month it was 
3,055. 

Substantial drops were registered 
by Standard Oil (N. J.)—11,962, 
which compares with 16,296—while 
Socony-Vacuum declined to 5,550 
from 6,815. Gar Wood was another 
to show a reduced short side, to 
11,100 from 13,700. 

* * * 

HE overall total for the short 

position plunged 300,356 shares 
from the February compilation to 
2,178,075. 

This is the biggest scurrying 
to cover by the bears since the 
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d and built 


break in the market at the start 
of the Korean war. 


It is now at the lowest level sinc 
December, 1950, when the short sid 
totaled 2,139,187 shares. Once sin 
then has there been such a shar 
drop. That was in the July repor 
of that year when the total plum 
meted 612,920 shares. 


* ® * 


White Sales Hit 
Alltime Peak of 
$150 Million in 751 


Consolidated net sales of White 
Motor and subsidiaries in the year 
ended Dec. 31, were $150,010,545, 
highest in the company’s history 
and 46 percent greater than sales 
of $102,652,328 in 1950, Robert F. 
Black, president, said. 


Despite an increase of $2,650,000 
in provisions for federal and Cana- 
dian income and excess profits 
taxes, consolidated net earnings 
rose from $4,222,414 in 1950 to $4,- 
340,361 in 1951. The 1951 earnings 
were equal to $5.83 a share, com- 
pared with $6.14 a share in 1950. 
Income tax provisions in 1951 were 
$7,300,000 as against $4,650,000 the 
year before. 


Unit sales of trucks and buses 
were 21 percent higher than in 
1950, and approximately 50 percent 
of the increase was accounted for 
by deliveries to government agen- 
cies, Black said. Dollar volume in 
sales of trucks and buses increased 
40 percent over 1950, with govern- 
ment business accounting for slight- 
ly less than one-third of the in- 
crease. 


Dollar volume in sales of parts 
and service rose 58 percent above 
the 1950 level, with government 
sales contributing about half of the 
increase. 


Mack Sets Net 
At $2,347,152 for 


Year; Sales Soar 


Net sales for the year 1951 ag- 
gregated $149,755,946 and net in- 
come from operations amounted to 
$2,347,152, after federal and Cana- 
dian income taxes, Mack Trucks 
and its subsidiary companies’ re- 
port for 1951 discloses. 


In addition to this net income 
from operations, there is a special 
credit to income of $1,367,070 repre- 
senting profit from sale of Long 
Island City factory after federal 
income tax thereon. Net sales were 
the highest in the history of the 
company. 

The net income from operations 
equals $1.57 a share after provision 
for federal and Canadian income 
taxes as compared with 93 cents a 
share in 1950. 





' 





These EXCLUSIVE Eaton features are the 
reason why: planetary gearing distributes 
pressure and wear over a number of small 
gears, resulting in lower unit stress; forced- 
feed oiling system provides positive lubrica- 
tion to all moving axle parts at even slowest 
vehicle speeds; extra heavy construction 
eliminates the possibility of distortion or mis- 
alignment under excessive loads. These three 
features add up to longer parts life, outstand- 
ing dependability, minimum time in the shop 
and low maintenance cost. Let your dealer 
explain how Eaton 2-Speeds will help your 
trucks haul more, faster, longer, at lower 
over-all cost. 


Mack’s 1951 sales figures com- 
pare with $123,362,805 net sales for 
1950, and net income from opera- 
tions for the same year of $1,387,687 
after federal and Canadian income 
taxes. 

* 


ao Profit 


Slips in Year 


Houdaille-Hershey has reported 
its 1951 sales reached a new peak 
of $70,450,182, up 11 percent from 
the 1950 figure of $63,366,201. Net 
profit before taxes was $8,358,656, 
against $6,301,131 in 1950, up 36 per- 4 
cent. Provision for taxes increased 
95 percent to $5,880,000, or $7.49 a 
share, vs. $3,023,000, or $3.85 a 
share in 1950. Net earnings were 
$2,478,656, or $2.61 a share, vs. $3,- 
278,131, or $3.63 a share, the pre- 
vious year. Charles Getler, chair- 
man and president, said that a re- 
duction in automotive parts sales 
due to probable cutback in passen- 
ger car production this year would 
be largely offset by Houdaille- 
Hershey’s product diversification 
program. 


The report said the corporation’s 
better profit ratio was due mainly 
to improved efficiency of opera- 
tions resulting from a moderniza- 
tion program, improvements in 
product design and methods of 
manufacture, and cost reduction ef- 
fected by the use of new equip- 
ment. 





Axle Division 


EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 





& PRODUCTS: Sodium Cooled, Poppet, and Free Valves  Tappets « Hydraulic Valve Lifters » Valve Seat Inserts « Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater-Defroster Units « Snap Rings 
Springtites e Spring Washers » Cold Drawn Steel « Stampings « Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 
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HEN I was a kid of 14, “kick- 

ing” an old Gordon press in a 
country newspaper office, I spent 
my few leisure moments sitting on 
a pile of “patent insides” reading 
what Chris Johnson, our editor and 
postmaster, called “our Bible”... 
Printers Ink. 

It was a little book then, but full 
of old-fashioned common _ sense, 
most prophetic of the future re- 
sponsibilities of advertising, clearly 
foreseen by those pioneers who 
were shaping what could be the 
most powerful instrument in the 
progress of civilization .. . adver- 
tising . . . by the printed word. 

Now ... after many years, wit- 
nessing its impressive growth | 
into a multi-billion dollar busi- | 
ness, I was delighted to find that | 
the present publisher of Printers 
Ink still has an old-fashioned 
conscience. | 

In an article entitled “Thunder | 
on the Right,” he says that disbe- 
lief in advertising is growing and 
wants the leaders of the business to 
do something about it. He quotes 
comment from leaders in American | 
thought who say, in substance... 
“Yes ... advertising is a necessary | 
economic force... but... why} 
not increase its power by saaeatties! 
it honest.” 

Finally, the publisher, Mr. Seem | 
bee, asks that someone suggest a) 
remedy. 





* * * 


More Education Needed 


F COURSE, I wouldn’t recom- | 

mend anything so drastic as the | 
noose or the electric chair for the | 
head of a corporation who knows | 
little about advertising, but keeps 
his eye on the sales volume of his | 
competitors and thinks he wants | 
to copy their technique .. . nor| 
would I pass sentence upon the | 
poor copy writer who merely wants | 
to please the man who pays the) 
bills even though the poor 
boys brain may be just a wee bit | 
on the “sophomoronic” side, But I | 
could suggest to the experienced | 
heads of the agency that a little | 
more EDUCATION of clients and | 
copy writers might be helpful. 


However, I couldn’t help being 
reminded of the time when Presi- | 
dent Grant concluded that, there 
being no law in Indian territory, | 
and Judge Story, of the U. S. Dis-| 
trict Court of western Arkansas, | 
being a crook, sent young Isaac C. | 
Parker (height, 6 feet, 3... weight | 
230 pounds) out to Fort Smith to | 
see what he could do about it. 


That lad was born in Vinegar | 
Valley, near Barnesville, O., and | 
was educated by his Methodist | 
mother, who taught him that wrong | 
doing must be punished. He opened | 
court on May 10, 1875, with a pon- | 
derous stiff backed book, held to- 
gether with a fancy, brass clasp, 
on his desk, the Bible his oe | 
had given him as he bid her good- | 
bye at the stile. 

Isaac Parker tried 13,490 cases; 
344 cases punishable by death; | 
172 sentenced to be hanged; 88 | 
actually hanged on a gallows | 
which was fully equipped with six | 
nooses. 

Thus, respect for law and decency | 
was firmly established in Indian | 
territory. 

Advertising is of the primal urge | 
of all life ... call it self-expres- | 
sion, What difference if its the | 
friendly lilt in a telephone opera- | 
tor’s voice .. . the note of sincerity | 
and service in a good business let- | 
ter... the rooster’s crow at dawn) 

. the flare of a peacock’s feathers | 

the goodwill of a customer... 
a iouble-page « ad in the Saturday 
Evening Post ... the progress of a 


pulchritudinous pigeon down Park 
Ave... . It’s all advertising. 


« * * 


| Sincerity, Not Hokus-Pokus 


Tae no magic about adver- 
tising . .. no deep psychology 
lor genius. If it’s aimed at Eve it’s 
about her. If it aims to sell lock 
nuts it’s about them. It begins 
with the product itself. It gains 
strength by customer service. When 
enough customers have been well 
served you can add to their num- 
bers by telling how and why they 
were pleased. That’s all there is to 
it, BACEPT... 
God has endowed a few men 
and women with a spirit that rings 
in their written words, but they 


must know and believe that the} 


words they are writing are so. You 
can “make” a few pretty good ad- 
vertising “experts” but the results 
will be synthetic. The reader will 
subconsciously detect it. 

You couldn’t hire a Moses to 
inscribe the best piece of copy 
ever produced, the Ten Com- 
mandments; train a Lincoln by 
mail to write the next best, the 
Gettysburg Address; ghost write 
Ike Eisenhower into that “Abi- 








Fruehauf Paint Program in Denver— 

Due to the Fruehauf paint program being carried on in Denver, the fire department 
there is willing to match its appearance against any other similar piece of equipment 
owned by any other city in the U. S. Fruehauf says that the paint program being 


carried on at the truck-trailer branches in more than 80 cities in the U. S. 


important aspect of the business. 


is on 





lene Paragraph” which flashed 
from London years ago into the 
hearts of all true Americans, 
AND stayed there while they 
were “writing in” his name on the 
ballots. 

Advertising is the most powerful 
force we know for the improvement 
of American standards of living 
and as a stimulation to human 


progress. 
Is that so?... Why? 
Because ... once a man assumes 





the obligation of living up to his 


advertising, his product must be 
constantly made better than he 
says it is or he will eventually fail, 
while his early success inspires 
others to improve upon what he 
has done. 

True to her sex, Eve is good... 
or Eve is bad—no border line. 

So with advertising ... If it’s 
truly smart ... really clever... 
it’s 100 percent honest. That’s no 





copy book homily .. . nothing to do 
with morals .. . It’s sharp. 


Henry M. Leland, master of man- 
ufacturing accuracy, built the first 
Cadillac after he had passed the 
age of 60. Asked the secret of 
Cadillac prestige, he replied: 

“Every young man reaches a 
point in his career when he must 
choose one of two courses. If he 
chooses to be foxy and clever, al- 
ways trying to outsmart the other 
fellow, he will meet with a lot of 
competition. If, in these days of 
many smart alecks he chooses to be 
just plain old fashioned honest, he 
will be so unique that he cannot 


fail to succeed.” 


LM Starts Jet Plant 

DETROIT. — Ground-breaking 
ceremonies to mark the start of 
construction on the U. S. Navy’s 
new aircraft gas turbine plant near 
Romulus, Mich., which Lincoln- 
Mercury will operate, were held 
last week with several top-ranking 
Navy officers in attendance. Short 
talks were given by Admirals Fran- 
cis P. Old and Paul E. Pihl and 
by Henry Ford II. 








STAINLESS STEEL WHEEL COVERS 
ARE AGAIN AVAILABLE! 





NO OTHER WHEEL COVER CAN MATCH 


THIS NEW LYON MASTERPIECE FOR 
LOOKS, CONSTRUCTION OR LOW PRICE! 





Enough stainless steel has been made available 


to allow production to be resumed on this 


market-tested 


wheel accessory. 


This is 


your 


chance to sell a beautiful stainless wheel cover 


at a mass market price. Featuring the patented 


Lyon method of attachment to the wheel rim, 


it is truly a quality product that will retain its 


beauty for years. Order from your jobber for 


immediate delivery. 


] 


$17.45 LIST e WEST OF THE ROCKIES 


LIST 
PRICE 


LYON 


95 


SET OF FOUR 


INCORPORATED 


13881 W. CHICAGO BOULEVARD - 


DETROIT 28, MICHIGAN 


INCREASE YOUR PROFITS! 
START CASHING IN ON THIS 
FAST MOVING ITEM IMMEDIATELY. 


QUICK TURNOVER—ONE 


TYPE—ONE SIZE 


fits all 15” wheels. Low Inventory Investment 
—Minimum space requirements. 


BIG VOLUME—Rapidly increasing demand for 


QUALITY wheel covers 


at a POPULAR 


PRICE insures steady sales volume. 


FULL PROFIT— Maximum discounts coupled with 
worthwhile volume and rapid turnover can 


mean more profits for you. 








IT’S A 
NATURAL! 


Ua ater rea toe 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker 


Attorney at Law 





| ble, the higher court explained that | 
|an employer is not liable for negli- | 


ECENTLY a higher court held gence of an automobile driver who} 


that if the driver of a motor 
vehicle deviates from a short route 
to his destination, and an accident 
occurs, the automobile dealer is not 
liable because the employe acts 
“outside the scope of his regular 
employment.” 

For example, in Fitzgerald v. 
Wood, 238 S. W. (2d) 103, testi- 
mony showed facts as follows: 
One night at 9 p. m., a telephone 
call was received for an automo- 
bile. The manager authorized one 
Tierce, a regular employe, to an- 
swer the call. Instead of taking a 
reasonably direct route the driver 
started off to get some barbecue 
sandwiches for himself. While 
enroute a serious accident oc- 
curred when the vehicle collided 
with another automobile serious- 
ly injuring its driver named Fitz- 
gerald, who sued Tierce’s employ- 
er for heavy damages. 

In holding the employer not lia- 





deviates from a short route unless | 
there is some fact or circumstance 
indicating a benefit to the employer 
by taking a longer route. 
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On the other hand, the courts Studebaker Honors Buffalo Dealers— 


hold that if the facts indicate that | 
the deviation enables the employe | 
to arrive earlier or remain longer 
at his work, or to shorten the time 
of his absence for meals, or any 
other special benefit to the employ- 
er, then the court or jury may de- 
cide it to be within the scope of 
the employe’s employment, to devi- 
ate from the short route with the 
result that the employer is liable 
for injuries caused by the driver. 
+ + + 


Courts Consistent 


i ge higher courts consistently 
hold that while an automobile 
dealer is liable for negligent in- 
juries caused by his employe, the 
employe himself is personally lia- 





|not be the owner of the motor ve- 
|hicle, if he operates it in a care- 
|less manner and effects an injury 


Also, in another case (217 N. Y. 
S. 261), the testimony showed that 
the driver of a motor vehicle neg- 
ligently collided with an automo- 
bile seriously injuring its occu- 
pants. This driver was held lia- 
ble in a large sum of money for 
the injuries he effected. 

The higher court latest decision 
involving liability of a driver is 
Reinmueller v. Chicago, 95 N. E. 
(2d) 120. Here the higher court 


Four Studebaker dealers and a 30-year serviceman were honored in Buffalo by| held a negligent driver liable in 


Tonawanda; A. Rogers, Kenmore; Adam F. 


Smith, president of Adam F. Smith, Inc., 


Buffalo; Albert Brass, service manager for W. A. Kelver, East Aurora (30-year service 
pin); George F. Munn, Woodlawn; William J. Frisch, and F. L. Strong, district manager. 


In the back row: Ervin C. Broecker, Ralph 


A. Young, Saul Isenberg, William Kelver, 


James Walker, Harmon Houseknecht and Bob Axelrod. 








able to the injured person. This is 
important law because if automo- 
bile dealers’ employes are informed 
of their personal responsibilities 
for injuries caused by their negli- 
gent driving, there is no question 
but that the knowledge thus im- 
parted will induce them to use a 





higher degree of care to prevent 
accidents. 

For example, in a leading case 
(218 N. Y. S. 536) the testimony 
proved that a driver negligently in- 
jured a pedestrian who sued the 
driver personally for damages. This 
court held that any driver is liable 
in damages, even though he may 








_—_ 


| Studebaker. At the presentation are, left to right (front row), E. J. Cremins, regional | $22,500 damages, and said: 
| manager, who presented awards; Ervin Wolf, president of Wolf Motor Sales Corp., 


“The injuries here were undis- 
puted; they were of such nature 
as to leave no room for dispute. 
This 68-year-old woman’s leg was 
severed, the bone was crushed and 
there was nothing left of the soft 
part except the enveloping skin... 
Defendant Schrubbe (driver) testi- 
fied that he did not at any time see 
the woman prior to the accident.” 

Also, this court held that a jury 
may award unusually heavy dam- 
ages because of decreased value of 
the American dollar. In this re- 
spect the higher court said: “The 
jury were entitled to consider the 
pain and suffering undergone, the 
disfigurement and mutilation, as 
| well as the decreased purchasing 
| power of the American dollar.” 
| * *- * 





Conflicting Testimony 


| (*.ONSIDERABLE discussion has 
| arisen from time to time over 
| the legal question: “If there is con- 
| flicting testimony or doubt that an 
| automobile was being operated neg- 
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There’s a big difference between 


polly 
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anda 





pollywog 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! 





Other products sold under the “‘ Ethyl’’ trade-mark: salt cake. 


x 
COMPOUND 


— ETHYL. 
CORPORATION 






TRADE-MARK 


Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 
and one using “Ethyl” gasoline. When you set 
the timing to take full advantage of **Ethyl”’ 
gasoline’s higher antiknock quality, your cus- 
tomer gets ‘““Ethy]” performance—more power, 
quicker starting, more mileage. And you get 


happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


..ethylene dichloride...sodium (metallic)...chiorine (liquid)...0il soluble dye... benzene hexachloride (technical) 


|ligently, who has the final deci- 
| sion?” 

The answer is: The jury must 
decide the issue in accordance 
with instructions given by the 
judge of the court, and the high- 
er court usually approves the 
verdict. 

For example, in Gette v. Caro- 
lina, 43 S. E. (2d) 472, it was 
shown that a company’s motor 
truck collided with another ve- 
hicle seriously injurying its driver 
named Gette, who sued the com- 
pany for damages. There was con- 
siderable conflicting testimony pre- 
sented to the jury. The judge of the 
lower court instructed the jury, as 
follows: “I charge you that... you 
must be satisfied by the greater 
amount of the truth that this par- 
ticular truck was operated negli- 
gently and caused the injury .. .” 

The jury decided from the testi- 
mony that the company was liable 
for several thousand dollars dam- 
ages. The company appealed to the 
higher court which, however, ap- 
proved the verdict, and said: 

“There was ample _ testimony 
from which a reasonable inference 
could be drawn that a truck be- 
longing to the appallant (company) 
and operated by one of its agents in 
the course of its business was neg- 
ligently and carelessly operated re- 
sulting in the injuries to the re- 
spondent (Gette).” 


* * * 


Mo. Court Declines 
To Act on Strike Ban 


JEFFERSON CITY, Mo. — Mis- 
|souri’s law prohibiting strikes in 
| public utilities is constitutional in- 
sofar as it has yet been tested, un- 
der an opinion handed down by 
the state supreme court. 

The high state tribunal upheld 
| the validity of the mediation, con- 
| ciliation and arbitration provisions 


of the law. 

While the court declined to rule 
on the strike, seizure and penalty 
provisions, these provisions remain 
unconstitutional until tested in 
court. Missouri Attorney-General J. 
E. Taylor ruled last spring that the 
|law, known as the King-Thompson 
jact, was unconstitutional. 


ADVERTISEMENT 











| When troubles hang around 
like a wolf at the door 
—give them_the boot with 





i] 














—— ‘3 





9 





" 








New Orleans Trade Also Bewails Lack of Model Variety . . . 
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Dealers Seek Buyer ‘Decontrol’ 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—The best ex- 
jlanation for the present automo- 
jile business conditions here was 
xpressed by a dealer when he 
said: “I see where the government 
will allocate more steel to the auto- 


mobile industry, but they didn’t say | 


anything about releasing more cus- 
tomers.” 

And that about paints the pic- 
ture as far as the automobile 
dealer here is concerned. While 
it is true there is a car shortage, 
there is also a shortage of buyers. 
The car shortage carries with it 


as many cars if Regulation W was 
abolished. They contend that there 
are too many government restric- 
tions killing business 

Due to the scarcity of cars, a 
number of dealers have already 
curtailed overhead, and two dealers 
have reduced the salesmen’s com- 
mission. 


Other dealers are getting back in 


the used-car business; that is, buy- | 


|ing cars at the curb, and combing 
|the surrounding area for saleable 
merchandise. 


As a whole, the dealers report- 
| ed they are making better deals 
and are getting the full gross on 


on cars in an attempt to get a 
better profit in the face of pro- 
duction curtailment. 

The service and parts business 
continues to boom. All dealers, 
with only a few exceptions, report 
record-breaking business in this de- 
partment. 


A check of the independent part 
jobbers revealed that business is on 
an upward trend. As one jobber 
pointed out: “With more cars on 
the road, and with ’46, ’47 and °48 
|}cars now needing’ replacement 
| parts and accessories, our business 

is getting better.” 


Used-car prices remain firm, but 


a lack of assorted models, which | 


| 
| 


| 
The 1912 Rambler Country Club— 


In digging out historical material for promotion of its 50th anniversary year, Nash 
Motors discovered that this ‘Rambler Country Club" had been offered in 1912, painted 
|a glowing “English purple,"’ and costing $2,250. The 1912 catalog described the car 
as a “whirlwind for power and moderate price, conspicuous among high-class cars at 
exclusive country clubs."’ Another model the same year was called the Rambler 
| Suburban, a name now used for a Nash Rambler station wagon model. 


} - 
| 











forces the salesman to sell the cus- | 


tomer the model in stock. 
“It’s bad enough that customers 


each new car sold. A few dealers | business has been very spotty, deal- | Wondering how new-car 


are also putting more accessories ‘ers said. 


and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story every week throughout the year. 





are scarce,” one dealer said, “but | 


when you have to sell one model 
over another, that is something.” 

All dealers agree that the desire 
of the customer to buy is not pres- 
ent. Floor traffic has been scant, 
according to dealers. 

A few dealers believe that as 
soon as the public acquaints 
itself with the high prices, and 
realizes the fact that prices will 
remain high, they will show some 
inclination to buy. 


On the other hand, others say, | 
more than half the prospects con- | 
tacted are unable to meet the | 
and some of | 


monthly payments, 
them can’t make the down pay- 
ment. 
giving an overallowance in an at- 
tempt to secure the one-third down 
pavment, it was reported. 

Dealers say they could sell twice 





Mass. Studying 
Results of Tinted 
Windshield Tests 


BOSTON.—Rudolph F. King, 
registrar of motor vehicles, said 
that recent tests made in Florida 
on tinted automobile windshields 
are expected to give engineers suf- 
ficient data for a final decision in 





A number of dealers are | 


Edihtot Ula -YOWRE ON 


_ THE ROAD TO BETTER 
POWER BRAKING! 


There's no need to be puzzled about the question of efficient 
power braking for any commercial vehicle. Where the 
preference is for a hydraulic system, Hydrovac, with over 
two and a half million installations, has proven itself the 
undisputed leader in its field. And for vehicles where air 














Massachusetts on their safety and 
practicability. | 
Subject of the tests was a type| 
of tinted windshield, especially near | 
the top, which is said to absorb 
heat from the sun and ease eye| 
fatigue during long driving. 
Massachusetts, King said, has| 
not permitted use of the glass since | 
some lighting engineers had fore- | 
cast that it would prove hazardous 
in night driving and cut off as| 
much as 70 percent of the light. 

In the Florida tests, attended by| 
King and his assistant, Alfred W. | 
DeVine, autos were driven along a} 
bomber landing strip, while occu-| 
pants of the car recorded at what! 
moment they could see signs. 

Other tests were held to de- 
termine visibility through the spe-| 
cial glass when the driver was} 
sighting objects not on the same| 
level as his car. 


Fill 'Er Up! 
Use of Gasoline Seen 


Climbing Steadily 

CHICAGO. — Gasoline consump-| 
tion has more than doubled in the | 
last 15 years. It went up 8.4 per-| 
cent last year, and it is estimated | 
that it will rise about 5 percent | 
this year and then average about | 
3 percent per year for the next| 
several years, barring allout war. | 

This history and projection of 
gasoline usage featured an address | 
before the Illinois Petroleum Mar- 
keters Assn. here by Dwight F. 
Benton, sales vice-president for 
Standard Oil Co. of Indiana. 

“We are at a very high level now 
and there is still room for growth,” 
he added. “There is room for a lot 
of competitors. 

“Competition is going to get 
tougher. Those who survive will be | 
the ones who use sound marketing | 
and business practices. There won’t 
be any room for sloppy methods.” 

Benton stressed that competition 
as it now exists calls for more at-| 
tention than ever to these three 
factors: quality, service and price. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


actuated brakes are the choice, the new Bendix Air-Pak 
air-hydraulic power braking unit is foremost in its field. 


Air-Pak, similar in design and principle to the Hydrovac, 
changes air pressure into hydraulic pressure by means of 
two direct connected pistons, thus combining all the well 
proven advantages of hydraulic brake action with an air 
brake system. 


Products of twenty-five years of practical braking experi- 
ence, these outstanding power braking systems offer 
faster, more positive and better controlled braking. And in 
both the vacuum and the air actuated units, brakes can be 
applied instantly by foot power alone—a safety factor of 
tremendous importance. Remember, regardless of size of 
vehicle or whether your preference is for vacuum or air 
actuated brakes, for the industry's finest power braking 
systems—specify Bendix* Hydrovac* or Bendix Air-Pak. 
‘PREG. U.S. PAT. OFF. 







Air-Pak 
air-hydraulic power 
brake unit 


Hydrovac 
vacuum-hydraulic 
power brake unit 


BRAKING HEADQUARTERS for the AUTOMOTIVE INDUSTRY 
BENDIX: Sivsics- SOUTH BEND 


DIVISION 
Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. ¢ Canadian Seles: Bendix- 


of Canede, Lid., Windser, Onterie, Conede 
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Collier’ makes 
things happen 


The millions who buy Collier’s every week are drawn 
and held by its vigorous, fighting journalism. And 
Collier’s haymaking punch is making hay for adver- 
tisers, too. No wonder more and more people with 
something to sell, are selling it in Collier’s, 
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Collier's 








ow far back do you have to go to prove you’re growing bigger? If you 
H recently started from nothing, if you go back far enough — you can 
establish some pretty impressive figures—and it seems some folks are doing 
just that. 


But it doesn’t take a statistical stunt man to prove that Collier’s is growing 
right now. Take a look at the number of advertising pages in four major 
magazines in 1951, as compared to 1950. Here are figures that reflect 
current gains, that show where you’re going—not where you’ve been. 


Total Number of Advertising Pages 


(Weekly) 1950 1951 % Difference 
Life 3,816 4,053 46 


COLLIER’S 1,669 1,717 +3 


The Saturday 
Evening Post 








4,425 4,362 1 

















(Biweekly) 
LOOK 1,564 1,577 +1 
SOURCE: PI. B. 


How About Cost per Thousand? 


It’s easy enough to whip up staggering circulation claims—by counting hop- 
along readers. But it isn’t easy to fool the media men. 


So let’s get away from the multiplication tables. Let’s get back to ABC’s— 
the language media men talk. According to figures certified by the Audit 
Bureau of Circulations, Collier’s has the lowest cost per page per thousand 
of circulation of any of these four magazines. 


These costs are based, not on page-flippers, not on look-and-run circulation, 
but on a thriving group of more than three million Americans who buy and 
read Collier’s every week. 


Cost per B&W Page per 1,000 Circulation 


(Based on latest announced 1952 rates and Circulation Figures for the last 
six months of 1951) 


(Weekly) 
COLLIER’S $3.23 





The Saturday Evening Post 3.43 





Life 3.62 








(Biweekly) 
LOOK 3.59 





Choose your yardsticks. We'll talk gains with anybody. 


The Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N.Y. 
Publishers of Collier’s, The American Magazine, Woman’s Home Companion 











Rihware & Safety . 





Reasona ble Controls 


Called Vital Factor 


By Sam Sampson | 
Staff Writer 


"MALL-TOWN traffic engineers, 


as well as those in larger areas, 
can make a definite 
a cee aes | 
waTiowas sarery the average driv- 
couNciL's er, in the opinion 


Fee bat 


contribution 


of Lloyd A. Mae- 
der, assistant di- 
rector of the New 
York State Traf- 
fic Commission. 





Awrnd 


47, 


In an address 

AUTOMOTIVE 07,2 2nd an: 
nual convention 

CR Se eS of the Greater 


New York Safety Council, he point- 
ed out that 70 percent of all traffic 
accidents involve some kind of vio- 
lation or unsafe driving practice, 
and that the adoption of four prin- 
ciples by traffic engineers would 
reduce the number of highway ac- 
cidents and add to the efficiency of 
drivers. 





_The four steps outlined - were: 


(a) establishment of reasonable 
traffic regulations and control de- 
vices; (b) proper signing of regu- 
lations and proper installation of 
control devices; (c) adequate 
maintenance of such devices, and 
(d) full publicity of changes in 
regulations and devices. 

“To obtain the respect of drivers,” 
Maeder said, “the traffic engineer 
should limit regulations and con- 
trol devices to those warranted by 
facts, and which are reasonable. 
He should resist to the fullest ex- 
tent high-pressure tactics for un- 
reasonable and unnecessary regu- 
lations and controls. 


U nwarranted Signs 


‘'T IS an accepted fact that un- 
warranted signals and stop signs 
breed contempt,” he declared. “Non- 
compliance follows, with the result 
that accidents occur at another 
location where compliance is abso- 
lutely necessary.’ 

Maeder declared that the 20- 
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Pennsylvania Honors Dealer Safety Committee— 

More than 60 members serving on the safety committee of the Pennsylvania Automotive Assn. heard state officials laud new- 
car dealers for their efforts in traffic safety. At the one-day session, driver education, pedestrian safety and motor vehicle 
inspection was discussed and reviewed by the committee. C. A. Snyder, Butler, is chairman of the safety group. 








miles-per-hour speed limit in 
some cities and villages is un- 
reasonable. Where such low lim- 
its are necessary by reason of 
heavy traffic and pedestrian 
movements, the conditions them- 
selves cause the reduction in 
speed, and not regulations. 

“A reduction in a driver’s per- 
ception and reaction time can be | 
accomplished by the erection of | 








adequate signs sufficiently in ad- 
vance of the condition ahead,” he 
said, “and a traffic engineer is able 
to improve this driver by erection 
of signs conforming to uniform 
standards.” 

+ * * 


Maintenance Vital 


N THE same manner, he added, 
the traffic engineer may also help 











D. Howard Doane, St. Louis, Missouri, has 


worked out a new method of producing 


eo 


And the farm homemaker, 


Filet mignon for millions... 


like her businessman 
husband, is continually alert to improvement. . . 


using low-cost grass and pasture instead of high- 
cost corn, with outdoor housing replacing expensive 
barns, and self-feeding saving labor costs. The 
result promises to give the U. S. consumer more 
steak, at reasonable prices! 


In cooperation with SuccEssFUL FARMING, 


the Doane Grassland Farms this Spring will hold 
. Show steers, amplify details. And 
SUCCESSFUL FARMING presents the revolutionary 


open house . . 


Doane method with 26 case history pictures of steak 
on the hoof in a recent issue... of interest to 
advertisers as an illuminating instance of better 


farm business making better markets! 






Farming is business... moving 
constantly forward, utilizing the 
atest research findings, developing 
new techniques and methods for 
getting more steak per steer, more 
eggs per chicken, more milk per 
cow, higher production at lower cost. 


rebuilds or redecorates the farm home, adds new 
furniture, furnishings, and decorations...is today’s 


best prospect for quality merchandise. 


Best class market... is the SuCCEssFUL FARMING 
audience of 1,200,000 families, with nearly a million 
on the nation’s best farms in the fifteen agricultural 


Heart states, with the best brains, 


top investment 


in livestock, land, crops, buildings 
and machinery, the highest yields 
The average SF 


subscriber’s earnings are easily 


and incomes. 


50% above the US farm average. 

Advertising in general media 
misses much of the best market, 
needs SuGCEssFUL FARMING for its 
deep penetration, high readership, wide 
influence ...to balance any national advertising “ 
schedule. You’re not getting maximum automotive 
and medium. For 
full facts, call the nearest SF office. 


sales if you overlook this market 


MEREDITH PUBLISHING ComPpANy, Des Moines... 
New York, Chicago, Cleveland, Detroit, Atlanta, 
Los Angeles, San Francisco. 





this situation by removing non- 
standard and unnecessary signs. 
Such signs detract from the effec- 
tiveness of necessary signs, he 
pointed out. 


“The good or bad appearance 
of control devices is undoubtedly 
a large factor in the driver’s 
opinion regarding the necessity 
for the regulation,” Maeder con- 
tinued. “All signs and traffic sig- 
nals should be maintained in 
good condition, cleaned as often 
as necessary, and repainted or 
re-lamped in order to pay good 
dividends in reducing accidents 
and improving driver attitudes.” 


Finally, Maeder pointed out that 
drivers cannot be expected to com- 
ply with regulations unless they 
are properly informed of their ex- 
istence. New regulations or changes 
should be made known to the pub- 
lic through every media before they 
become effective. This, he stated, 
is also the traffic engineer’s job. 

* * ~ 


Service Building 


Plan Offered by 
Cappel, M’Donald 


To implement the annual nation- 
| wide “Check Your Car—Check Ac- 
| cidents” campaign during May, an 
{incentive program for automobile 
|dealers has been announced by 
a MacDonald and Co., Day- 
| ton, 

The company said that a number 
|of auto manufacturers are partici- 
pating in the event, which provides 
dealers with an effective internal 
project for bringing in more cars 
for safety checks. The Cappel, Mac- 
Donald program is called the “Dou- 
| ble Check” campaign. 
| Primarily, the program is an 
| employe-award plan, the firm said, 
offering a variety of prizes for 
workers scoring the highest num- 
ber of earned points. Explanatory 
kits for dealers and service man- 
agers have been prepared by the 
company, complete with an illus- 
trated catalog of prizes. 

For each safety check form 
turned in by a car owner, the com- 
pany said, the employe making the 
contact will receive a_ specified 
number of points to be credited 
toward merchandise awards. 


Participating dealers will receive 
a complete “package plan” from 
the factory , it was announced, 
which includes a plan guide, prize 
catalogs, point lists, order forms, 
and “free safety check” forms. 
Employes and members of their 
families will be urged to distribute 
these forms to car owners, and 
invite them to come in for a safety 
check-up. 


Auto Carriers Set 
Safety Record 


Automobile transport drivers 
again scored the best safety record 
of any segment of the trucking 
industry, according to 1951 figures 
|issued by the National Safety 
Council. 

Transport drivers set a record 0” 
1.34 accidents per 100,000 vehicl 
miles traveled, it was reported 
Richard E. Beiser, general manager 
of the National Automobile Trans- 
porters Assn., said that the low 
accident rate was accomplished de- 
spite the fact that transport trucks 
traveled more than 550,000,000 miles 
last year. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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You see 
more and more new designs 
for automotive equipment. Axles 
are a good example... if 
you want an axle to fit a new or 
special vehicle, come to Clark. 
You find the essential basis of 
broad automotive experience 
that teaches when to stick to 


the old ways and when to 





dare the new. You'll find it good 


business to work with Clark 











SEE 
NEXT PAGE 
FOR MORE ABOUT 
CLARK PRODUCTS 





CLARK EQUIPMENT COMPANY, Buchanan, Michigan 


Other Plants: BATTLE CREEK, JACKSON, MICHIGAN 


i Te &, _ 


Tn « £4 a 


neat aa a ETT TE 5059 ETRE NOES eR apg 
You get more out of your Clark fork-lift 
trucks when you use CLARK attach- 
ments. You get literally many machines 
ae 


in one— machines of vastly broadened 
usefulness that will do more things; and 
you get it at a cost that is quickly and 


painlessly absorbed. 

| N As an easy move toward getting More 
for Your Money, ask the Clark dealer 
about ‘“‘attachments’’—he’s listed in the 


Yellow Pages of your Phone Directory; 


1 ! ! and send the coupon for helpful literature. 





CLARK Fork TRUCKS 


AND POWERED HAND TRUGKS - INDUSTRIAL TOWING TRACTORS 





INDUSTRIAL TRUCK DIVISION + CLARK EQUIPMENT COMPANY - BATTLE CREEK 35, MICH. . 
Please send: ©) Basic Facts D Condensed Catalog 
Nome 


Firm Name 


Street 


eS —_ 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATION 














Merchandising 


Memos to Dealers 





By Bob Finlay 














HEN dog days hit the used-car Davis Buick tells its customers: 
lots, dealers often find ideas 
for promotion in current fads. 

For instance, Broadway-Willys in 
Louisville, Ky., and its agency, | 
Zimmer-McClaskey, 
a promotion around the enthusiasm | down idea, with a little dead-pan 
for symbols of the South. |humor. He had floodlights directed 

E. J. Kachler, president of the|on an old Packard turned on its 
dealership, says the results have| back on the used-car lot. 
been good. | When asked what it was all 

The program was announced in| about, Nutt stated soberly that 
newspaper ads on a Friday and/ |when the word got around about 
supported during the week with 25 | his prices, one excited motorist 
fifteen-minute radio programs, | 
opening and closing with the play- | over his old Packard. 
ing of “Dixie.” ne 

Ads announced that the firm 
was seceding from inflation and 
offering “kinfolk prices for south- 
ern cousins.” Free Confederate 
flags were offered to all persons 
visiting the lot. 

Salesmen wore confederate caps 
and string ties. 

The firm followed through by 
posting rock-bottom prices on the 
cars. 


get far on a {rolley car.’ 


|. Clifford T. Nutt (Packard), Mon- | 


| Service Ideas 


E’VE come across some inter- 

esting service ideas recently. 
Rita Rotheim, of S. C. Swanson, 
Inc., New York, has a point on 
directing service mailing pieces to 
the women of the house. 

She is working on service-station 
promotion, but the idea could be 
adapted by auto dealers. 

A postcard she designed is 
| headed: “To:—Ladies who BROOM 
in the Spring—tTra-La.” 

In script is this message: “May 
our lads join you in your spring 
cleaning? Save money for house- 
hold needs. Avoid costly car 
repairs.” 

Then there’s a cartoon of a girl 
with a broom and a man with a 
card marked “Service.” 


* 


More on Used Cars 


MALLCOMB CHEVROLET is 

attracting attention to its used 
car lot in San Bruno, Calif., by 
running some of its used jobs up 
on ramps so that customers can 
see what is underneath. 

On a pylon sign is the message: 
“Get out and get UNDER.” The 
merchandising idea got editorial | 
mention in the San Francisco Ex- | 

| 


* . 


x 





Beside the cartoon is this copy: 
“The mop and the broom 
“Are swell fora room... 

* * * 


aminer. 


Prd i. wil 


Had iaedt444 


haa be t444dd4J 





For "Southern Cousins" — 
Current enthusiasm for symbols of the Old South provided Broadway-Willys in 


rushed in so fast that he turned | 


recently built | rovia, Calif., also used the upside- | ley, 





| N. Y., asked: 





Louisville with an idea for a used-car promotion. The firm advertised “kinfolk prices 
for Southern cousins,” 
guards against inflation. 





and posted the two lads with muskets in the picture above as|T. Flinn, P. E. Tobin and Charles 
| J. Seyffer. 
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“For your car they don’t do a 
thing. 

“So why don’t we meet 

“At our place down the street 

“And WE’LL get your car set 

for spring.” 

Miss Rotheim contends that mail- 
ing pieces directed to women must 
have “feminine eye appeal and 
logic’”—in this case, saving money. 


| She says the gals are more inter-| 
| ested than ever in where the money 
| goes. 


No comment on this, because I 


| don’t pretend to understand women, | 


|but I wish some dealer would sell 


“If the big bang comes, ya won’t | my wife on taking our car in for| 


service. 

A 

Jerry Ashley Chevrolet, Crow- | 

La., says: “When your ‘car | 
acts up— Don’t Monkey with it. 

Bring it to us.” 
* 


* * 


* + 


Wentworth Motors in Hamilton, | 
Ont., warned truckers that ore a 
busy season is coming, and said: | 
“Remember, no truck on the road, | 


no money in = bank.” 
* * | 
| 


Nickerson anette in Jamestown, | 





“Do you own a smoke machine?” | 
And then the firm told customers | 
what to do about it (you know} 
what). 


1,000 Expected 
For N.Y. Reunion 
Of Old Timers 


NEW YORK.—The Metropolitan 
Council of Automobile Old Timers, 
comprising some 1,000 pioneers of 
the auto world in this area, will 
hold its 10th annual reunion and 
luncheon in New York on Apr. 10, 
in the grand ballroom of the Hotel 
Roosevelt. 

Rudolph Halley, president of the 
city council of New York, will be 
the guest of honor and principal 
speaker. Special guests will include 
Judge Thomas F. Murphy, former 
city police commissioner, and Judge 
William Bondy, both of the U. S.| 
District Court; James R. Macduff, 
commissioner of motor vehicles of | 
New York state; William J. Dear- 
den, acting director, division of 
motor vehicles of New Jersey, and 
Charles F. Kelley, commissioner of 
motor vehicles of Connecticut. 

The luncheon will be preceded by 
a reception at which guests and 
members will be welcomed by John 
F. Creamer, president of the Metro- 
politan Council; Verne L. Murray, 
first vice-president; Fred J. Dose, 
second vice-president, and Marie A. 
Scholz, secretary. 

C. Ray Palmer, Automobile Old 
Timers’ treasurer and past presi- 
dent of the council, is honorary 
chairman of the luncheon commit- 
tee, and William Frame is chair- 
man. Other committee members in- 
clude Peter J. Kauffman, Harry H. 
Gifford jr., John E. Sattler, Harry 











quantity” of controlled materials | 
will be made available for new 
starts in industrial and commercial 
construction in the third and fourth 
quarters of 1952, DPA Administra- 
tor Manly Fleischmann said last | ; 
week. 


In making the announcement, 
Fleischmann stated: 


“DPA has just completed a study 





Buick Ups Production 
Of ’52 Convertibles 


FLINT.—Buick has increased 
convertible production for the 
first two months of this year 
to 4.6 percent of output, as com- 
pared to 2.9 percent during the 
same period in 1951, General 
Manager Ivan L, Wiles said last 
week. 

Last year, Buick produced 13,- 
120 convertibles, or nearly 10 
percent of the 140,952 total built 
by all manufacturers in the 
U. S., the company said. Con- 





| 








Dealers Help Kids— 


Lou Reneau, vice-president of the San 


Diego County Chevrolet Dealers Assn., | 
presents Edward S$. Hope, president of | 
the San Diego Society for Crippled Chil- 
dren, with a check for $2,000 to aid the 


foundation. Check represents proceeds| vertible production for all Amer- 
from the recent San Diego golf tourna-| ican manufacturers last year 
ment. This was the city's first major! amounted to 2.6 percent of total 
tournament, and it was sponsored by| output. 


Chevrolet dealers. 








DPA Diieiiiiens Materials 
For ’52 Building Starts 


WASHINGTON. — A “substantial | of the material requirements of the 
military and industrial expansion 


| substantial number of new starts 


| the third quarter. 


available for all applicants in the 


programs for the balance of the 
year. It appears that the heavy 
requirements of the industrial ex- 
pansion program will reach a peak 
in the second quarter of this year 
and will decline thereafter. 

“I hope that individuals and 
companies interested in the con- 
struction of projects will begin ac- 
tive planning work now and file 
CMP applications for materials for 
the third and fourth quarters. A 


and material will be authorized for 


“Permits to commence construc- 
tion will be granted for an addi- 
tional number of projects, and if 
materials are not available for the 
third quarter, advance allotments 
for the fourth quarter will be 
granted now to assure the builders 
that the project can be carried on. 


“In the event materials are not 


third quarter, preference will be 
given to projects in areas which 
have been especially hard hit by 
the lack of defense construction 
and the curtailment of ordinary 
peacetime construction.” 


Celanese Corp. Creates 


Fellowships in Textiles 
NEW YORK.—Celanese Corp. of 
America has announced establish- 
ment of annual fellowships at four 
leading textile colleges in the coun- 
try to train technical personnel for 
careers in the man-made textile 


29 


fibers industry, it was announced 
by George Schneider, senior vice- 


president. 
“The dynamic nature of the 
chemical fibers industry demands 


a recurring supply of adequately 


trained men who can make defi- 
nite contributions to textile prog- 
ress,” Schneider said. 





its future. 


And in this sound, essential parts 
jobbing business, the NAPA Job- 
ber Franchise is an asset of proven 
value. NAPA is the largest inde- 
pendent parts organization in the 
automotive industry. Through 
warehouses in 39 key cities, NAPA 
distributes parts and supplies of 
unsurpassed quality to NAPA Job- 
bers throughout the nation. 

The parts lines distributed by 
NAPA are all produced by in- 
dependent manufacturers. These 
parts cover the requirements of 

“cars and trucks of all makes and 
ages. And they share in common 
a single standard of quality .. . 
“always equal to or surpassing the 
parts they replace.” 

The jobber who holds the NAPA 
Franchise and distributes these 
lines enjoys the full freedom of in- 
dividual ownership. But he has, 
behind every phase of his business, 
the support and counsel of a great 
national business organization. 


NATIONAL AUTOMOTIV 








Put your money and abilities to work in the 


PARTS JOBBING 


—under the NAPA Franchise 


In peace or war, the consistently profitable record of parts jobbers 
everywhere speaks for itself. The business is sound and essential. 
The tremendous and continuing growth in car registrations assures 


Suite 706, Fox Building, Detroit 1, meeeinhs 





ais Re largest Shadependend Fania Onpanization ar the Malomolive Indust! 


The NAPA Jobber also has 
these other important advantages: 
(1) NAPA Warehouse Service— 
master stocks on all NAPA lines 
within overnight shipping distance; 
(2) A uniform, written policy of 
Stock Control and Obsolescence 
Prevention; (3) Established meth- 
ods for sound management and 
operation; (4) Far-reaching sales 
and advertising programs. 


For more than 25 years, compe- 
tent jobbers have found that the 
NAPA Jobber Franchise helps 
greatly in making a given invest- 
ment of time and money pay 
greater returns. If you are inter- 
ested in a business opportunity 
which offers a high degree of sta- 
bility, security and profit potential, 
investigate carefully the parts job- 
bing business and the NAPA Job- 
ber Franchise. Desirable opportu- 
nities are open now. For full in- 
formation, write: 


E PARTS ASSOCIATION 
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Brooklyn Asks ‘W’ Repeal; || 


Schmidt Elected President 


NEW YORK. — At their annual 
meeting here last week, the Brook- 
lyn and Long Island Automobile 
Dealers Assn. passed a resolution 
condemning Regulation W and 
asked Congress to repeal its pro- 
visions. 

The dealers contended that the 
“stringent and harsh” controls 
have not accomplished the pur- 
pose for which they were de- 
signed in that credit controls are 
not factors in providing materials 
for defense nor curbing inflation. 


The following officers were elec- 
ted for the coming year: Charles 
A. Schmidt, president; Chris De 
Neergaard, first vice-president; 
John J. Hayes, second vice-presi- 
dent; Alfred Rampone, third vice- 
president; Fred Menendez, secre- 
tary. Oscar Wagenseil was 
reinstated as treasurer. 


The following men also were 
elected to replace the outgoing 
directors of the association: Wil- 
liam Amerling, Murray Levine, 
Aaron Goldstein, Herbert Charters, 


, John A. Stanton and Alfred 

| Rampone. 

| The dealers maintained that 
|Regulation W is discriminatory 
jand that although an adequate 


;}number of passenger automobiles 
}are now being manufactured, 
i“those with low incomes cannot 
purchase the transportation on to- 
day’s terms.” They urged its im- 
mediate repeal. 

New York State Sen. William S. 
Hults, in his speech to the dealers, 
declared that although the annual 
inspection measure did not pass 
the state legislature this year, he 
felt confident that many gains had 
been made in the direction of com- 
pulsory inspection. 

Hults, an automobile dealer 
himself, agreed with most of the 
legislators that inspection sys- 
tems should be owned and oper- 
ated by the state. 

The issue has been the bone of 
contention between the main 
groups in Albany fighting for com- 


F. | 


New ‘Trailblazer’ Club Members— 


Dale M. Vredenburg (second from left), Trailmobile manager of the north-central 
sales division, brought four salesmen to a recent meeting in Cincinnati. From left to 
right are Earl T. Gray; Vredenburg; A. B. Stanley, assistant branch manager, Milwau- 


kee; V. U. Olive, and James P. Nichols. 








stations should be operated by li- 
censed dealers or the state. 


Hults also told the dealers that 
although the bill, which would put 
certain restrictions upon the manu- 
facturer in his method of operation 
within the state, did not get out of 
committee, he felt confident it 
would become a law in the next 
session. He said such a bill would 


| 





his contacts with the factory.” 

A. J. White, regional director of 
the WSB, spoke to the dealers on 
wage stabilization, its merits, oper- 
ation and enforcement procedures. 


Charles Collison, of Stokes Tax 
Service, gave the dealers advice on 
“how to have money in these days 
of rising taxes” and F. R. Sanborne, 
general counsel of the association, 





21 N.Y. Dealers 
‘Unite to Donate 


‘Training Car 


NEW YORK.—For the first time 
| here, a group of 21 auto dealers of 
|all makes presented a car to the 
city board of education of New 
| York for use in the new driver 
| training program. 
| The car was presented by the 
| Richmond County Automobile Deal- 
ers Assn, and will be used at the 
McKee vocational and _ technical 
| high school. Nelson K. Mintz, a 
Staten Island dealer and president 
of the Automobile Merchants Assn. 
of New York, spoke at the presen- 
tation ceremonies. 

Each of the 21 dealers in the as- 
sociation contributed $75 to the 
purchase of the car which cost 
about $1,600. The automobile was 
furnished by the dealer whose 
name was pulled from a hat. In 
this case it was J. Memoly of Me- 
moly Motors. 





Other dealers participating in 
this program were: Robert E. 
Palme, Theodore Fastenrath, Jo- 


seph Wagner, Russell M. Nelson, 
Ray Langere, David Palma, Nelson 











K. Mintz, Charles H. Wickert and 
Max Menden. 

Others listed were Louis Hosler, 
William A. Drinnan, Raymond A. 
Butler, Harry Lebovitz, Arthur 
Kahn, Stanley Matthews, Philip 
Schick, James D. Wisely, George 
Green, Walter Stucker and Thomas 
Curry. 


be a “definite boost to the dealer in | discussed union troubles. 





Charles H. Haff, Ed. T. Hoebick,! pulsory inspection and whether the 
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Brighter Outlook 
Seen for Copper 
By Third Quarter 


WASHINGTON. — While there 
are no signs of relaxation of con- 
trols on raw materials and copper 
is still short in supply, it is pre- 
dicted that the situation should 
start shaping up for the better by 
the third quarter of the year. 

And by 1955 the nation’s copper 
needs will have been met substan- 
tially with the aid of long-range 
expansion and the development 
program of the Defense Materials 
Procurements Agency, according to 
Administrator Jess Larson. The ex- 
pansion goal for copper has been 
approved by DPA. 

“The copper needs for 1955 are 
estimated at 2,270,000 short tons as 
compared with the 1,914,000 tons 
which were available for all pur- 
poses last year,” Larson said. “In 
addition to our efforts at home, we 
will continue to search the free 
world for sources of the metal at 
a reasonable price.” 

NPA, meanwhile, has told the 
advisory committee for the brass 
and bronze ingot makers that the 
supply of copper base allow ingot 
is not any greater than it has been. 
The “seemingly greater” supply is 
due to the fact that copper and 
copper base alloy scrap is moving 
to processors faster than previ- 
ously, it was explained. 

The present copper situation was 
attributed to these factors: Down- 
ward inventory adjustments, par- 
ticularly among processors unable 
to market their products; cutbacks 
in demands for copper foundry 
products by many consumers; Con- 
trolled Materials Plan is effective, 
and purchasers are buying their 
supplies only as needed; carry-over 
orders from the fourth quarter of 
last year into the first quarter of 
this year. 

NPA further pointed out that 
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RMAN BODY 


Designed for Your Customers’ 
Specific Needs! 


ALL BODIES AVAILABLE IN VARI- 
OUS SIZES WITH INTERIOR EQUIP- 
MENT TO SUIT ANY BUSINESS 


HERMAN’S unique production methods 
provide custom designing on a pro- 
duction basis. Options that cover the 
complete field are available on all 
bodies for all types of customers—the 
Butcher, the Baker, the Candlestick 
Maker... 


EM...HERMAN BUILDS ’EM... 












The HERMAN 
“FORWARD CONTROL” 


Trim, modern, with “room to spare 
interior.” Herman builds many special 
interiors for these bodies— bookmo- 
biles, display rooms, hatchery bodies, 
lunchwagons, etc. 
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The HERMAN “WALK-IN” 
for Retail Delivery 





















The easiest in and out body on the 
road. Interior walls are straight from 
front to back and top to bottom. 


The HERMAN “WHOLESALE” 
for Refrigerated Store Delivery 


And they are designed for your chassis... 


Tried and proved by countless thou- 
sands of enthusiastic users over the 
years, HERMAN bodies have earned 
top national recognition and accept- 


Complete with all equipment neces- 
sary to maintain a continuous 40° 


scrap continues to be the principal 
product temperature for store de- 


trouble in the copper picture, par- 


livery of dairy products ... meats... . | ticularly an insufficient amount for 
t i ye ; to d ith ance. HERMAN makes your job much custom smelters. However, NPA 
ere. INO engineering to do wit easier. said, once the normal supply pipe- 
customer. lines are filled, scrap automatically 


will begin to flow to smelters, 





HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


“COLDAIR “MIGHTLOADE 


Maintains a product temperature of 40°. Available Maintains a continuous product temperature of 40 

ces a package. No engineering to do with the 24 hours a day. Especially designed for dairies who 

customer. want to LOAD TODAY FOR TOMORROW. Available 
as a package. No engineering to do with the 
customer. 


~ HERMAN BODY CO. 


4430 CLAYTON AVE., SAINT LOUIS 10, MO. 


‘Morrison Story’ 


Told in Pamphlet 


BUFFALO.—Ready for distribu- 
|tion is “The Story of Morrison,” a 
|folder that presents the story of 
| Morrison Steel Products, Inc., Buf- 
|falo, in pictures and words. 

The booklet contains a brief his- 
tory of the 39-year-old firm, the 
various products it manufactures | 
and the industries that it serves. 
Copies of “The Story of Morrison” 
may be obtained by writing the 
factory at 601 Amherst St., Buf- 
falo 7. 


+b Plug-In Refrigeration for 
OVERNIGHT LOADING. 


1 Drive-On-The-Road Refrigera- 
tion... SELF REFRIGERATED. 
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For complete literature, speci- 
fications, and detailed infor- 
mation write, wire or phone 
collect — FRANKLIN 5300 
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Buses, Commercial Vehicles and Equipment 








But Dealers Face Capital, Upkeep. Tax Problems as 


{ Reenlar Monthly Section for those who make, sell and service America’s Trucks, 








Leasing Still Growing 


I lg ong leasing is on the march, 
from all indications, but it is 
not a frantic scramble by hundreds 
of concerns endeavoring to get into 
this type of truck operation. 
Rather, it is a “feeling out” process 
on the part of most truck dealers 
who have gone into the operation 
in the last two years. 

Here and there a dealer who 
has had some experience in the 
operation has decided to increase 
his holdings and operations ma- 
terially. But dealers today seem 
to enter with a very limited “get 
experience” attitude. 

This seems to be a very healthy 
approach to a problem shoved on 
truck merchandising by our pres- 
ent taxation problem. Many of the 
users are firms who are not mainly 
interested in transportation, but 
who must use automotive transpor- 
tation in their businesses. They 
are looking for a formula that will 
free them from investments in 
trucking equipment, from the in- 
creasing difficulties of maintenance 
and from the current “quibbling” 
with tax offices over what consti- 
tutes legitimate costs. 


From the truck dealer’s stand- 
point, however, the trend toward 
leasing of truck equipment still 
presents many threats, primarily 
because truck leasing is basically 
a “long haul” maintenance program 
rather than a sales method or op- 
portunity. 

There are no figures compiled to 
show what percentage of trucks 
now on the road are leased, but it 
is felt that it is not too high as 
yet. However, dealers and makers 
both continue to fear what would 
happen if the trend blossomed into 
an outright “flopover” from buying 
to leasing on the part of a large 


GMC, Ford, I-H 
Plan Fetes for 
Truck Leasers 


CHICAGO.—Delegates at the an- 
nual meeting of the National Truck 
Leasing System to be held Apr. 7-9 
at the Conrad Hilton hotel will be 
entertained by three truck manu- 
facturing firms, it was announced 
last week at NTLS headquarters 
here. 

GMC division will be host at a 
luncheon on Apr. 7. Members will 
be guests of Ford at a similar af- 
fair Apr. 8, and in the evening In- 
ternational Harvester Co. will en- 
tertain at a cocktail party and din- 
ner. 


Gulf Oil Co., Texas Co. and other 
firms will hold open houses in their 
hotel suites on the evening of 
Apr. 7. 

Fred P. Baker, of Denver, NTLS 
president, will be host to early ar- 
rivals Apr. 6 at a cocktail party, 
after which Howard L, Willett jr., 
of Chicago, vice-president, will en- 
tertain at a dinner. 

Martha Dunlap, secretary-man- 
ager of the organization, reported 
that on the basis of reservations 
already received, attendance will 
set a new record. Member firms, 
she said, will send from three to 
seven representatives of their com- 
panies. 

Inquiries being received at NTLS 
headquarters are both numerous 
and varied, indicating fast-growing 
interest in truck leasing, it was 
learned. The queries include those 
from the mayor of a medium sized 
city; a well known grocery chain 
doing business in 25 cities; a West 
Coast freight line; a firm which 
transports fuel involving $300,000 
worth of trucking equipment in 
several eastern seaboard states and 
a Gulf of Mexico steamship line. 








percentage of national fleet users. 

It is known that one of the larg- 
est national leasing associations, 
National Truck Leasing System, 
Inc., only has 15,000 vehicles under 
lease as of the first of this year. 
A few other leasing operations, 
either controlled or owned outright 
by car and truck dealers, have 
inched up to where they now boast 
from 1,500 to 2,000 vehicles in serv- 
ice. But, every time a national fleet 
operation turns from owning its 
own equipment to a leasing deal, 
it throws that much more fuel on 
a constantly smoldering fire. 

* * oa 


oe still remains the problem 
of the shortage of good me- 
chanics and of adequate service 
facilities. These problems are as 
common to dealer operations as 
they are to the truck fleet oper- 
ators. 

The latter are interested in shift- 
ing this burden to other shoulders 
for a reasonable set sum. 

Indications that maintenance 

problems run neck and neck with 
the taxation advantages are 
shown by the fact that most 
firms switching to leasing either 
have widespread truck operations 
with only a few vehicles in any 
one locality, or their interests are 
mainly in merchandising, and 
they have no adequate method 
of controlling their maintenance 
and operating costs. 

Dealers look longingly at the 
ability to have a voice in what 
units are used in fleet leasing oper- 
ations, and the privilege which our 
present law permits of depreciating 
leased trucks in three years. How- 
ever, they must also consider that 
truck leasing, according to the 
most successful men in it, is a long- 
term profit deal and it entails ex- 
pert knowledge of both mainte- 
nance and operating hazards. 

Those dealers in leasing who 
have been successful make their 
leases so that they can take ad- 
vantage of the used truck market 
and replace units in less time than 
the normal four-year term of the 
lease. They also write the lease 
so that if conditions warrant, they 
can still leave trucks in lease that 
have been entirely written off the 
books. 

Some of these dealers also figure 
on keeping some of the trucks that 
have completed their lease tenure 
for replacement service, and for 
daily or trip rentals. 

This practice enables them to in- 
crease profits from the leasing op- 
eration materially, as well as pro- 
viding them with an adequate stock 
of units to take care of extra needs. 
It also allows them _ substitute 
trucks to be used temporarily to 
replace units out of service for 
overhaul or other maintenance 


work. 
+ ca 


* 
INCE maximum low-cost service 
is the secret of truck leasing in 





a competitive sense (competitive 
with fleet ownership operations as 
much as_ between leasing com- 
panies), many independent leasing 
men do not fear truck dealer com- 
petition. 

They do not feel that most deal- 
ers are geared to provide this type 
of continuous service under a fixed 
contract. 

Nor do they feel that the ma- 
jority of dealers are geared in 
their thinking to sell truck leas- 
ing based on customer prefer- 
ence in vehicles or type of body 
and equipment. This is one of 
the basic sales points used by the 
independents as _ truck leasing 
psychology. 

Many dealers investigating the 
possibilities of both car and truck 
leasing are turning to such op- 
erators as Hertz Co. to get a few 
vehicles in leasing or rental opera- 
tions under the capable manage- 
ment of experienced leasing com- 
panies. They hope to find out grad- 
ually and without large initial in- 
vestment just what leasing holds 
for them. 

It is possible that the National 
Truck Leasing System, Inc., or 
other independent leasing com- 
panies, might entertain a propo- 
sition whereby dealers could par- 
ticipate in a leasing deal with 
whatever units he could gamble on. 

However, at the present time, 
outside of comparatively few in- 
stances where Hertz has made such 
a deal with vehicle dealers, the only 
known approach to this is by some 
of the dealer controlled leasing 
companies such as Fleet Leasing 
Co. of Detroit. 

They have a program all worked 
out for dealer participation. 

* + * 


A MOTHER proposition that seems 
+% to have merit is for dealers 
without experience and financial 
and mechanical ability for large- 
scale operation to band together 
in the organization of a company. 
Such a plan is the Transportation 
(Continued on Page 33, Col. 1) 
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big things that have come across 
my desk recently seem to tie 
in together and make sense. They 
also appeal to me as something that 
every franchised dealer in _ this 
country should be not only aware 
of, but should do something about 
—and this year most every dealer 
will become more and more aware 
of need for action. 

Harry E. Boot, attorney of the 
ATA, sounded a warning on one 
of these things that disturb me 
when he said recently, “The 
‘death knell’ to 40,000 motor car- 
riers operating some 150,000 ve- 
hicles, hauling many agricul- 
tural and seafood commodities 
will be sounded if the Interstate 
Commerce Commission’s litigated 
leasing rules become effective.” 

Boot expressed belief that the is- 
sue over the ICC leasing order of 
May 8, 1951, will have to be decided 
by the U. S. Supreme Court, pre- 
dicted that fruit and vegetable 
haulers from various parts of the 
country will not be able to stay in 
business longer than six months 
after the leasing regulations be- 


come effective. 
” * am 


Exempt Haulers 


| Agios if the ICC leasing rules are 
ultimately defeated, Boot 
warned, a bill introduced in the 
Senate by Senator Edwin C. John- 
son (Dem., Colo.), chairman of the 
Senate Interstate Commerce com- 
mittee, will have the same or worse 
effects. This measure, it is claimed, 
prevents private carriers from leas- 
ing to or from for-hire carriers, 
prohibits regulated for-hire car- 
riers from leasing vehicles owned 
by haulers of “exempt commodities” 
and limits the “exempt haulers” to 
leasing equipment only from au- 
thorized for-hire carriers. 

As I understand it, the intent 
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Reo of Canada Exhibits Motor Underwater— 


Demonstrations of a Reo Gold Comet motor in operation under water are being 
sponsored by Reo of Canada. Distributors and dealers act as hosts and the program 
includes movies of a 2¥-ton Eager Beaver (Reo's underwater truck for the armed 
services), according to R. J. Telford, general manager. 





of both regulations is to prevent 
a fruit, vegetable or fish hauler 
(“exempt” haulers) from leasing 
their equipment for a return load 
revenue and also prevents them 
from going to a truck rental 
agency and hiring extra equip- 
ment for the harvest season, when 
they do not have enough equip- 
ment to take care of their crop. 

Both the ICC rule and the John- 
son bill would force the exempt 
hauler to turn his surplus over to 
a for-hire hauler, prevent him from 
taking a return load on his long 
fruit haul to northern markets, or 
prevent the cattle hauler from car- 
rying a load of brewery mash or 
feed back to his point or origin 
from the stockyard city. They 
would also prevent the for-hire 
hauler from leasing any equipment 
from any source for not less than 
30 days. 


* * * 


Confiscating Taxes 


OARD CHAIRMAN CLARENCE 

FRANCIS of General Foods 
raises the curtain of “hidden taxes” 
to his stockholders in the current 
issue of GF Stockholder News. 
Fearless Fighter Francis says, “In 
the five years following World War 
II, the cost of government services 
totaled 214 billion dollars. The total 
cost of government for the 157 
years prior to the war was 180 bil- 
lion dollars. 

“Today,” he says, “over 30 per- 
cent of our income is consumed 
by taxes, as compared with only 
10 percent as recently as 1929. If 
taxes are steep, everybody shares 
in the responsibility for letting 
them get that way. If they ever 
reach the point where people will 
be working mainly to support the 
government, everybody will be to 
blame. Today the head of a fam- 
ily of three, earning $6,250 a year, 
works only eight months for his 
family and the other four for 
Uncle Sam.” 

Your columnist might add that 
there must be a week or so in there 
for Europe and Asia. 

Francis points out that this year 
corporations will collect and turn 
over to the national treasury 27.8 
billion dollars. Most of this must 
be passed on in the form of hidden 
taxes. He points out that “every 
time you put your hand in your 
pocket, so does Uncle Sam,” and 
urges his stockholders to “sound 
off” to their congressmen in Wash- 
ington, and ask them, “What are 
you going to do about it?” 

* * a 


Do Not Meet the Eye 
E ADDS to his article, a table 
on taxes that “do not meet the 
eye” that shocked me—and I hope 
(Continued on Page 34, Col. 1) 





prRoM present indications, it is 
doubtful if the truck industry 
can build many more trucks strict- 
ly for civilian use than will be 
scrapped this year. There will not 
be too many above the number 
needed to replace those that will be 
normally wrecked or junked during 
the year. 

In spite of this, we find many 
dealers not only discounting their 
present new vehicles but whole- 
saling their used ones. 

Already the industry is behind 
at least a half a million cars and 
trucks from last year’s output, 
without taking into account those 





trucks and other vehicles that are 
being built for government and 
military use. 

It is evident that if dealers are 
interested in capturing some of 
the vehicle sales profits, which 
they will miss on passenger-car 
sales, they must sharpen up their 
selling on both new and used 
trucks. Better truck selling of- 
fers the easiest and most logical 
approach to maintaining a satis- 





Truck Highlights 


Leasers Protest Bill 
Truck New Products .......... 














factory overall profit picture, for | 
the dealer who handles both cars | 
and trucks. } 
If there ever was a situation that | 
called for a real balanced selling | 
program for the automotive retail- 
er, it is during conditions such as 
the dealer faces today. 

In the face of the fact that now 
at least 1,250,000, or 13.7 percent, of 
all trucks on the road are 14 years 
old or older, and 17.9 percent are 
10 years old or older, there seems 
to be little excuse to give trucks 
away just to keep stocks down. 
Trucks that old cannot be expected 
to operate economically and a 
large proportion of these trucks 





Truck Discounting Ignores Realities of Market 


must be in use where cost of opera- 
tion is a vital factor to the owner. 
+ * + 

ACK in 1941, about 824,000 trucks 

were over 10 years old. Today 
there are three times as many, or 
about 2,500,000, in that high age 
bracket, and cost of operation to- 
day is a much more serious factor 
to truck operation than it was 10 
years ago. 

In addition to this tremendous 
reservoir of truck prospects await- 
ing a good selling job, it is esti- 
mated that at least 800,000 trucks 
will go to the boneyard this year 
because of wreckage and because 

(Continued on Page 35, Col. 1) 
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Brooklyn Asks ‘W’ Repeal; | 
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Schmidt Elected President 


NEW YORK. At their annual 
meeting here last week, the Brook- 
lyn and Long Island Automobile 


Dealers Assn. passed a resolution | 


condemning Regulation W and 
asked Congress to repeal its pro- 
visions. 

The dealers contended that the 
“stringent and harsh” controls 
have not accomplished the pur- 
pose for which they were de- 
signed in that credit controls are 
not factors in providing materials 
for defense nor curbing inflation. 


The following officers were elec- 
ted for the coming year: Charles 
A. Schmidt, president; Chris De 
Neergaard, first vice-president; 
John J. Hayes, second vice-presi- 
dent; Alfred Rampone, third vice- 
president; Fred Menendez, secre- 
tary. Oscar Wagenseil was 
reinstated as treasurer. 


The following men also were 
elected to replace the outgoing 
directors of the association: Wil- 
liam Amerling, Murray Levine, 
Aaron Goldstein, Herbert Charters, 
Charles H. Haff, Ed. T. Hoebick, 


,John A. Stanton and 

| Rampone. 

| The dealers maintained that 
Regulation W_ is_ discriminatory 
and that although an adequate 


number of passenger automobiles 
are now being manufactured, 
“those with low incomes cannot 
purchase the transportation on to- 
day’s terms.” They urged its im- 
| mediate repeal. 
| New York State Sen. William S. 
Hults, in his speech to the dealers, 
declared that although the annual 
inspection measure did not pass 
the state legislature this year, he 
felt confident that many gains had 
been made in the direction of com- 
pulsory inspection. 

Hults, an automobile dealer 
himself, agreed with most of the 
legislators that inspection § sys- 
tems should be owned and oper- 
ated by the state. 

The issue has been the bone of 
contention between the main 
groups in Albany fighting for com- 
pulsory inspection and whether the 





Alfred F.| 


kee; V. U. Olive, and James P. Nichols. 


censed dealers or the state. 


Hults also told the dealers that 
although the bill, which would put 
certain restrictions upon the manu- 
facturer in his method of operation 
within the state, did not get out of 
committee, he felt confident it 
would become a law in the next 
session. He said such a bill would 





stations should be operated by li- | 





be a “definite boost to the dealer in 





New ‘Trailblazer’ Club Members— 

Dale M. Vredenburg (second from left), Trailmobile manager of the north-central 
sales division, brought four salesmen to a recent meeting in Cincinnati. From left to 
right are Earl T. Gray; Vredenburg; A. B. Stanley, assistant branch manager, Milwau- 


his contacts with the factory.” 

A. J. White, regional director of 
the WSB, spoke to the dealers on 
wage stabilization, its merits, oper- 
ation and enforcement procedures. 


Charles Collison, of Stokes Tax 
Service, gave the dealers advice on 
“how to have money in these days 
of rising taxes” and F. R. Sanborne, 
general counsel of the association, 
discussed union troubles. 
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The HERMAN 
“FORWARD CONTROL” 


Trim, modern, with “room to spare 
interior." Herman builds many special 
interiors for these bodies— bookmo- 
biles, display rooms, hatchery bodies, 
lunchwagons, etc. 


The HERMAN “WALK-IN” 
for Retail Delivery 
The easiest in and out body on the 


road. Interior walls are straight from 
front to back and top to bottom. 


The HERMAN 
for Refrigerated Store Delivery 
Complete with all equipment neces- 
sary to maintain a continuous 40° 
product temperature for store de- 
livery of dairy products ... meats... 
No engineering 


Maintains a product temperature of 40°. Available 
No engineering to do with the 


~ HERMAN BODY 


@ 4430 CLAYTON AVE., SAINT LOUIS 10, MO. 
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<MAN BODY 


Designed for Your Customers’ 
Specific Needs! 


ALL BODIES AVAILABLE IN VARI- 
OUS SIZES WITH INTERIOR EQUIP- 


MENT TO 


. HERMAN By 


MAN BUILC 
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"EM... 
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SUIT ANY BUSINESS 


HERMAN’S unique production methods 


Maker... 


‘“"WHOLESALE”’ 
Tried and 


to do with easier. 


Drive-On-The-Road Refrigera- 


tion... SELF REFRIGERATED. 


provide custom designing on a pro- 
duction basis. Options that cover the 
complete field are available on all 
bodies for all types of customers—the 
Butcher, the Baker, the Candlestick 


And they are designed for your chassis... 


proved by countless thou- 


sands of enthusiastic users over the 
years, HERMAN bodies have earned 
top national recognition and accept- 
ance. HERMAN makes your job much 


HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


“MIGHTLOADE 


Maintains a continuous product temperature of 40 
24 hours a day. Especially designed for dairies who 


J Plug-in Refrigeration for 
OVERNIGHT LOADING. 


want to LOAD TODAY FOR TOMORROW. Available 


as a package. 


customer. 


CO. 





No engineering to do with the 


For complete literature, speci- 
fications, and detailed infor- 
mation write, wire or phone 
collect — FRANKLIN 5300. 


21 N.Y. Dealers 
‘Unite to Donate 


‘Training Car 


NEW YORK.—For the first time 
| here, a group of 21 auto dealers of 
|all makes presented a car to the 
|city board of education of New 
York for use in the new driver 
| training program. 
| The car was presented by the 
| Richmond County Automobile Deal- 
ers Assn, and will be used at the 
McKee vocational and _ technical 
| high school. Nelson K. Mintz, a 
| Staten Island dealer and president 
| of the Automobile Merchants Assn. 
of New York, spoke at the presen- 
tation ceremonies. 

Each of the 21 dealers in the as- 
sociation contributed $75 to the 
purchase of the car which cost 
about $1,600. The automobile was 
furnished by the dealer whose 
|name was pulled from a hat. In 
|this case it was J. Memoly of Me- 
| moly Motors. 


Other dealers participating in 
this program were: Robert E. 
Palme, Theodore Fastenrath, Jo- 


seph Wagner, Russell M. Nelson, 
Ray Langere, David Palma, Nelson 
K. Mintz, Charles H. Wickert and 
Max Menden. 

Others listed were Louis Hosler, 
William A. Drinnan, Raymond A. 
Butler, Harry Lebovitz, Arthur 
Kahn, Stanley Matthews, Philip 
Schick, James D. Wisely, George 
Green, Walter Stucker and Thomas 
Curry. 


Brighter Outlook 
Seen for Copper 


By Third Quarter 


WASHINGTON. — While there 
are no signs of relaxation of con- 
trols on raw materials and copper 
is still short in supply, it is pre- 
dicted that the situation should 
start shaping up for the better by 
the third quarter of the year. 

And by 1955 the nation’s copper 
needs will have been met substan- 
tially with the aid of long-range 
expansion and the development 
program of the Defense Materials 
Procurements Agency, according to 
Administrator Jess Larson. The ex- 
pansion goal for copper has been 
approved by DPA. 

“The copper needs for 1955 are 
estimated at 2,270,000 short tons as 
compared with the 1,914,000 tons 
which were available for all pur- 
poses last year,” Larson said. “In 
addition to our efforts at home, we 
will continue to search the free 
world for sources of the metal at 
a reasonable price.” 

NPA, meanwhile, has told the 
advisory committee for the brass 
and bronze ingot makers that the 
supply of copper base allow ingot 
is not any greater than it has been. 
The “seemingly greater” supply is 
due to the fact that copper and 
copper base alloy scrap is moving 
to processors faster than previ- 
ously, it was explained. 

The present copper situation was 
attributed to these factors: Down- 
ward inventory adjustments, par- 
ticularly among processors unable 
to market their products; cutbacks 
in demands for copper foundry 
products by many consumers; Con- 
trolled Materials Plan is effective, 
and purchasers are buying their 
supplies only as needed; carry-over 
orders from the fourth quarter of 
last year into the first quarter of 
this year. 

NPA further pointed out that 
scrap continues to be the principal 
trouble in the copper picture, par- 
ticularly an insufficient amount for 
custom smelters. However, NPA 
said, once the normal supply pipe- 
lines are filled, scrap automatically 
| wa begin to flow to smelters. 
| 








‘Morrison Story’ 


‘Told in Pamphlet 


| 

| BUFFALO.—Ready for distribu- 
| tion is “The Story of Morrison,” a 
| folder that presents the story of 
| Morrison Steel Products, Inc., Buf- 
|falo, in pictures and words. 

| The booklet contains a brief his- 
| tory of the 39-year-old firm, the 
various products it manufactures 
and the industries that it serves. 
Copies of “The Story of Morrison” 
may be obtained by writing the 
factory at 601 Amherst St., Buf- 
falo 7. 


Tr 
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Leasing Still Growing 


= leasing is on the march, 
from all indications, but it is 
not a frantic scramble by hundreds 
of concerns endeavoring to get into 
this type of truck operation. 
Rather, it is a “feeling out” process 
on the part of most truck dealers 
who have gone into the operation 
in the last two years. 

Here and there a dealer who 
has had some experience in the 
operation has decided to increase 
his holdings and operations ma- 
terially. But dealers today seem 
to enter with a very limited “get 
experience” attitude. 

This seems to be a very healthy 
approach to a problem shoved on 
truck merchandising by our pres- 
ent taxation problem. Many of the 
users are firms who are not mainly 
interested in transportation, but 
who must use automotive transpor- 
tation in their businesses. They 
are looking for a formula that will 
free them from investments in 
trucking equipment, from the in- 
creasing difficulties of maintenance 
and from the current “quibbling” 
with tax offices over what consti- 
tutes legitimate costs. 

From the truck dealer’s stand- 
point, however, the trend toward 
leasing of truck equipment still 
presents many threats, primarily 
because truck leasing is basically 
a “long haul” maintenance program 
rather than a sales method or op- 
portunity. 

There are no figures compiled to 
show what percentage of trucks 
now on the road are leased, but it 
is felt that it is not too high as 
yet. However, dealers and makers 
both continue to fear what would 
happen if the trend blossomed into 
an outright “flopover” from buying 
to leasing on the part of a large 


GMC, Ford, I-H 
Plan Fetes for 
Truck Leasers 


CHICAGO.—Delegates at the an- 
nual meeting of the National Truck 
Leasing System to be held Apr. 7-9 
at the Conrad Hilton hotel will be 
entertained by three truck manu- 
facturing firms, it was announced 
last week at NTLS headquarters 
here. 


GMC division will be host at a 
luncheon on Apr. 7. Members will 
be guests of Ford at a similar af- 
fair Apr. 8, and in the evening In- 
ternational Harvester Co. will en- 
tertain at a cocktail party and din- 
ner. 


Gulf Oil Co., Texas Co. and other 
firms will hold open houses in their 
hotel suites on the evening of 
Apr. 7. 

Fred P. Baker, of Denver, NTLS 
president, will be host to early ar- 
rivals Apr. 6 at a cocktail party, 
after which Howard L, Willett jr., 
of Chicago, vice-president, will en- 
tertain at a dinner. 

Martha Dunlap, secretary-man- 
ager of the organization, reported 
that on the basis of reservations 
already received, attendance will 
set a new record. Member firms, 
she said, will send from three to 
seven representatives of their com- 
panies. 

Inquiries being received at NTLS 
headquarters are both numerous 
and varied, indicating fast-growing 
interest in truck leasing, it was 
learned. The queries include those 
from the mayor of a medium sized 
city; a well known grocery chain 
doing business in 25 cities; a West 
Coast freight line; a firm which 
transports fuel involving $300,000 
worth of trucking equipment in 
several eastern seaboard states and 
a Gulf of Mexico steamship line. 





percentage of national fleet users. 

It is known that one of the larg- 
est national leasing associations, 
National Truck Leasing System, 
Inc., only has 15,000 vehicles under 
lease as of the first of this year. 
A few other leasing operations, 
either controlled or owned outright 
by car and truck dealers, have 
inched up to where they now boast 
from 1,500 to 2,000 vehicles in serv- 
ice. But, every time a national fleet 
operation turns from owning its 
own equipment to a leasing deal, 
it throws that much more fuel on 
a constantly smoldering fire. 

* * * 


oa still remains the problem 
of the shortage of good me- 
chanics and of adequate service 
facilities. These problems are as 
common to dealer operations as 
they are to the truck fleet oper- 
ators. 

The latter are interested in shift- 
ing this burden to other shoulders 
for a reasonable set sum. 

Indications that maintenance 
problems run neck and neck with 
the taxation advantages are 
shown by the fact that most 
firms switching to leasing either 
have widespread truck operations 
with only a few vehicles in any 
one locality, or their interests are 
mainly in merchandising, and 
they have no adequate method 
of controlling their maintenance 
and operating costs. 

Dealers look longingly at the 
ability to have a voice in what 
units are used in fleet leasing oper- 
ations, and the privilege which our 
present law permits of depreciating 
leased trucks in three years. How- 
ever, they must also consider that 
truck leasing, according to the 
most successful men in it, is a long- 
term profit deal and it entails ex- 
pert knowledge of both mainte- 
nance and operating hazards. 

Those dealers in leasing who 
have been successful make their 
leases so that they can take ad- 
vantage of the used truck market 
and replace units in less time than 
the normal four-year term of the 
lease. They also write the lease 
so that if conditions warrant, they 
can still leave trucks in lease that 
have been entirely written off the 
books. 

Some of these dealers also figure 
on keeping some of the trucks that 
have completed their lease tenure 
for replacement service, and for 
daily or trip rentals. 

This practice enables them to in- 
crease profits from the leasing op- 
eration materially, as well as pro- 
viding them with an adequate stock 
of units to take care of extra needs. 
It also allows them _ substitute 
trucks to be used temporarily to 
replace units out of service for 
overhaul or other maintenance 
work. 

* * * 
INCE maximum low-cost service 
is the secret of truck leasing in 





a competitive sense (competitive 
with fleet ownership operations as 
much as_ between leasing com- 
panies), many independent leasing 
men do not fear truck dealer com- 
petition. 

They do not feel that most deal- 
ers are geared to provide this type 
of continuous service under a fixed 
contract. 

Nor do they feel that the ma- 
jority of dealers are geared in 
their thinking to sell truck leas- 
ing based on customer prefer- 
ence in vehicles or type of body 
and equipment. This is one of 
the basic sales points used by the 
independents as truck leasing 
psychology. 

Many dealers investigating the 
possibilities of both car and truck 
leasing are turning to such op- 

erators as Hertz Co. to get a few 
vehicles in leasing or rental opera- 
tions under the capable manage- 
ment of experienced leasing com- 
panies. They hope to find out grad- 
ually and without large initial in- 
vestment just what leasing holds 
for them. 

It is possible that the National 
Truck Leasing System, Inc., or 
other independent leasing com- 
panies, might entertain a propo- 
sition whereby dealers could par- 
ticipate in a leasing deal with 
whatever units he could gamble on. 

However, at the present time, 
outside of comparatively few in- 
stances where Hertz has made such 
a deal with vehicle dealers, the only 
known approach to this is by some 
of the dealer controlled leasing 
companies such as Fleet Leasing 
Co. of Detroit. 

They have a program all worked 
out for dealer participation. 

* * + 


A MOTHER proposition that seems 
+% to have merit is for dealers 
without experience and financial 
and mechanical ability for large- 
scale operation to band together 
in the organization of a company. 
Such a plan is the Transportation 
(Continued on Page 33, Col. 1) 








Truckin’ 








--+ by Jack Weed 











. things that have come across 
my desk recently seem to tie 
in together and make sense. They 
also appeal to me as something that 
every franchised dealer in this 
country should be not only aware 
of, but should do something about 
—and this year most every dealer 
will become more and more aware 
of need for action. 

Harry E. Boot, attorney of the 
ATA, sounded a warning on one 
of these things that disturb me 
when he said recently, “The 
‘death knell’ to 40,000 motor car- 
riers operating some 150,000 ve- 
hicles, hauling many agricul- 
tural and seafood commodities 
will be sounded if the Interstate 
Commerce Commission’s litigated 
leasing rules become effective.” 

Boot expressed belief that the is- 

sue over the ICC leasing order of 
May 8, 1951, will have to be decided 
by the U. S. Supreme Court, pre- 
dicted that fruit and vegetable 
haulers from various parts of the 
country will not be able to stay in 
business longer than six months 
after the leasing regulations be- 


come effective. 
* o + 


Exempt Haulers 
| abe if the ICC leasing rules are 

ultimately defeated, Boot 
warned, a bill introduced in the 
Senate by Senator Edwin C. John- 
son (Dem., Colo.), chairman of the 
Senate Interstate Commerce com- 
mittee, will have the same or worse 
effects. This measure, it is claimed, 
prevents private carriers from leas- 
ing to or from for-hire carriers, 
prohibits regulated for-hire car- 
riers from leasing vehicles owned 
by haulers of “exempt commodities” 
and limits the “exempt haulers” to 
leasing equipment only from au- 
thorized for-hire carriers. 

As I understand it, the intent 








Reo of Canada Exhibits Motor Underwater— 

Demonstrations of a Reo Gold Comet motor in operation under water are being 
sponsored by Reo of Canada. Distributors and dealers act as hosts and the program 
includes movies of a 2¥-ton Eager Beaver (Reo’s underwater truck for the armed 


services), according to R. J. Telford, general manager. 











pRox present indications, it is 
doubtful if the truck industry 
can build many more trucks strict- 
ly for civilian use than will be 
scrapped this year. There will not 
be too many above the number 
needed to replace those that will be 
normally wrecked or junked during 
the year. 

In spite of this, we find many 
dealers not only discounting their 
present new vehicles but whole- 
saling their used ones. 

Already the industry is behind 
at least a half a million cars and 
trucks from last year’s output, 
without taking into account those 





trucks and other vehicles that are 
being built for government and 
military use. 

It is evident that if dealers are 
interested in capturing some of 
the vehicle sales profits, which 
they will miss on passenger-car 
sales, they must sharpen up their 
selling on both new and used 
trucks. Better truck selling of- 
fers the easiest and most logical 
approach to maintaining a satis- 








Truck Highlights 


Leasers Protest Bill 
Truck New Products .......... 











Truck Discounting Ignores R 





factory overall profit picture, for 
the dealer who handles both cars 
and trucks. 





ealities of Market 


of both regulations is to prevent 
a fruit, vegetable or fish hauler 
(“exempt” haulers) from leasing 
their equipment for a return load 
revenue and also prevents them 
from going to a truck rental 
agency and hiring extra equip- 
ment for the harvest season, when 
they do not have enough equip- 
ment to take care of their crop. 

Both the ICC rule and the John- 
son bill would force the exempt 
hauler to turn his surplus over to 
a for-hire hauler, prevent him from 
taking a return load on his long 
fruit haul to northern markets, or 
prevent the cattle hauler from car- 
rying a load of brewery mash or 
feed back to his point or origin 
from the stockyard city. They 
would also prevent the for-hire 
hauler from leasing any equipment 
from any source for not less than 


30 days. 
+ * * 


Confiscating Taxes 


OARD CHAIRMAN CLARENCE 

FRANCIS of General Foods 
raises the curtain of “hidden taxes” 
to his stockholders in the current 
issue of GF Stockholder News. 
Fearless Fighter Francis says, “In 
the five years following World War 
II, the cost of government services 
totaled 214 billion dollars. The total 
cost of government for the 157 
years prior to the war was 180 bil- 
lion dollars. 

“Today,” he says, “over 30 per- 
cent of our income is consumed 
by taxes, as compared with only 
10 percent as recently as 1929. If 
taxes are steep, everybody shares 
in the responsibility for letting 
them get that way. If they ever 
reach the point where people will 
be working mainly to support the 
government, everybody will be to 
blame. Today the head of a fam- 
ily of three, earning $6,250 a year, 
works only eight months for his 
family and the other four for 
Uncle Sam.” 

Your columnist might add that 
there must be a week or so in there 
for Europe and Asia. 

Francis points out that this year 
corporations will collect and turn 
over to the national treasury 27.8 
billion dollars. Most of this must 
be passed on in the form of hidden 
taxes. He points out that “every 
time you put your hand in your 
pocket, so does Uncle Sam,” and 
urges his stockholders to “sound 
off” to their congressmen in Wash- 
ington, and ask them, “What are 
you going to do about it?” 

* * aa 


Do Not Meet the Eye 
E ADDS to his article, a table 
on taxes that “do not meet the 
eye” that shocked me—and I hope 
(Continued on Page 34, Col. 1) 





| must be in use where cost of opera- 
tion is a vital factor to the owner. 


If there ever was a situation that | 
called for a real balanced selling | 
program for the automotive retail- | 


er, it is during conditions such as 
the dealer faces today. 

In the face of the fact that now 
at least 1,250,000, or 13.7 percent, of 
all trucks on the road are 14 years 


* + * 
ACK in 1941, about 824,000 trucks 
were over 10 years old. Today 
there are three times as many, or 
about 2,500,000, in that high age 


| bracket, and cost of operation to- 


} 


old or older, and 17.9 percent are) 


10 years old or older, there seems 
to be little excuse to give trucks 
away just to keep stocks down. 
Trucks that old cannot be expected 
to operate economically and a 
large proportion of these trucks 


day is a much more serious factor 
to truck operation than it was 10 
years ago. 

In addition to this tremendous 
reservoir of truck prospects await- 
ing a good selling job, it is esti- 
mated that at least 800,000 trucks 
will go to the boneyard this year 
because of wreckage and because 

(Continued on Page 35, Col, 1) 
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GMC researchers had access, it was 
pointed out. 

But Lee & Cady, whose Detroit 5 
branch was one of the “guinea pigs” 
of the survey, voluntarily named 
itself as Noel S. O'Reilly, a Lee & 
Cady traffic manager, told of the 
amazing results of the newly-inau- 
gurated record-keeping system and 
the cost-cutting decisions it enabled 
top management to make. 

“In Toledo, approximately 500 
small accounts have been elimi- 
nated as unprofitable, and outly- 
ing territories with excessive de- 
livery costs have been discon- 
tinued,” O’Reilly’s report said. 

“Progress has been made in re- 
|modeling our service business on a 


| Bares Savings... 


Lee & Cady Reports 
On GMC Tests 


ATLANTIC CITY. The first 
specific application and result of 
a |the truck transportation surveys 

and the identity of one of the “test” 
Chevrolet Trucks Delivered by Raleigh Dealer— | houses has ind announced by GMC 

Sir Walter Chevrolet Co., Raleigh, N. C., delivered these two Chevrolet C.O.E.| Truck and Coach division and the 

models to the Carolina Power and Light Co. there. Shown with the models are J. L. | National Wholesale Grocers Assn., 





routes had dropped from 1.8 per- 
cent to 1.56 percent. 

Although not-expressed in dollars | 
| saved, the significance of the per- | 
centage points when fractions 
| mean thousands of dollars annually | 

was obvious to the wholesalers, 











Piper, of the utility company, and Ray D. Anderson, general sales manager of the | conductors of the survey. 


Chevrolet dealership. 


Donates Proceeds to Charity 

Plains Chevrolet Co., Amarillo, 
Tex., was the successful bidder for 
the grand champion calf at the 


ers, junior member of the firm, re- | 
sold the calf and turned over the | 
proceeds to the Red Cross, Preven- | 
torium and Children’s Home, char- 


Lee & Cady, of Detroit, one of 
the largest wholesale grocery 
houses in the nation, reported 
that since it had applied the rec- 
ommendations made in one of the 
early transportation surveys, de- 


|who heard the third progress re- 
|port made over a 14-month period 
| by the GMC truck transportation 
research team. 


Up to now, the identity of all) 


“test” houses surveyed had been 
kept confidential because of the na- 


profitable delivery basis. The aver- 
age order on Route No. 5, picked 
by the survey team as the highest 
cost route, has risen from $67 to 
$109 without loss of total volume. 
The average size of loads hauled 
by straight trucks, light tractors, 
and heavy tractors have increased 


Amarillo fat stock show. Bob Rog- | ity organizations of the city. 


livery expense to sales on the |ture of the records to which the 


from 11,474 pounds to 15,839 
pounds.” 

O’Reilly emphasized that the rec- t 
ords designed by the survey team 
to pinpoint all phases of delivery 
expense had been put in use either 
in whole or in a modified form to 
fit different branch operations, and 
had enabled Lee & Cady to take 
corrective steps to cut delivery 
costs. 

W. L. Vande Water, eastern re- 
gional manager for GMC Truck & 
Coach division, said it already 
was apparent from the survey re- 
sults that many wholesalers could 
improve their present position 
quickly and economically with 
mobile warehouses. 

“The use of semi-trailers and full 
trailers as mobile warehouses is no 
longer an experiment,” Vande Wa- 
ter said. 

“Distributors of perishable food 
products were forced into them 
only to learn of many additional 
advantages. Congestion and lost 
time at warehouse loading docks is 
eliminated. Loads are moved faster 
at lower cost from the warehouse 
to outlying areas.” 

















IN . Y. Truckers 


| o 
Report Profits 
J 
Up During 1951 
| BUFFALO.—Western New York’s 
| trucking industry enjoyed increased 
earnings in 1951, despite higher op- 
| erating costs and wages. Prospects 
are that 1952’s business will be even 
| better, they say. 
| Higher registration fees and New 
York’s ton-mile tax cut heavily 
into profits, but greatly increased 
| business volume gave truckers one 
|of their best years in history. For 
|most concerns, their previous rec- 
|ord year in the late 1940s was sur- 
|passed. However, profit margins 
|varied due to the nature of busi- 
ness done and the territory served. 

For companies that operate most- 

|ly in New York State, the ton-mile 
|tax took an increasing bite after 
|its inception in November. Others 
| who operate south from Buffalo, 
and need only travel a few miles 
|to Pennsylvania, largely escape a 
| heavy levy. 
Long strikes in certain industries 
| during 1951 struck selectively at 
|certain truckers. A Buffalo-Pitts- 
| burgh shipper estimated the West- 
|inghouse strike cost him $15,000 in 
|outbound revenue. 

Truckers here claim their indus- 
try is capable of expanding at a 
| profit almost indefinitely. They 
|claim that unlike some big indus- 
| tries, the small trucking operator is 
|not likely to be frozen out by his 
|larger competitors. In fact, it is ) 
|said, the small fleet owner has an \ 
jadvantage in that he can offer 
| speedier delivery and perform more 
| services because his loading docks 
|are not so clogged with freight. 
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A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 


a complete “‘family’’ of 
advanced-related design 
front and rear axles. 











TRADE MARK REGISTERED 





Be sure you get exactly the righ# axle for every trucking job! 
Specify Timken-Detroit Front and Rear Axles on your 
new trucks and get the axle capacity and final drive that 
is exactly suited to the job to be done. 


of sizes. They differ only in load-carrying, torque-trans- 
mitting and braking capacity. This complete line, with 
optional types of final drives and optional gear ratios 
available in each capacity, provides the most complete 
flexibility ever achieved in truck axle manufacture and use. 
In addition, a complete series of companion front axles are 
built by Timken-Detroit incorporating new advanced fea- 
tures for greater stability and safety. 


The next time you buy trucks go modern with Timken- 
Detroit Front and Rear Axles and Brakes! 


WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 
PLANTS AT: Detroit and Jacksen, Mich. ¢ Oshkesh, Wis. « Utice, N.Y. + Ashtebula, Keaten and Newark, Ohio + New Castle, Pa. 


\Ky. Dealer Loses Appeal 
Of 10-Year Jail Term 


| CINCINNATI.—The 10-year jail 
|}sentence of Frank H. Brown, Al- 
| bany (Ky.) dealer accused of vio- 
lating the National Motor Vehicles 
Theft (Dyer) Act, was upheld here 
by the U. S. Circuit Court of Ap- 
peals. Two others, Edward J. Met- 
jcalf and Joseph Mullins, lost ap- 
|peals from 15-year sentences. 

| Brown was accused of selling 
stolen cars from his lot. The sen- 
tences, which were imposed in a 
U. S. District Court, were upheld in 
the second hearing before the ap- 
pellate court. 


In rear axles, Timken-Detroit’s “3 for 1” line includes 
several basic axle capacities to cover the entire field of 
medium and heavy-duty trucking requirements. These 
rugged axles have the same features of construction, the 
same interchangeability of parts, and the same outstand- 
ing performance characteristics throughout the entire range 
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Dealers Face Investment, Upkeep, Taxation Problems . . 





Truck Leasing Remains 


(Continued from Page 31) 


ease Co., San Francisco, 


where | 


5 West Coast Ford dealers are 


ctive participants. 


Hazards of truck leasing today | 


ire still essentially the same as 


\UTOMOTIVE News reported them in | 


its July 24, 1950, issue. 

According to the best current 
information, independent leasing 
operators now outnumber those 


McCarthy Gets 
Key Mack Post 


NEW YORK.—Norman F. Mc- 
Carthy has been elected vice-presi- 
dent of Mack Mfg. Corp. and ap- 

™ pointed director 
of purchases, it is 
announced by E. 
D. Bransome, 
chairman of the 
board and presi- 
dent. 

McCarthy, who 
will make his 
headquarters at 
Mack’s Allentown 
(Pa.) plant, be- 
gan his business 
career with the 
Budd Co. and later served both 
Buhl Stamping Co. and Chrysler 
Corp. 

Before assuming his present posi- 
tion, McCarthy was associated with 
Martin-Parry Corp. as director of 
purchases and member of the policv 
committee. 








N. F. McCarthy 


New Formula Ups 
Truck Licenses 


In New York 


BUFFALO.—Adoption of the New 
York state “elastic” formula for 
computing registration fees for mo- 
tor vehicles will more than double 
the cost for truck and trailer op- 
erators, it has been reported here. 

In addition to the usual rate 
based on the unladen weight of the 
vehicle, the new clause provides 
for an additional fee based on the 
estimated carrying capacity of 
trucks, light deliveries, trailers, 
semitrailers and suburban vehicles, 
including station wagons. 

One Buffalo trucking concern, op- 
erating 80 trucks and 160 trailers, 
estimated that his 1952 registra- 
tion will cost $42,000, compared 
with $19,000 in 1951. A company 
spokesman said that a typical semi- 
trailer, costing the company $71.20 
in 1951, will now total about $200. 

In addition, it was pointed out 
that the fees for tandem trailers 
under the new schedule may be 
tripled or quadrupled. It was esti- 
mated that a tandem trailer op- 
erating in 1951 for $37.60 will now 
require $260 this year. 

Station-wagon owners, however, 
will generally pay a lower fee than 
last year. A station-wagon weighing 
2,900 pounds was registered in 1951 
for $21.75. Under the new regula- 
tion, such a vehicle will cost only 
$18.25 in 1952, it was reported. 

The registration cost for other 
passenger cars remains unchanged, 
the report said. 


Huck Transfer Sold 


To Welsh Express 


SPRINGFIELD, Mass. — Huck 
Transfer Co., trucking and trans- 
fer firm for 70 years, has been sold 
to Robert J. Welsh, owner of R. J. 
Welsh Express, Inc. 

Welsh announced that he has 
bought all stock in the Huck com- 
pany, including the garage on Lib- 
erty St., the rolling stock and the 
license to operate in this state, 











| 


Connecticut, Rhode Island, New| 


York City and Albany, N. Y. 





Mexico Plans Race May 5 


MEXICO CITY.—A 91-mile special 
race for standard closed tourist type 
stock cars between here and Puebla 
City is planned by the National 
Automobile Assn. and the Puebla 
state government for May 5. Five 
cash prizes are offered, ranging 
from $346 to $2,890. Besides, the 
vomen driver who does best will 
“eceive $578, provided three or more 
vomen compete. 


| 
| 





with dealer interest by six to one. 
This means then, that there are 


: | 
‘Tough’ | 


that it is near an answer of how 
to protect their interests and per- 





six times as many trucks being | centage of price class, and yet| 


bought for leasing operations at 
the low dollar, than there are by 
those companies where the deal- 
er is assured of a proper return 
on his sale. 


Supplying these leasing dealers is 


| 


| 


a problem to truck factories which | 


have branch or fleet division out- 
lets, but to truck makers 
Chevrolet and Ford, which are ded- 
icated to selling entirely through 
their established dealers, a heavy 
swing to leasing would turn what 
is now a prime headache into un- 
mapped chaos. 


All factories are studying the 
problem and at least one indicates 


like | 


| enough 





maintain equitable distribution, In| 
the main, a satisfactory solution to | 
the trend is yet to be found. | 


Finance houses and insurance 
people are scrambling to get 
experience behind them 
quietly to have some program to 
offer if our present type of taxa- 
tion continues to foster the trend. 

These people, especially finance 
houses, don’t have sufficient experi- 
ence in the operation of small leas- 
ing operations to know how to pro- 
tect themselves and still meet the 
“wholesale money” rates at the dis- 
posal the major leasing deals of 


| 





the moment. 





Fine Truck Sales Room— 


Dealers who are consistently successful in selling trucks know that “to sell them 


you must service them.’ Above is pictured one of the finest truck salesrooms that 
any truck dealer can have. It is a large well designed truck service station with 13-foot 
clearance everywhere and plenty of room in which to maneuver large vehicles. This 
exclusive truck service building of Cochran and Celli (Chevrolet), San Francisco, is 
equipped with heavy-duty hoists, extra heavy cranes for lifting and moving heavy 
parts and special tools and equipment for truck work. 








LOOK FOR 


THIS SIGN! 





Ti 








MAIL THIS COUPON FOR FREE 
ILLUSTRATED LITERATURE 


worn 5 


The Timken-Detroit Axle Company 
100 Clark Street, Detroit 32, Michigan 


Gentlemen: Please send me free literature on Timken-Detroit Axle Parts. 


NAME__ 





ADDRESS 





City. 


STATE 





| operate 


(Number of trucks) 









Genuine 


MK E 
OG 














Every Timken-Detroit Axle on your trucks was 

designed and engineered as a unit! That's why it’s 
\ so important to replace worn parts with new ones 
that are specifically built to keep your axles in peak 
operating condition. Install only genuine Timken- 
Detroit Axle replacement parts. 


These dependable parts are identical in every respect 
with the original parts in your Timken-Detroit 
Axles. They are made in the same Timken-Detroit 
plants to the same exacting specifications. They take 
less time to install, require no extra adjustments. 
What's more, many of these parts are packaged in 
protective kits containing a// the essential related 
parts to do a factory-type replacement job. 

j | Whenever you need parts for your Timken-Detroit- 
equipped trucks, look for the sign that reads 
“Genuine Timken-Detroit Axle Parts.” You'll save 
| Money, time and trouble! 





< 
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(Continued from Page 31) 


it does every one of my readers 
to the point where they send off 
some letters as I am doing. 
TAXES THAT DO NOT 
‘MEET THE EYE’ 


Real Total 

ITEM Tax Value Price 
Soap $ .05 $ .07 $ .12) 
Cigarets AZ .09 .21 | 
Bread . 05 .09 14 
Eggs .23 62 85 
Milk . 09 14 .23 
Liquor 3.35 1.05 4.40 
Auto Tire 7.10 13.60 20.70 
Beef (Ib.) 82 .58 .90 
Candy ....... 03% 06% 10 
Flour ........ 03% 07% ps | 
Gasoline 

(gallon) 14 12 .26 
a 7.00 10.50 17.50 
Hosiery .... 66 .99 1.65 
Electricity 

(month) 1.38 2.57 3.95 
Ton of Coal 15.00 9.00 24.00 


NOTE—In many sections of the country 
prices may be higher or lower, but the tax 
ratio remains substantially the same. These 
taxes include direct taxes (such as sales 
tax) and the many ‘“‘‘hidden’’ 
never see. 


taxes you 


The point I am trying to make 
is that “hidden taxes” and regu- 
lations, such as those now pro- 
mulgated by the ICC and put be- 
fore the Senate by Sen. Johnson, 
tend to raise prices on every- 











“LOAD-STER” 


HELPER S 


HELP BOOST 


FIT 





PRO 


piece 








thing that goes to feed and clothe 
the “common man” and shove us 
just that much closer to an in- 

flation that may eventually de- 
stroy us as a nation of free 
peoples. 

The regulations being proposed, 
experts claim, will drive many food 
haulers out of trucking their own 
harvests and thus further increase 
the costs of food stuffs. 
may bring on another middleman 
in the form of the itinerant trucker, 
who now buys his load of fruit or 
vegetables and hauls them to the 
market of his choice and sells them. 
If he can’t find a wholesale buyer, 
who will pay him a profit, he will 
retail his load alongside the road 
near a large city, and this, of 
course, disturbs the normal chan- 
nels of trade. 

I hope that enough dealers will 
see both these threats as I do, and 
add their voice to what protests 
are being made to Congress. 

* * * 


Didn’t Even Fizz 
|S geen the Maryland road 
test, that has had so much pub- 
licity in the papers and in state 
legislative halls, all pointed toward 
holding down the weights that 
trucks can carry on the road? 
Well, the Senate Interstate Com- 
merce committeemen were figura- 
tively taken for a ride recently 


Or they | 








(FP wer ih 


A Rolling African Postofice— 





Complete postal facilities are brought to outlying districts in the Union of South 
| Africa by means of truck-drawn units. International L-165 with 142-inch wheelbase and 
Brockhouse semitrailer shown above is one of two units operating out of Durban. 
Fourteen new Internationals recently were added to South Africa's fleet of 60. The 
units travel from town to town, making pickups and deliveries and furnishing postal 


facilities including scales, stamps and writing surfaces. 





over Maryland Highway 301, the | trucks. Hearings were on a bill to 
road that has been pointed out as| put a uniform national ceiling of 
being badly wrecked by the Mary- | 18,000 pounds on truck axle load- 


land truck weight tests. They 
found that if they’d gone with a 
drink in one hand they wouldn’t 
have spilled a drop. 

Color movies of a car moving 
50 miles an hour, with a glass of 
orange soda _ perched placidly 
above the instrument panel, were 
shown by Managing Director 
John V. Lawrence, ATA, to prove 
that reports of damage were wild 
exaggerations. The soda didn’t 
even fizz, it is reliably claimed. 

Lawrence then showed films of 

Mt. Vernon Memorial Highway and 
the soda jiggled badly over this 
scenic drive, prohibited to all 





tle shelf space. - 


EASY TO STOCK 


Individual cartons take lit- 


. labeled 


for easy identification. 


SMALL INVENTORY 


Ten (10) sizes cover 90% 
of the cars in operation. Dis- 
tributors located through- 


out the country mean quick 








delivery. 


BIG MARKET 





For 2-ton and %-ton pick- 
up trucks... passenger cars; 
salesmen with heavy sam- 
ple cases, vacationers with 
luggage, cars pulling house 
trailers and work trailers 








MAIL TO NEAREST ADDRESS BELOW 


PRIOR PRODUCT 
Box 349, Middletown, Ohio 


Box 7608, Dallas, Texas 


Please send me descriptive literature on the “Load- 
ster” HELPER SPRING and the name of your 


nearest distributor. 


NAME 


Ss, Inc. 


..a@ sales potential in the 


millions. 


EASY TO INSTALL 


NO MAINTENANCE 
REQUIRED 


PRICED RIGHT 


List prices from 
$14.75 to $21.40 





STREET. 





City. 


PROFITABLE 





STATE 











ings. The Interstate Commerce 
group was told that moisture-weak- 
ened subbases, not traffic weights, 
underly most highway damage. 

+ * x 


Even Babson Taken In 


HAT’S a film that the National 

Highway Users and the other 
associations behind P.A.R. (Project 
Adequate Roads) should use in all 
of their meetings with state high- 
way commissioners and legislative 
bodies. The rail “anti-truck” propa- 
ganda has sunk so deep in many 
places that the phrase “Trucks 
break up our roads” was even used 
in a syndicated piece by Roger 
Babson that is featured by a great 
many newspapers throughout the 
country. 


And read—and I presume believed 
in—by hundreds of state legisla- 
tures from the rural areas through- 
out the country. 

In his column of March 13, 
Babson admits that the voice of 
sane America jumped up and 
smacked him right on the end of 
his non-investigative snoot. He 
says in this column, “I have had 
so many letters from readers, 
‘pro and con,’ regarding my col- 
umn in this paper about highways 
(see Jan. 18, 1952), that I have 
collected some more facts which 
for two reasons I should pass 
along to my readers. 


“First because I was perhaps un- 
fair to the trucks (Editor’s Note: 
He could have left the ‘perhaps’ out 
of this sentence but we suppose it 
is hard enough for him to have to 
eat part of his ‘red herring’ as it is) 
and, second, because I wish to sub- 
mit a constructive suggestion to 
road builders.” 

* + « 


Speaks Out 

N HIS “skinback,” Babson does 

hit on a couple of things which 
are not given too much publicity, 
and I would like to commend him 
for bringing them to light. Speak- 
ing about “hogging the roads,” he 
says in part, “in this connection, 
state officials say that ignoring 
and crossing double solid lines is 
responsible for most of the bad ac- 
cidents. 

“The real ‘hogging’ is done by us 
privately owned car drivers who 
park on streets from which trucks 
are excluded. Furthermore, this 
parking by us is so choking the 
downtown business streets that—if 
not forbidden— it will severely harm 
retail trade and depress the value 
of business property. I am very 
serious about this and—if space 
permitted—would like to say a good 
word for the bus companies. 

“I am opposed to the so-called 
ton-mile tax, unless it applies to 

all vehicles. In fact, there are 
only three legitimate purposes for 


Guenther Heads 


Md. Association 


BALTIMORE. — The Maryland 
Motor Truck Assn. has elected 
Carlton A. Guenther, of Fleet 
Transfer Co., as president for the 
current year, succeeding Jack F. 
Rowley jr., of Rowley Transporta- 
tion, Inc. 


Other officers installed at the 
association’s 18th annual dinner 
were: William J. Woodall, first 
vice-president; Norman _ Rovine, 
second vice-president; Fred D. 
Burkholder, secretary, and H. D. 
Neighbors, treasurer. J. Marshall 
Stewart continues as_ executive 








the regulation of highway traffic: 
(1) Safety of all cars and per- 
sons; (2) Honest foundations for 
all roads, and (3) Making both 
trucking and railroad rates so as 
to be fair to every business and 
section. When railroads or trucks 
object to any of these goals, they 
are ‘hogging’ legislation.” 

Please note, Michigan legisla- 
tures, where a bill is coming up 
now, supposedly to cure all the 
evils of automotive traffic that 
could be cured with present legisla- 
tion—if that legislation was even 
partly enforced by the Michigan 
State Police and the various city 
and county police authorities. 

* * * 


Is This the Answer? 


AM firm in the belief that all of 

the corrective legislation in the 
world will not cut our high acci- 
dent or death rate from the auto- 
motive vehicle accidents, unless the 
regulations already on the books 
are rigidly enforced, In Michigan, 
speed regulations are being pro- 
posed to cut the accident rate when 
one even now is in danger of his 
life on most any long or steep hill 
in the state, from some fool coming 
over the hill—or passing other cars 
—on the wrong side of the road. I 
would like to have some one of the 
proponents of this bill prove to me 
that the death rate will be any 
less in a head-on collision from 
this cause if the cars are going a 
regulated 50 miles an hour, or 
above the proposed regulation, at 
say 75 miles an hour. 


And yet—in the past 10 years 
—and I drive quite a number of 
miles each year—I have never 
seen a driver hauled over to the 
side of the road by an officer for 
either passing on the left side of 
the double line or for going over 
the top of a hill with half, or 
more than half, of his car over 
the middle lines. 

While cutting top speeds may 
have some justification under our 
present over-crowded and poorly 

safety-engineered highways, the 
only drivers who will be affected 
by a top speed regulation are com- 
paratively few conscientious driv- 
ers who habitually observe the law. 
The dangerous drivers, like those 
who consistently ignore the center 
line markings now, will go right 
on ignoring the speed laws if they 
are not rigidly enforced. 











vice-president and Romley becomes 
chairman of the board. 


New 1952 


AUTO-TURNTABLE 


Pas 












d 90°% More 
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flight turntable 
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Feature! 
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at '/2 revolution per min 


TURNS CARS 
INSIDE OR OUTSIDE 
Can Be Financed if Desired 


BRUNNER’S, Inc. 


358 East Center St. 
Manchester, Conn. 
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‘ruck Supply Trails Demand .. . 





Discounters Pass Up 
Realities of Market 


(Continued from Page 31) 


hey are just worn out beyond all, 
sonomic ability. 

Thus, all indications point to | 

1952 as being a year tailored to 
meet the needs of the combina- 
tion car and truck dealer. In a 
large proportion of the cases, 
where owners will have to re- 
place or expand their truck op- 
erations, the “ability-to-buy” fac- 
tor should not be any stumbling 
block to good selling. 

And where that factor does creep 
in on those odd sales, the sale can 
be made from a well reconditioned 
used truck that will fill the pros- 
pect’s needs at a price he can af- 
ford. 

The dealer who wholesales his 
used stuff or who just won’t do a 
sane and basic reconditioning job 
on his used trucks has nothing to 
offer to this type of buyer. 

+ * * 


Many dealers blame their “in- 
+ ability” to sell on the short- 
age of good truck men or truck 
specialists. 

Behrend Brothers (Ford), Bal- 
timore, licked this situation by 
turning to what it terms a “bal- 
ance selling” program. Every one 
of its 12 salesmen sells not only 
new and used cars and trucks 
but each is asked to make a cer- 
tain number of calls on delinquent 
service customers. 

Salesmen are required to set their 
own quotas on both car and truck 
sales, and an incentive bonus plan 
keeps them on their toes. 

The normal commission of a 
Behrend salesman is 15 percent of 
the new-car washout. If he sells 
his monthly objective of new and 
used cars and trucks the commis- 
sion goes up to 20 percent. His 
used-truck maximum also increases 
from $50 to $100 and his new-truck 
percentage goes from 20 to 25 per- 
cent. But he must achieve his ob- 
jective in each case. 

While selling service is not in- 
cluded in the salesman’s monthly 
quota, each is urged to promote 
this business. In this connection, it 
is worth to note that the salesmen 
who are consistently hitting their 
targets on new and used units con- 
tinue to push service selling. One 
salesman recently chalked up a 
used-truck sale from a service sales 
contact. 

Which again seems to prove that 
to sell automotive vehicles success- 
fully, especially trucks, a retailer 
must service them. 

* 


* * 
HERE most dealers fall down 
in their used-truck selling is in 
the way they recondition and pre- 
sent them to the buyer. 

Many truck dealers are able to 
do a good job of moving used 
trucks at a profit by making 
certain that the engine is in good 
operating condition and that the 
safety features, such as brakes, 
glass, windshield wiper and rear 
view mirror, are in good operat- 
ing condition, in addition to giv- 
ing the truck a good “slicking” 
up. from an appearance stand- 
point. 

One of the outstanding truck 
dealers in Florida, however, was 
always in short supply of used ve- 
hicles because he went a little fur- 
ther and put his used stuff in as 
near the same condition for selling 
as his new vehicles. 

He reasoned that most truck buy- 
ers were accustomed to buying new 
vehicles by first looking at a cab 


quality of rubber dye on the tires 
and floor mats, put in new pedal 
pads and new rubber grips on 
the gear shift and brake levers if 
they had them originally. 

He then set these reconditioned 
jobs out on the lot with plenty of 
space around them so that pros- 
pects could look at every part. He 
not only sold all of them quickly 
but for a considerable longer price 
than which prevailed in his area. 
And to top that off, he consistently 
had to buy used trucks to keep up 
with his demand as he did not get 
enough trades from his new truck 
sales to keep his lot in large enough 
stock to attract buyers. 

He had a 50-50 guarantee deal 
and lived up to it religiously. 

* * + 

UCCESSFUL truck selling is per- 

haps 90 percent contacts and 10 





| International Pickups Arrive in Turkey— 


This is a part of 144 International pickup trucks delivered to the ministry of agri- 
| culture in Turkey. The trucks, model L-112's, 


were shipped on several vessels and 


driven from the seacoast to Ankara, where they were turned over to Turkish authorities. 


percent “specialized truck knowl- 
edge.” 

Every truck factory of any size 
has plenty of truck literature and 
salesmens’ guides that will enable 
any salesman with a modicum of 
common sense to come pretty close 
to recommending the proper truck 
for the deal. Ps 

If the salesman doesn’t have 
this knowledge, the average buy- 
er, who usually knows at least 
as much about the truck as the 
average salesman, and much 
more about the requirements of 
the haul, will quickly set the 
salesman right, especially in the 








sizes up to 14,000 pounds GVW. 

Even then, the salesman who 
makes the contact always has the 
truck manager or the dealer to fall 
back on for further advice and aid. 
If the salesmen will make the con- 
tacts, the dealer should be able to 
sell all the trucks he can get from 
his factory, providing, of course, 
that the dealer himself is inter- 
ested in selling trucks and will 
work at it a little himself. 

Another excellent lead to both 
new and used truck sales, in addi- 
tion to cold service calls, is the list 
of trucks sold by the dealership 
seven years ago and more. 





|| City Ownership 


Of Transportation 
Opposed in N. Y. 


ROCHESTER, N. Y.—Municipal 
ownership and operation of mass 
transportation “has been costly and 
expensive to the public,” Glen R. 
Bedenkapp, public service commis- 
sioner, told delegates to the New 
York State Motorbus Assn. at their 
convention here. 

“It may, for a time, result in ap- 
parently cheaper fares, but in the 
long run, the public pays through 
the nose,” Bedenkapp added. 

In the same vein H. L. Bollum, 
president of Springfield (Mass.) 
Street Railway Co., declared: 

“Most persons seem aware that 
public ownership is no cure for the 
transit industry’s problems. Fares 
are pushed up in ratio to other 
spiraling factors on publicly owned 
properties as well as those private- 
ly owned. Municipal officials real- 
ize that actual operation of a tran- 
sit system carries heavy responsi- 
bilities with the eventual possibil- 
ity of becoming a political liability 
rather than a political asset.” 
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DUMP IT HOISTS: Cash in on the 
terrific demand for farm hoists, to over- 
come shortages of help needed for un- 
loading crops, feed, etc. 4 Dump it models 
and larger. 


fit all platform trucks, 1 ton 
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BOOST YOUR 
EARNINGS 


40 YEARS of St. Paul “Know-how” and quality construction — 
combined with aggressive new national advertising program in farm 
and trade papers — promises a big sales year for you in St. Paul 
Hydraulic truck equipment. Check the many job-proved St. Paul ‘“‘vol- 
ume producers” pictured here . . 
prospects .. . then “get on the ball with St. Paul” . . . for bigger earn- 








. start lining up your local truck 


ings, cleaner deals, happier customers. Remember, any truck sells 


easier, performs better with St. Paul equipment. Ask for proof! 


See Your Distributor 





PAX-ALL REFUSE LOADERS: so 





FRATE GATE: Every heavy hauler is a 
prospect . . . cuts truck loading and unload- 
ing costs 50% .. . avoids injury to 
personnel and merchandise. 2000-lb. lift- 
ing capacity, for all trucks 1 ton UP. 


TRUCK PATROLS: Big market in coun- 
ties, towns and local industries for main- 
taining dirt and gravel roads, parking lots, 
etc. Gives you extra profit on same sale 
with St. Paul hoist and dump body. 


and chassis before the equipment. 
Therefore, the dealer pulled all 
bodies, with the exception of panel 
and dump bodies, off the trucks 
he took in trade. In cases where 
even these bodies were in a tough 
condition, he pulled them, too. 
* * 


+ 
‘THEN he went through the 
chassis from radiator to rear 
axle and put the job in workable 
shape. He even straightened the 
‘rame where U bolts had put a kink 

in the lower flanges. 
He put in new, or well re- 
paired, seats and backs if the 


low-priced any community with a refuse 
collection budget can afford PAX-ALL ef- 
ficiency. Choice of 9 cu. yd. and 12 cu. yd. 
models for all 84” C/A trucks. 


@ MAIL THIS HANDY COUPON™ ¥ 


ST. PAUL HYDRAULIC HOIST 
2207 Univ. Ave., S. E., Minneapolis, Minn. F] 


() Send name of nearest St. Paul Distributor. 


We are especially interested in............ 


ones in the “trade” were broken Bie cid pe cap aeee bhaaaae 
ag pee Ly cutive dhawtin CMG «a ul wa RRS RaOES dis La wee we deh aaee & 
ed the eab and hood if needed, or HYDRAULIC HOIST Pee 


gave it a good wax job if it had 
fair paint. Then he applied a high 
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World’s most honored car designer, Pinin Farina, New single control on improved Weather Eye Just lift a finger to open the door. This brilliantly 
styles his first American car—The Nash Golden Air- Conditioned Air System takes place of usual three or designed new door handle eliminates any protrusion 
flyte. Its low, sweeping “continental look” is receiv- four knobs.The Weather Eye fresh air intake is part which might snag sleeves or clothing and also makes 
ing enthusiastic praise from coast-to-coast! of the new body design. “freezing-up”’ of locks a thing of the past. 


Look how narrow! Front pillars are slimmed down Now a full foot wider! Nash Twin Beds are — made up for daytime naps for youngsters or 
40%. This, with the new lower hood and 44% larger now wider, more comfortable. This feature, for sound sleeping on long night trips. It’s a 
windshield area, gives the driver a new, safer view of originally designed for outdoorsmen, has be- favorite feature with doctors, too—for emer- 
the road, eliminates blind spots. Glare-free, tinted come immensely popular with families having — gency ambulance service! It takes less than 30 
Solex glass all-around is available. young children. The right-hand bed can be seconds to transform into Twin Beds. 





= 
Now it’s double for the Airliner Reclining Seat. This wonderful New Direct - Draft horizontal carburetion makes the Concealed gas filler! The new Nash gas tan 
comfort feature, exclusive with Nash, is now available on both new Super-Jetfire engine an even hotter, better bal- intake is concealed by the tail-light, eliminating } 
front seats—adjustable to many different positions. And now anced performer than last year’s stock car speed rec- the usual hinged door in the fender. Traditiona' ¢ 
the Ramblers have this popular plus-feature, too. ord holder. Dual-Range Hydra-Matic is optional. Nash economy means fewer fillings, too! 
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Deep-set windshield, with the widest seats and the mobile, give a completely new conception of luxury 


greatest eye-level visibility ever built in to one auto- —_and_ spaciousness. Rear pillars are rakishly slanted. 








, the best things 
today come from 
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sal 
New Airflex Front Suspension, made possible only with 
exclusive Nash Airflyte Construction, means the smoothest, 
quietest ride you've ever known—and a new thrill in ease 


of handling and steering. 





Stronger, Safer! That’s Airflyte Construction, the mod- 
ern, Nash-pioneered way to build a car. Body and frame 
are one welded unit, eliminating all body-bolt rattles. 


On P 


A decorator’s dream come true! Famed Madame 
Héléne Rother selected the new fabrics and color schemes 
for The Golden Airflyte. Look at the width of that seat! 





THE AMBASSADOR + THE STATESMAN - THE RAMBLER 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 

















38 AUTOMOTIVE NEWS, APRIL 7, 1952 
a — raheem, Arar ; 
awd TH t | bulletin issued by Penetred Corp., 


ULL U, 





ROLL-A-DUMP—J. E. Woods Mfg. Co., 
1425 First St., San Fernando, Calif., has 
announced the production of the Roll-a- 
Dump truck bodies. According to the 
company, the platform of the carrying 
surface may be rolled back to add as 
much as two feet when area is needed. 
In addition, the platform may be tipped 
down over the rear wheels to facilitate 
unloading operations, the company said. 

s 2 -* 


Data on Tire Heat 
How excessive heat from the 
shoulder area of a tire is reduced 
with “Penetred thermoductor” skid 
control coils is described in a new 


Extensive on-the- 
illustrated and the 


| Marshfield, Wis. 
|road tests are 


| bulletin tells how the reader may | @ 
make a test of the heat in truck | j 


| tires after use. 
+ * x } 


Hunter Cargo Cooler Held 


Hunter Mfg. Co., 1550 E. 17th St., 
Cleveland 14, has announced the | 
Hunter cargo cooler, a refrigerated 
truck van, for long-distance hauls 
of meat, fresh fruit, vegetables, 
dairy products and frozen fish. 

According to the company, the 
cargo cooler provides thermostat- 
ically controlled, dry ice refrigera- 
tion which is effective on long 
hauls. A recent test run with a 
load of fresh hanging beef was 
made from Chicago to Boston, the 


Effective in Long Hauls r 





TRUCK SEAT REPAIR KIT—A truck seat 
replacement kit is offered by W. lL. Web- 
ster Mfg. Co., Box 3269, Jefferson Station, 
Detroit, that can be used on 90 percent of 
the trucks in use, the firm states. The 
quality is the same as original equipment, 
with tough, durable fabric, L. A. Young 








SHOWS AD VALUE OF TRUCKS—Manhigh, double capacity route truck bodies on 
forward-control chassis provide door-to-door deliverers with traveling billboards in 
exclusive neighborhoods and congested business districts where money could not buy 
advertising billboards. A toy shop in Reading, Pa., has taken advantage of this 
medium. One side reproduces a lion cage; the other side is a replica of a tiger cage. 
The front quarter section sports a monkey. The value of these displays is reflected in 
the increased business from parents responding to their y gster's appeals to have 
toys delivered to them in the new truck, it is stated. The idea is applicable to bak- 
eries, laundries, dry cleaners, furriers, workshops on wheels, florists, and frozen food 
purveyors. Body is made of aluminum alloy. Because of its light weight, it is mounted 
on a %-ton chassis and has the additional advantage of being able to carry bulky 








company said, without losing a 
pound due to cargo shrinkage. 


springs, and standard factory cotton pads, 
it adds. Webster states that the only tools 
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PAK-JAK. 


with Detachable 
Adaptors— 


This Revolutionary Shop Tool Has Many Other Uses for 


IDEAL 


A MUST for Efficient Automotive Service .. . 
Pays for Itself... Write for Literature Today 


TOW BAR SALES COMPANY 


40 South Clinton St. 








needed are a tack hammer, screw driver, 
and hog ring pliers. 


for AUTO AND TRUCK * * * 
TRANSMISSIONS and 
@ @ DIFFERENTIALS . 


Only $49.95 


Perfection Offering Bulletin 
On Hydraulic Truck Hoists 


Perfection Steel Body Co., Galion, 
O., is offering an illustrated and de- 
tailed bulletin on its Model 727, 
827, 1027 and 1034 hydraulic hoists 
and Series 200 and 300 bodies. These 
hoists and bodies are for use with 
heavy-duty trucks. 

The bulletin features the extra 
heavy-duty iso-draulic roll-a-lift 
units for use with perfection heavy- 
duty “300” series dump bodies. 


SERVICE CALLS on Late Model Low 
Fender Autos, INSTALLING MOTOR SUP- 
PORTS, BODY & FENDER WORK, etc. 





Chicago 6, Illinois 















Individually designed 
to fit all "52 models 






GRULE GUARD 
TRUNK GUARD 





You want extra 
profits . . . your 
customers want the 

best protection for 
their cars. When you 
sell CELLO both you and 
the customer are satisfied, 
because Cello Grille Guards 





are specifically ENGINEERED 








to provide the finest protection 
money can buy. 











QRULE GUARD 
WITH WINGRALS 





ADJUSTABLE 









lo 


/i\ Only top-quality materials 
and workmanship go into the making 
of Cello Guards. 


Join the thousands of success- 

ful merchandisers who are now featuring 
Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes. 1946-1952. 


For full information on Cello 

Guards and License Plate frames write 

to the factory today for FREE catalog pages 
and price lists. 


GRILLE GUARDS 
your GUARD for life 


Products Co. 161 Prescott Street, East Boston 28, Mass 





items that were formerly delivered in heavy, bulk trucks. 


* + + > 





EXTENSION BOOM—Canfield Tow Bar 
Co., Inc., 6033 E. McNichols Rd., Detroit 
12, has announced an extension boom 
wrecker, called the model X-305. Accord- 
ing to the company, the unit will handle 
cars and trucks up to 7,000 pounds 
G.V.W. The company pointed out that 
the boom may be removed from the 
truck, leaving ample load space for gen- 
eral hauling. 





REPLACEABLE FLOORING — Fruehauf 
Trailer Co. has announced a replaceable 
flooring for trucks, which is to be stand- 
ard equipment for its Durasteel vans. A 
feature of the new flooring is that chan- 
nels are grooved to allow the blocking of 
boxes and crates with nails. Fruehauf said 
the nailing process may be repeated in- 
definitely. 
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THIRD AXLE UNITS—Detroit Automotive 
Products Corp., 8701 Grinnell Ave., De- 


troit 13, has announced the Load-Booster 
third axle units for trucks. The company 
said that one of the features is the newly- 
designed Torq-leaf spring suspension, 
which can take motors of any torque 
capacity so long as the gross weight on 
the Load Booster bogie axles does not 
exceed the rated capacity on each model. 








DELIVERY BODIES—Universal Sales Inc., 
Delaware, O., has announced its line of 
Cee-Line house-to-house delivery bodies, 
which are mounted on a Chevrolet chassis. 
The company rec ds the bodies for 
bakeries, dairies, laundries, florists and 
department stores. 








McCulloh Named 
Dick McCulloh has been ap- 
pointed used - car manager of 
O’Donnell Pontiac, Inc., 2709 Fred- 
erick Ave., Baltimore, the company 
announces. 








DAVERN 
Auto Backrest 






Helps relieve backeche 
ond sacroiliec trouble 


@ Helps relieve backache and sacro- 
iliac trouble. 
@ Increases braking efficiency — re- 
lieves abdominal strain. 
@ Back support. @ Air cooled. 
@ Helps short people at wheel. 
@ Helps prevent perspiration. 
+ bo gel weight—18 ounces. 
Yy- 
2 Sosndiae durable—hand 
from strong rattan—lasts for years. 
@ Good for passenger comfort. 
@ Wonderful for salesmen. 


Price, $4.95 
ASSOCIATED PRODUCTS CO. 


Broadway Arcade Bidg. 
542 S. Broadway, Los Angeles, Calif. 
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It all adds up toa 
mighty good thing for dealers 
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Definition in Senate Bill Deplored by NTLS 





Truck Leasers Deny ‘Carrier’ Role 


CHICAGO. National 
here, has protested a Senate bill | 
which designates truck leasing in 
the category of “carriers.” 

The protest was filed by Fred P. 
Baker, president, on behalf of the 
organization in connection with 
hearings on the bill before the Sen- 
ate Committee on Interstate and 
Foreign Commerce. 

Baker also submitted an amend- 
ment and alternative amendment 
to the bill. In the text of his pro- 
test, released here, he said in part: 

“Bonafide truck leasing com- 
panies are primarily ‘service’ or- 
ganizations. We are not ‘carriers’ 
in any sense of the word. We 
furnish no drivers. We have no 
control over the routing or dis- 
patching of the truck which we 
lease. We have nothing to do 
with the cargo carried on the 
trucks. We have no liability for 
such cargo and do not furnish 


insurance protection for any 
cargo. 
“The rental charge is based 


wholly on the cost of the service 
which the truck leasing company 
and the customer agree are to be 
furnished by the lessor. The rental 
rate is never based on the weight 
of or the number of pieces of cargo 
carried on the vehicle. 

“Most of our truck leasing con- 
tracts are for a long term and have 
clauses which permit the lessee to 
purchase the equipment if he so 
desires during the term of the 
agreement at an agreed price. 

“This business in which we are 
engaged does not require a cer- 
tificate or permit from the Inter- 
state Commerce Commission be- 
cause it is not a _ transportation 
business. Accordingly, we do not 
hold any operating authority from 
the Commission. 

“All we provide as lessors is 
the truck, and we agree to fur- 

nish fuel, oil, repairs and mainte- 
nance. These certified carriers 
provide their own drivers, and 
direct and control the use of the 
vehicle, just as they would if 
they owned and maintained the 
vehicle.” 

Baker’s protest continued: 
“Paragraph (b) of S-2362 would 
prohibit common and contract car- 
riers from leasing vehicles from 
any person who does not hold a 
certificate or permit from the In- 
terstate Commerce Commission. 
Since truck leasing companies do 
not hold such permits, we could 
not continue to serve common and 
contract carriers by leasing them 
trucks. Furthermore, we could not 
obtain such authority from the 
Commission because our services 


N. J. Truck Tax 
Of $25 Million 
Expected in 52 


NEWARK, N. J.—A total of $25,- 
000,000 will be paid into the New 
Jersey treasury by the trucking in- 
dustry during the next fiscal year, 
according to Barclay Fox, past pres- 
ident of the New Jersey Motor 
Truck Assn., who claimed this 
would be $8,000,000 more than the 
railroad tax payments. 

Fox said revenue estimates in 
Gov. Driscoll’s budget list railroad 








taxation at $16,600,000, of which 
only $4,300,000 is retained for state | 
purposes. The trucking industry, | 

he said, is estimated to pay $17,-| 
500,000 in registration fees and | 
$7,500,000 in gasoline taxes. 

“With the first full budget year 
of the new increased truck Year| 
tration fees,” Fox said, “they will 
be paying nearly 50 percent more | 
than the railroads to the state | 
treasury. The current budget shows | 
that the $25,000,000 anticipated | 
from trucks represents 14 percent | 
of all state revenue. 

“Under our present fiscal system, 
motor vehicle owners are by far the 
largest taxpayers to the state gov-| 
ernment. The current budget esti- | 
mates $38,000,000 from the Seeaiiee | 
tax and $48,000,000 in motor vehicle | 
registrations, a total of $86,000,000. | 

“This total represents nearly 48 
percent of all state revenues. The | 
second highest tax comes from 
cigarets with $18,000,000 and the 
railroads are a poor third with $16,- 
600,000,” Fox said. 










Truck! are not transportation and, there-, 
Leasing System, with headquarters | fore, the Commission could not is- | 


sue authority to issue same. 

“Certainly this committee would 
not consider it in the public inter- 
est to sell vehicles under condi- 
tional sales contracts to motor car- 
riers or only permit such persons 
to repair and maintain vehicles for 
such carriage. This, to a large ex- 
tent, is what paragraph (b) of 
S-2362 does. 

“We understand that certain un- 
desirable practices have developed 
in motor transportation under the 
guise of ‘leasing,’ and that the 
Commission has investigated the 
entire subject. The Commission is- 
sued a very lengthy report as a re- 
sult of its investigation. 

“Nowhere in this entire report 
does the Commission condemn or 
even comment unfavorably upon 
the leasing of vehicles without 
drivers by non-carrier truck 
leasing companies to common 
and contract carriers. 


“On the contrary, the Commis- 





sion in its final report and order 
released on May 8, 1951, while set- 
ting forth new regulations regard- 
ing leasing of equipment by motor 
carriers, specifically exempts bona- 
fide truck leasing companies from 
those regulations.” 

The amendment offered to Sen- 
ate bill S-2362 reads: 

“(b) No common or contract car- 
rier of property by motor vehicle 
shall operate any motor vehicle in 
the transportation of any property 
for compensation (whether or not 
exempt under section 203 (b) of this 
act), unless such motor vehicle is 
owned by such carrier or is leased 
without driver by such carrier from 
an individual, partnership or cor- 
poration, whose principal business 
is the leasing of equipment with- 
out drivers for compensation, or is 
leased by such carrier from another 
person authorized by the Commis- 
sion to operate as a common or 
contract carrier by motor vehicle.” 








Service Training at Sanford Nash— 

Nash Motors’ mobile service training school was held at Sanford Nash, Inc., Tacoma, 
Wash., recently. Shown are the dealership's service department personnel taking part 
in the engine phase of the one-day school. The instructions were conducted by John 
Violetta, Nash Seattle zone service representative. 





The alternative amendment fol- 
lows: 

“(b) No common or contract car- 
rier of property by’ motor vehicle 
shall operate any motor vehicle in 
the transportation of any property 
for compensation (whether or not 





exempt under section 203 (b) of this 
act), unless such motor vehicle is 
owned by such carrier or is leased 
by such carrier from another per- 
son authorized by the Commission 
to operate as a common or contract 
carrier by motor vehicle.” 
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Bower and Federal-Mogul, two of 
the greatest names in the bearing 
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provide you with a better roller 
bearing service. You get the kind of 
roller bearings you want—and you 
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Arrow's New Home in Anderson, Ind.— 


An interesting feature of the new home of Arrow Pontiac in Anderson, Ind., is the 
nearness and attractiveness of the used-car lot. The dealership celebrated its fifth 
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Doings 





Clay Fisher, DeSoto-Plymouth 
dealer at San Bruno, Calif., was 
elected president of the Penin- 
sula Automobile Dealers Assn. at 
its annual meeting at Palo Alto, 


| Calif. 


anniversary with a grand opening of the building, which covers 26,000 square feet. | 
More than 20,000 people attended. There were door prizes of $1,000, $500, and $250 | 


to be credited toward the purchase of a new or used car. A special preview and buffet } 


supper was attended by 200 city and county officials, business leaders and General 
Motors executives. 

| manager, and his staff are super- 
vising the campaign to 


Boston Area Dodge Dealers 


Net 208,317 Lbs. of Scrap 


Dodge dealers in the Boston re- 
gion, comprising Maine, New 
Hampshire, Vermont, Rhode Is-| tion. 
land and part of Connecticut, sup- ss * 
plied 208,317 pounds of scrap metal 
during the first 10 weeks of a spe- 
cial national campaign in which 
Dodge dealerships throughout the 
country sent 9,423,367 pounds of 
scrap to mills. 


S. E. Pattison, Boston regional 


Huntington Motors 
Ed Holyoke has taken over the 
Hillman-Minx dealership at 1002 
S. Myrtle Ave., Monrovia, Calif. 
The name of the dealership 
Huntington Motors. 





Cliff Simpson (Buick) was 
named vice-president, and Paul 
Diebert (Chrysler - Plymouth), 
secretary - treasurer. Directors 
chosen were James Bell, Clayton 
Clarkson, Carl Haas, Ted Schu- 
man and Frank Wagar. 

* * * 


Mellen Motor Co. 


Ernie Mellen has_ purchased 
|Ralph Pennington’s interest in 
collect | Mellen - Pennington Motor Co. 


brass, copper, steel, aluminum and | (Chrysler-Plymouth), 114 N. Main, 
other scarce metals needed for na- | Pratt, Kans. The company will be 
tional defense and civilian produc- | known as Mellen Motor Co. Mari- 
/on Hearn has been added to the 
|sales force. 


* > baal 


McLaughlin Heads Car Group 


is| son Chevrolet, 


Of Red Cross Drive 


George L. McLaughlin, Jack- 
Roxbury, Mass., 
has been named chairman of the 





car group of the 1952 Boston area 
Red Cross fund drive for $1,540,- 
000. 


* * . 


Lehman Joins Barington 


Floyd Lehman has joined Baring- 
ton Chevrolet Co., Minneapolis, as 
sales manager, according to Carr 
Barington, president. Lehman was 
formerly with Malmon Pontiac, 
Inc., St. Paul. 


* * * 


Crestview Motors 

Fred R, Wemmers has purchased 
the Steels Motor Co., Crestview, 
Fla., and will open Crestview Mo- 
tors (Dodge - Plymouth), there. 
Wemmers is former owner of San 
Marco Motors, St. Augustine. 

* * * 


Hub Motors, Cleveland 


Jimmie Henderson has bought 
Barnard Ford Sales, Cleveland, and 
will operate the business under 
Hub Motors, Inc. 


Henderson has been connected 
with Hull-Dobbs since 1942. Until 
recently, he was manager of the 
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Augusta Motor Sales save $8.50 a day with their National Sales Register. 


“We estimate our National System 


saves us *2,000 yearly!” 


‘$2,550 is a considerable sum of 
money, yet we estimate our new 
National Sales Register saves us this 
much annually. 

‘*“To begin with, it has ended errors 
in addition which, we estimate, for- 
merly averaged over $1.50 a day. 

“Like most automobile agencies, 
we do a great deal of credit business. 
We estimate that, in these opera- 
tions alone, our National System 
saves at least $3 a day by compelling 
all charges to be recorded, thus eliminating losses from 
forgotten charges. 

“Our National System also saves us at least 3 hours of 
work a day—a considerable additional saving— in balancing 
cash, breaking down sales, and reducing bookkeeping. This 
is worth at least $4 a day. Our summary for the Ford 
Motor Co. now takes us a matter of minutes to draw up. 

“Because of these concrete results—which add up to a 
saving of $2,550 a year—we heartily recommend a National 





MR. M. D. FRY 
Augusta Motor Sales 
Staunton, Va. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


System to all automotive dealers. Like ours, it will soon 


pay for itself.” 


So writes Mr. M. D. Fry concerning his National Sales 
Register. The complicated operations of an automobile 
agency require a National System to obtain maximum profits. 
By placing register printed figures before every customer 
for every item bought, National enforces correct records and 


correct handling of money. 


By automatically classifying and adding amounts into 
separate “locked in’”’ totals, National gives you vital, profit- 
making figures instantly and accurately. 

Call your National representative today! Let him study 
your methods. Then he’ll give you a confidential report on 
how you can enforce accuracy, get correct handling of 
money, and speed vital figures on their way to you. 





CASH REGISTERS © ADDING MACHINES 
ACCOUNTING MACHINES 


! 
| Hull-Dobbs dealership on Chester 


| Ave., Cleveland. 
+ + * 


Dealer Leases New Property 
To Bell Aircraft Corp. 


| Louis Rosengold, president of 
| Mullane-Rosengold, Inc. (Dodge- 
Plymouth), Niagara Falls, N. Y., 


has announced the purchase of the 
|lands and buildings of Niagara 
| Wall Paper Co. there. 

| Rosengold said the original plans 
| had been to use the space as a new 
location for the dealership, but that 
|it had been leased to Bell Aircraft 
Corp. as an engineering laboratory 
|for the extent of the emergency. 

| + * * 


| Bigger Red Cross Aid 
Pledged in Hartford 


Hartford auto dealers and auto- 
motive tradesmen have pledged 
increased 1952 Red Cross support 
over previous years. 

Chairman James R. Johnson, 
of the local campaign’s automo- 
tive division, has announced that 
new-car dealers already have sub- 
scribed more so far this year than 
they gave during the entire drive 
in 1951. Johnson is president of 
J. R. Johnson, Inc. (Lincoln- 
Mercury). 


x * * 


Dealers Support Russell 


D. N. Stafford, Lincoln-Mer- 
cury dealer, and Clark Lyndon, 
owner of Southern Auto Co., both 
of Tifton, Ga., have been elected 
president and secretary, respective- 
ly, of the Russell-for-President 
Club in Tift county. 

* * * 


Richardson Nash Co. 


Boyer Motors (Nash), Lawrence, 
Kans., has been purchased by S. E. 
Richardson, Overland Park, and 
H. B. Tomson, Kansas City, Mo. 
The firm will be known as Rich- 
ardson Nash Co. 

a aa * 


Pontiac Honors McNevin, 


Richmond (Calif.) Dealer 


William McNevin, founder and 
general manager of Richmond Mo- 
tor Co. (Pontiac), Richmond, Calif., 
has been named to Pontiac’s Hall 
of Fame. McNevin is president of 
the Richmond chamber of com- 
merce, a member of the board of 
the East Bay Municipal Utility dis- 
trict and president of the Bay Area 
Pontiac Dealer Assn. 

The formal presentation was 
made by Don R. Stuart, San Fran- 
(Continued on Page 41, Col. 1) 
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(Continued from Page 40) 


isco zone manager. McNevin re- 


sponded by paying tribute to his| 
Eldridge Pratt, | 


department heads: 
sales manager; Dolph Ackerman, 
assistant general manager; 
Snyder, service manager; Mahon 
Payne, assistant service manager; 
Ernie Reynolds, parts and acces- 
sories manager; Stanley Morrie, as- 


sistant parts and accessory man- | 
|ment of 1952 Nash automobiles, | 


ager, and Mary Roselund, office 


manager. 
* = 


Jett Promoted 


Hudson Columbia Motor Co., Co- 
lumbia, S. C., has appointed Nor- 
man E, Jett general manager. Jett, 
who succeeded Curtis C. Cox, was 
district manager for Hudson for 
six years and has been in the area 
for 3% years, with headquarters in 
Atlanta. Cox was made sales vice- 
president of the firm. 

* * o 


New Officers Are Elected 


By El Paso Association 
New officers of the El Paso 
(Tex.) Automobile Dealers Assn. 
are Jay Dawson, of Dawson Mo- 
tor Co., president; James Nance, 
of Nance Buick Co., vice-presi- 
dent, and W. R. Sullivan, of Nash 
El Paso, secretary-treasurer. 
Retiring officers of the associa- 
tion are E. H. Casner, of Casner 
Motor Co., secretary-treasurer; 
Norman Casner, of Casner Motor 
Co., president, and Cecil Thomp- 
son, of Lone Star Motor Co., 
vice-president. 
+ * 


Empty Safe Stolen 
Safecrackers. who recently re- 
moved a 200-pound safe from the 
office of Swain Motor Co., San An- 
tonio, Tex., had a disappointment 
in store for them. It was empty. 
x * + 


Joins Buick Dealership 

Norman E. Hubbard has been 
appointed general manager of Port- 
land Buick Co., Portland, Me., by 
Cc. W. Fogg, president. Hubbard 
recently resigned as vice-president 
and general manager of Henley- 
Kimball Co., local Hudson dealer- 
ship. 

= ” 


Cantin Tells N. H. Group 


Of European Experiences 

Clyde Cantin, automobile dealer 
in Laconia, N. H., who recently 
toured France, Germany and Italy | 
in his own car, described his ex- | 
periences abroad in a talk before 
members of the Rotary club 
Conway. 

Cantin declared frankly that his 
observations had convinced him 
that Americans are resented in 
Europe, where even tourists see 
such signs as “Americans Go 
Home.” American economic aid is 
not appreciated, either, the auto 


dealer stated, and it is not doing} 


the good that people in this coun- 
try are led to believe. 
* * o 


Lakeland Hudson Co. 
Robert Forslev has bought 
Kelly-Hudson Co., Lakeland, Fia., 
and will operate the Hudson deal- 
ership under the name Lakeland 
Hudson Co. 


* ~ * 


Moore Promoted 
Don Allen City Chevrolet, Inc., 
Buffalo, has named Charles W. 
Moore commercial and fleet sales 
manager. He formerly was new-car 
supervisor. 
7 * 


Ken Lancaster, Inc. 

Ken Lancaster, Inc. 
Memphis, has been opened in the 
quarters formerly occupied by Ham 
Motors. Ken Lancaster is presi- 
dent, and Jeanne Lancaster is sec- 
retary-treasurer. The Lancasters 


also own Associated Automobile Co. | 


(Kaiser-Frazer), Little Rock, Ark. 


O’Neal Announces Candidacy 


For Ark. Governorship 


H. D. (Dutch) O’Neal, owner of 
automobile dealerships in Little 
Rock, Memphis and New Orleans, 
has announced his candidacy for 
governor of Arkansas in the elec- 
tion to be held this summer. 

O’Neal said the outcome of the 
New Hampshire election, where 


Sen. Kefauver upset President Tru-| 


man, had much to do with his de- 


Floyd | 


in | 


(Hudson), 


cision. “If that guy (Kefauver) can | 
do that well in the New Hampshire | 


primary, maybe I can do the same 
|in Arkansas,” 
has been a resident of Little Rock 
for 13 years. 

* * * 


New York Nash Opens 


Coincident with the announce- 


| New York Nash Corp. opened its 
doors at 1780 Broadway, in mid- 
|town New York. Norman Files is 
| president and general manager of 
|the dealership. 


* * * 


Johnson Names Allee 
Reynold Johnson, president of 
Reynold C. Johnson (Packard), 
Oakland, Calif., has announced the 
appointment of Walt Allee as gen- 
eral manager. 
* + * 


$20,000 Fire at Ramsey 


Fire that started from an ex- 
plosion in the service department 


he asserted. O’Neal | 


| caused an estimated $20,000 loss to 
| Ramsey Motor Co., 
| Ark. Owner Arlie Ramsey said the 
| blaze destroyed about 40 percent 


|}of the building. No one was in- 
jured. 
* * * 
Ash Withdraws 
J. V. Ash, Bastrop (La.) auto 
dealer, has withdrawn his candi- 


|dacy for mayor of that city. 
|said he was withdrawing because 


| his name was filed four days after 


the legal deadline. 


‘Slippery’ Thief 
Robber Has Hard Luck 


At Rossetter Motors 
Feel sorry for the misguided 
|thief who had bad luck at the 
Rossetter Motor Co., Peoria, IIl. 

Police reconstructed the “crime” 
this way. 

The burglar crawled through a 
window and stepped into a pan of 
crankcase oil. He jumped out of the 
oil, slipped on the floor and set off 
a fire extinguisher which sprayed 
him with foam. This seemed to 
dampen his ardor to make a fast 
buck, for he never got to the cash 
register. 





Heber Springs, | 


He | 








Cash for East Bay (Calif.) Dodge Salesmen— 


Top performers in a recent Dodge sales contest conducted among East Bay Dodge 
dealers in the Oakland (Calif.) area—Ken Gillig (left), J. E. French Co., Oakland; 
Charles Long (center) and Leo Kelly, both of Jack Holland, Inc., Hayward, smilingly 
accept silver dollar cash awards. The contest, concluding four weeks of sales clinics 
conducted by Dr. 


sulted in marked increases in Dodge car and truck sales, it was reported. 


Robert Thompson, business consultant and sales psychologist, re- 
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@ Rotatable rear support provides 60” wheel- 
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Cuts Time Required for Repair Jobs 


@ Moximum accessibility to underside of car. 
Deep, narrow front yoke, with two movable self- 


guided into slots locking supports. 


@ Automatic opening and closing front side doors 
provide maximum foot room. 


self-contained units. 


See your Curtis jobber or use coupon below for complete information 


CURTIS PNEUMATIC MACHINERY DIVISION 
1976 Kienlen Avenue, St. Lovis 20, Missouri 


| am interested in items checked: 
[_] Truck and Bus Lift 


[_] Single Post Lift 
[_] Power Car Washer 


@ Plunger travel 72” above floor — no uncom- 
fortable crouching or stooping. 


@ Low installation cost. Minimum excavation and 
concrete required. No deep pit. Permanent steel 
concrete forms furnished. Door frame assemblies 
and superstructure combined, shipped as two 
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U sed-Truck Sales 
High in Canada 


OTTAWA.—Canadian dealers are 
finding that buyers of used com- 


mercial vehicles want more fi- 
nanced sales this year, and that 
apparently there is less “cash on 


the spot” when the transactions are 
completed, according to a govern- 
ment report. 

January figures, the report said, 
show that the number of commer- 
cial vehicles sold through financing 
plans jumped 41 percent in number, 
and 56.7 percent in total value over 
the same period last year. 
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New Spurs to Wreckers | 


NPA Offers Incentive to Boost Scrappage; 


Other Changes 


WASHINGTON. — Auto wreckers 
last week were given an added in- 
centive to help raise the iron and 
steel scrap inventories of the na- 
tion’s mills and foundries to a safe 
operating level. 

Edward Greb, director of NPA’s 
salvage division, announced an 
amendment to Order M-92—the auto 
wrecker regulation—which removes 
purchase restrictions in the follow- 
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AMALIE ... offers 30,000-mile new car guarantee 
AMALIE ...has Liquid-Phase refining 
AMALIE . . . ideal heavy duty oil for hydraulic valve lifters 


AMALIE ...helps make steady customers out of new ones 


AMALIE = 


AMALIE DIVISION 
L. Sonneborn Sons, Inc., New York 10, N.Y. 


REFINERIES: PETROLIA AND FRANKLIN. PA. - 


FACTORY: NUTLEY. WJ. 





Member Pennsylvania Grade Crude Oil Association, Permit No, 32 




















Reduce Corporate Taxes 
on the Warehouse “Diet” 


Remember, when your inventory goes 
down -—so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 











Made in M-92 | 


ing quarter by auto wreckers who, | 
in any given quarter, wreck out all | 
1939 or older cars they had at the} 
beginning of the period. 
The amendment, Greb_ ex- 
plained, rewards wreckers who 
have cooperated with NPA in 
keeping up the flow of scrap dur- 
ing the critical winter shortage. 

The amended order also: 

1. Changes the definition of “mo- 
tor vehicles” to exclude buses with 
a capacity of more than 1% tons 
or 16,000 pounds gross weight, or 
having a passenger capacity of 32 
or more persons. This was done, 
Greb said, to prevent indiscriminate 
wrecking of buses, as required prior 
to the amendment, whose parts are 
interchangeable with heavy truck 
parts and are badly needed for re- 
placements. 

He pointed out that no great loss 
of scrap will result since the num- 
ber of this type of vehicles, exempt- 
ed from demolition, will be a negli- 
gible percentage of the total cars 


scrapped. 
2. Deletes from the definition of 
a “car unit” the phrase “1,500 


pounds of loose scrap.” The term 
has been found to be not in con- 
formity with trade practices, Greb 
said, and is confusing to wreckers. 
He added that wreckers may no 
longer substitute 1,500 pounds of 
loose scrap for a car unit, which is 
now defined as a motor vehicle 
stripped of salvageable parts. 

3. Provides that no wrecker 
may acquire a greater number of 
vehicles during any quarter than 
he has junked in the preceding 
quarter, unless he has wrecked 
out a number of cars equal to 
the total number of pre-1940 ve- 
hicles which were in his inven- 





Mack’s Bransome 
Rips Propaganda 


Against Truckers 


REDDING, Calif. — America’s 
transportation system must build 
its way out of its present problems 
by scientific highway construction 
and “scientific” legislation, in the 
opinion of E. D. Bransome, presi- 
dent of Mack Trucks, Inc. 

Charging that propaganda has 
been used in an attempt “to ham- 
string trucks in their competition 
with other forms of transporta- 
tion,” Bransome told the Sierra 
Cascade logging conference here 
that he favored truck legislation 
“based on scientific principles, not 
on emotional propaganda.” 

He said that America’s transpor- 
tation system as a whole is the 
mainspring of our national econ- 
omy, but added that “the railroads 
are not helping the nation’s econ- 
omy by their propaganda against 
trucks.” 

“I sympathize with the railroads 
because of their difficulties and be- 
cause of heavy burdens laid upon 
them by government regulations,” 
Bransome said. 

“But while I am fully aware that 
misery loves company, I will object 
and fight in every way to prevent 
the railroads from spreading their 
misery to us. 

“The American public already has 
indicated that trucks and highways 
are a vital part of this country’s 
transportation,” he said. 

The Mack executive described 
propaganda that seeks to hamper 
the normal growth of the trucking 
industry through legislation as 
“jury fixing.” 

Emphasizing that trucks damage 
only those roads which are not 
built for heavy traffic, Bransome 
said that “roads have to be built 
to fit the traffic and have to be 
built right.” 





Oregon Truckers Given 


6 Percent Rate Hike 


SALEM, Ore.—Oregon’s public 
utilities commissioner, Charles H. 


Heltzel, has granted a 6 percent 
increase in intrastate freight 
rates. 


Applying to all commodities and 
traffic other than intracity drayage 
and bulk petroleum, the order re- 
sulted from an application filed by 
the Pacific inland traffic bureau in 
May, 1951. The application was 


7, 1952 





based on increased operating costs. 
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Chevrolet for Benton Harbor (Mich.) Schools— 

Twin Cities Chevrolet, Inc., Benton Harbor, Mich., has furnished the Benton Harbor 
high school with a 1952 Chevrolet for its driver training program. At the presentation 
are, left to right, Dean Weckler; Charles Semler, principal; W. L. Klum, sales manager; 
Hugh Miller, and Lloyd Devereaux, driver training instructor. 








tory at the beginning of the pre- 
vious quarter. 

Greb explained that the original 
order exempted only those cars 
built from 1946 on. Experience has 
shown, he said, that vehicles from 
1940 upward are in great demand 
and it is not in the public interest 
to scrap them. The amendment also 





will be beneficial to wreckers by 
giving them added used-car parts, 
he said. 

Order M-92, as amended, brings it 
in line with the long range program 
of scrap production, rather than 
with the emergency basis under 
which it was issued originally, 
Greb explained. 
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@ SAVE FUEL 
* REDUCE WEAR 
@ PREVENT LUGGING! 


- Seve 


ELECTRIC 


TACHOMETERS ~ 





Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading fleet 


operators report a substantial savings in 
fuel, maintenance costs and increased 
safety by having drivers operate in this 
R.P.M. economy range. Sun Electric Tach- 
ometers are simple to install, they have no 
drive cables or rotating parts. Models are 
available for gasoline engines in any speed 
range up to 7,000 R.P.M. Write for name 
of your local distributor and complete data 


sheet TODAY! 


* FOR CARS, TRUCKS, 
TRACTORS & BOATS 


* NO DRIVE CABLES 
* EASY TO INSTALL 
* ILLUMINATED DIAL 
* SENSITIVE 
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Manufactured and Guaranteed by 


5 SUN ELECTRIC CORPORATION 
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6327 Avondale Avenue 
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how to BUILD and HOLD 


SERVICE VOLUME 


More than 4,000 aggressive car 
dealers have proved the use of Stemac 
Service Emblems bring back the cars 
they sell for servicing—that no promotion 
expense pays dividends year-in and year- 
out to compare with the small cost of 
Stemac Emblems. 

Finest quality chrome finish. Supe- 
rior workmanship. Deep, clean-cut, easily 
read letters of all new metal. Flexibility 
to mount on any curved surface—all tell 
you that here is the finest service name 
plate you can buy, yet whose cost is 
surprisingly low. 





MAIL COUPON TODAY! tet us send you a typical 
Stemac Service Emblem FREE. Test it! Bend it! Compare it! 
See why Stemac is the Service Emblem chosen by over 4,000 
leading car dealers to represent them on the new cars that 


leave their sales floor. 
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—= STEMAC COMPANY 1281 So. Cherokee, Denver, Colo.-— 


Gentlemen: Please send typical FREE Stemac Service Emblem for inspection 
and comparison, together with complete details on how | can build and hold 
service business by using Stemac Service Emblems. 
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Simple, Plug-in Gadget . . 


AUTOMOTIVE NEWS, APRIL 7, 1952 





GM Gauge 


Measures 


To Millionth of Inch 


CHICAGO.—Although it is sensi- | 
ive to variations in surface down | 


o a millionth part of an inch, 
Surfagage is a simple, rugged, 
portable instrument that can be 


plugged into an electrical outlet 
inywhere in a shop or factory, ac- 
-ording to General Motors Labora- 
tories, which developed it. 

The gauge was presented to | 
American Society of Tool Engi- 
neers here last week and will be 
available to all industry, since 
GM has licensed its manufacture 





Up fo Millionth of an Inch— 


A gauge that checks “roughness” up to 
a millionth of an inch on precision parts 
has been developed by General Motors 
Research Laboratories. Joseph B. Bidwell 
of the laboratories is using the Surfagage 
on a valve stem. Surface roughness is 
important to both lubrication and wear 
characteristics of precision parts in autos 
and other mechanical devices which ap- 
pear mirror smooth to the eye or touch. 

* * * 

to an instrument firm, it was 
stated. Demonstrators at the pres- 
entation were Arthur F. Under- 
wood, Joseph B. Bidwell and 
John H. Brems, who supervised 
its development in the laborator- 
ies. 

Designed for defense and civilian 
products, the instrument records 
the degree of surface roughness of 
a machined part, such as auto pis- 
ton, gear tooth, transmission clutch 
facing, crankshaft, cylinder lining 
or any other part with a machined, 
ground, honed or lapped surface, 
GM points out. 

In engineering practice the sur- 
face “roughness” of precision parts, 
virtually invisible to the eye and 
sometimes absolutely smooth to 
human touch, must be controlled. 
Controlling the mating surfaces is 
important both for wear character- 
istics and proper lubrication of 
machined parts wherever rubbing 
contacts occur. 

Thus, engineers have established 
a series of so-called roughness 
values for surface finishes which 
are specified on blueprints and 
drawings. In effect, the Surfagage 
monitors these values. It works this 
way: 

If a shop man wants to de- 
termine whether his machine tool 
is producing a surface of a speci- 





‘Checking’ Drivers 


Medical Center Proposed 
For N. Y. Truckers 


NEW YORK.—Creation of a 
medical safety center for the ex- 
amination of all applicants for em- 
ployment as vehicle operators and 
for periodic medical examinations 
and safety retraining of all com- 
mercial drivers is proposed at New 
York’s 22nd annual safety conven- 
tion. 

Dr. Harold Brandaleone, medical 
director of the Surface Transporta- 
tion Co., made the proposal at the 
commercial vehicle session of the 
convention sponsored by the Great- 
er New York safety council. 

Dr. Brandaleone said the savings 
to industry through reduction in 
accidents and illnesses would more 
than make up the cost of staffing 
such a center with well trained 
physicians and safety personnel. 


fied roughness value on a certain 
part, he merely moves a pickup 
with a diamond stylus over the 
surface of the part. The stylus is 
fitted to the electronic pickup in 
a case about the size of the cap 
of an average fountain pen. 

The Surfagage has a high sensi- 
tivity transducer, a device that 
transforms motion into electrical 
voltage. When the diamond stylus 
moves over the “peaks and valleys” 
of a machined surface, the micro- 
scopic up-and-down motion is 
transformed into electrical signals 
which are recorded on a motor dial, 
GM states. 


By glancing at the reading on the 
meter, the shop man can tell in- 
stantly whether the roughness 
value checks with the specification 
of the part he is machining. 

Irregularities on precision parts 
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in production are measured in mi- 
croinches or millionths of an inch. 
Such scratches are so small that if 
a pocket mirror with a roughness 
of one microinch was _ enlarged 
until it was 10 miles wide, height 
of the irregularities on its surface 
would be less than one inch. 





Before the advent of the Surfa- 
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TOTAL RETAIL VALUE (tax incl.) 


CASCO PRODUCTS CORP. 





CASCO STANDARD 
6 volts No. $-240 


California Dealers Visit Plymouth— 

Representatives of two California dealerships were guests of Plymouth last week for 
luncheon and a plant tour. From Crockett Brothers (DeSoto-Plymouth), Fresno, are, left 
to right (seated), salesmen Ike Regier and Robert Williams. From J. W. Allen Co. 


(DeSoto-Plymouth), San Francisco, are E. O. Solem, partner; K. 
Chulla and Vernon Gerdau, salesmen. Standing behind them, from left to right, are 
Orin Blenke, of the staff of A. H. Paterson, vice-president and general works manager; 
David Kilgour, executive assistant, and A. B. Dowd, merchandising manager. 





(also available in 12 volts) 
LIST PRICE 


L. McKinney, Lovis 








gage, most surface roughness meas- 
uring devices were relegated to the 
laboratory because of the delicate 
job they performed. The new in- 
strument makes surface roughness 
measurement a simple factory or 
machine shop operation, the firm 








NEW On-The-Post spotlight has 


Truck Uncoupling 


Called Easy with 
Air Power Unit 


COLUMBUS, O. — Safety Sales 
Associates, located here at 81 E. 
State St., is marketing a new de- 
vice for “easily” uncoupling trailers 
from truck-tractors. 

The firm says one of the head- 
aches of the trucking industry has 
been cured by the device, which 
puts compressed air to work. The 
new uncoupler was developed by 
John J. Madigan, maintenance su- 
perintendent for All States Freight, 
Inc., Akron. 

Uncoupling trailers from tractors, 
the firm says, has always been a 
time-consuming task which occa- 
sionally results in injury to an 
operator. 

Safety Sales says Madigan’s un- 
coupler is made for installation 
under the fifth wheel plate. Then 
an air hose on the trailer is at- 
tached to the uncoupler’s hose. 

The driver applies air by hand 
or foot from the cab, the pressure 
releasing a connecting pin which 
separates the tractor from the 
trailer. 








all the eye appeal 


and light power of more expensive thru-the-post types 
... yet is easily installed in minutes with a %“ drill 


CASCO DEL 
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$ 
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CASCO SPOTLIGHT MIRROR... Fits Most Spotlights! 


Casco’s new 4” Spotlight Mirror is encased in heavy gauge brass, bril- 
liantly chrome plated, mounted on a free action swivel to a stream- $ 

lined bracket that fits most spotlights... left or right. Its double 

thick, polished bevel plate glass is weather sealed. Complete with 


attaching plate and screws. 





WITH INTRODUCTORY OFFER ‘* A’ 


STANDARD ‘‘ON-THE-POST”’ 
SPOTLIGHTS—No. S-240 

YOUR COST @ 8.40. 
TOTAL RETAIL VALUE (tax incl.).. 


42.00 


UR PROFIT $16.80 
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DELUXE (mirror mounted) 
“ON-THE-POST” SPOTLIGHTS— 


No. $-240M 
onsen 30.60 
51.00 


UR PROFIT $20.40 


R LIMITED! 


No. S-10 LIST PRICE 


BRIDGEPORT 


6 volts No. $-240M 


and a screwdriver. Rigidly affixed to windshield post with 2 self- 
threading Phillips Head screws and is turned on and off by a toggle 
switch mounted on the dashboard. 
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(as shown) 


3] 7 tax incl. 
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ORDER TODAY! 
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New Tool Engineering Officers— 

Leslie B. Bellamy (third from left), Detroit manager of the Sterling Grinding Wheel 
division of Cleveland Quarries Co., was named president of the American Society of 
Tool Engineers at its recent meeting in Chicago. From left to right, officers are G. A. 


Rogers, assistant secretary-treasurer; 





Haltug, Finzel Move Up 
At Timken-Detroit Axle 


Louis C. Haltug has been ap- 
pointed assistant general man- 
ager of the Wisconsin Axle divi- 
sion of Timken-Detroit Axle Co., 
according to Walter F. Rockwell, 
president. Haltug, who has been 


R. F. Waindle, 
Crosby, vice-president; H. E. Collins, secretary, and Dr. H. B. Osborn jr., vice-president. 
Behind them is H. E. Conrad, executive secretary. 
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vice-president; Bellamy; J. P. 


controller of the company with 
offices in Detroit since 1945, will 
now be located in Oshkosh, Wis. 
At the same time, Rockwell an- 
nounced the appointment of 
George J. Finzel as controller to 
succeed Haltug. Finzel has been 
with Timken-Detroit Axle for 12 
years as chief accountant. y 
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Federal Security Administrator 
Oscar R. Ewing has announced the 
appointment of E. L. Shainmark as 
his assistant. Shainmark was for- 
merly managing editor of the Chi- 
cago Herald American for 10 years. 

* * + 


White Motor Names Henry 
Head of Kansas City Branch 


Wyman L. Henry, sales manager 
of the “3000” Division, has been 


named manager of the Kansas City | 


branch of White Motor Co., it is 


announced by J. N. Bauman, sales | 


vice-president. 

Henry succeeds A, G, Holum, who 
has been appointed manager of 
Rudy-White Truck Co., White dis- 
tributor in Des Moines. 

- * + 


I-H Appoints Callahan 
To Eastern Sales Region 


W. E. Callahan has been appoint- 
ed assistant regional manager for 
International truck sales in the 
east and east-central regions, it is 
announced by W. K. Perkins, sales 


manager of International Harvester 
Co. 


Callahan has been assistant man- 
ager of International’s New York 
sales district for several years. He 
joined International at Kankakee 
lin 1937. 


* * * 


Marmon-Herrington Names 


Flynn Successor on Board 

Col. A, W. Herrington, chair- 
man of the board of Marmon- 
Herrington Co., Inc., Indianapo- 
lis, has announced the election 
of William P. Flynn, president of 
the Indiana National bank to the 
board. 

Flynn fills the vacancy created 
by Russell L. White, former pres- 
ident of the bank. 

+ * 


| Heasley, Everhard Moved Up 


By Burns at Trailmobile 
William A. Burns, president of 
Trailmobile, Inc., Cincinnati, has 
announced the appointments of 
Paul W. Heasley as vice-president 
and comptroller and Lloyd R. Ever- 








Now—All Your Accounting 





on One Machine! 






Yes, it is truly amazing the way the completely new 





Burroughs Sensimatic handles automotive 


Deposits « 


accounting jobs. And there’s a good reason—for 
the Sensimatic was designed with the needs 
of automotive concerns in mind. 


It’s completely new from the ground up—built around 

a brand new principle, the control panel, or “mechanical 
brain,” that directs the machine automatically through 
any four accounting applications, in any combination. 
Control panels are interchangeable instantly and there is 
no limit to the number that can be used—no limit to 

the number of accounting jobs a single machine can do! 


The Sensimatic makes possible a great improvement 
in accounting speed, flexibility, and ease of operation. 
This means faster accounting, working-hours saved, 
increased output and, best of all, reduced accounting 
expenses. The Sensimatic is moderately priced, too. 


Get the complete story of this sensational new Sensimatic 
today. Call your local Burroughs office or write 
Burroughs Adding Machine Company, Detroit 32, Mich. 


HANDLES ALL THESE JOBS— dud uw 


Accounts Receivable Ledgers and Statements »« New-Car 


Monthly Financial Statement 


General 


Ledger « Payroll « Accounts Payable « Age Analysis 
e Revenue Distribution 


WHEREVER THERE’S BUSINESS THERE’S Burroughs 


|hard, secretary-treasurer of the 
| company. 

Heasley joined Trailmobile in 
1949 as comptroller and assistant 
}treasurer. Everhard became asso- 
| ciated with the firm in 1941 as as- 
sistant to the comptroller and a 
| year later was named assistant sec- 
|retary. In 1945, he became secre- 
|tary of the company. 
| * * * 


Reo Names Wright 


| Allan H. Wright, of Lansing, has 
been appointed assistant controller 

|of Reo Motors, Inc., Joseph S. 

|Sherer jr., president and general 

| manager, has announced. 

* * * 


Mack Names Beardslee 
Export Division Head 


F. W. Beardslee, vice-president 
of Mack Motor Truck Corp., has 
been appointed general manager of 
the company’s 
Export = _ division, 
according to H. 
W. Dodge, execu- 
tive vice - presi- 
dent. Beardslee 
steps up from the 
assistant general 
managership of 
the division. 

Manager of the 
company’s Fire 
Apparatus divi- 
sion for 12 years, 
Beardslee has been with Mack since 
1919. He will continue to make his 
headquarters in Mack’s home of- 
fices, Empire State Bldg, New 
York City. 


j 
| 
| 
| 
| 





F. W. Beardslee 


* a * 
Dobie Announces Opening 
Of Office in Detroit 

Dobie Co., specialists in dealer 
sales and service follow-up sys- 
tems for 15 years, has opened a 
Detroit office at 5429 Second 
Blvd., with William F. O’Brien as 
general manager. 

The company reports that six 
dealerships already have sub- 
scribed to its follow-up system. 
Dobie Co. maintains a staff of 
trained men to help dealers with 
| service problems. 
| * + * 


Portland (Ore.) Trade Group 


Names Stiens Secretary 


J. F. (Bud) Stiens has been 
| elected secretary of the Portland 
| (Ore.) Automotive Trades Assn. to 
| fill the unexpired term of Jack 
| Layley, who died Feb. 6. 

| Stiens is president of Best Auto 
| Springs Co., and in 1946 served as 
| PATA president. 

| * * 





| White Truck Names Ode 


To Head U. S. Contracts 


Kenneth F. Ode has. been 
named manager of government 
contracts of the truck division 
of White Motor Co., Cleveland, it 
has been announced by V. W. 
Fries, production vice-president. 

Ode was formerly manager of 
operations for Continental Foun- 
dry and Machine Co. He previ- 
ously was manager of the Find- 
lay division of Gar Wood Indus- 
tries, 


| Fageol Names Siers 


| Head of Engine Sales 


Appointment of A. F. Siers as 
| sales manager of the motor coach 
| engine division of Fageol Products 
|Co., Kent, O., is ore ere 
|}announced by L. 
| J. Fageol, presi- 
| dent. 
| Siers began his 
| automotive career 
}in 1918 with the 
| Pierce-Arrow Mo- 
|tor Car Co. His 
experience also in- 
cludes service 
4 ith Gotfredson 
ruck Co., Tim- 
| ken Detroit Axle S. ©. Ses 
|Co., General Motors, A. C. F.-Brill 
Co. and Pesco Products Co. 
| Prior to joining Fageol Products, 
|a subsidiary of Twin Coach Co., he 
| was for six years chief engineer in 
| charge of intercity bus production 
and experimental development for 
General American Aerocoach Co., 
East Chicago. 
. 











+ 
|GM Names Top Officials 
| At New Texas Plant 
Appointment of James J. Ed- 
wards as works manager of the 
| new General Motors dual-purpose 
plant at Arlington, Tex., is an- 
(Continued on Page 45, Col. 1) 
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(Continued from Page 44) 


nounced by J. E, Goodman, gen- 
eral manager of the Buick-Olds- 
mobile-Pontiac Assembly division. 
Also announced by Goodman 
were appointments of John T. 
Quill as director of purchases, 
George Marzonie as plant engi- 
neer, Donald C. Stewart as mas- 
ter mechanic and Robert T. Wei- 
ser as personnel director. These 
men will report to E. C. Klotz- | 
burger, plant manager. 
” * * 


Universal C.1.T. Appoints 


Craig, Payne as Managers 

Appointment of two district man- 
agers for branches in Los Angeles 
and Winston-Salem, N. C., has been 
announced by Universal C.LT. 
Credit Corp., New York. 

Named to the company’s office at 
416 W. 8th St. Los Angeles, is 
Raymond S. Craig jr., it was an- 
nounced by J. J. Tice, vice-presi- 
dent in charge of that division. 
Thomas F.. Moore, vice-president at 
the Charlotte (N. C.) division, ap- 
pointed M. F. Payne to the Win- 
ston-Salem branch. 

* > 


Muskegon Piston Ring 
Promotes Lane, Stanley 


Paul S. Lane and Merrill D. Stan- 
ley have been named vice-presi- 
dents at Muskegon Piston Ring Co., 
Muskegon, Mich. 

Lane, who joined the company in 
1940 as a research engineer, has 





Paul S. Lane M. D. Stanley 


been director of research of the | 
Muskegon division since 1944. Stan- 
ley became associated with the 
company in 1929 and was made 
assistant manager of the Muskegon | 
division in 1941. 





* 


Rigby Named to Head Up 


Wagner Auto Sales 

Wagner Electric Corp., St. 
Louis, has announced appoint- 
ment of W. S. Rigby to assistant 
manager of its automotive orig- 
inal equipment sales department. 

Rigby started his career with 
Wagner in 1927 as a student engi- 
neer. He spent 12 years in the 
motor engineering department, 
and has held various supervisory 
positions in the automotive en- 
gineering department of the com- 
pany. 


* 


Cameron Elected to Head 
Southern Jobber Group 


The Virginias-Carolinas Automo- | 
tive Wholesalers Assn. has elected | 
Bruce Cameron as president for the | 
ensuing year. 

Other new officers: R. G. Devlin, 
vice-president, and R. E. Kirkland | 
jr., secretary-treasurer. | 

* ” * 


Federal-Mogul Announces 


Retirement of LaLonde 

Federal-Mogul Service, Ltd., has | 
announced that E. C. LaLonde, To- 
ronto manager since 1926, will re- | 
tire on Apr. 15. The company said | 
George L. Carruthers, employed in 
Toronto, will manage the eastern | 
district, including a branch at| 
Montreal. 

The western district headquarters | 
at Calgary has been under the} 
management of Thomas Anderson | 
since the first of this year. Ander- | 
son had been formerly employed at | 
Federal - Mogul’s Atlanta service | 
branch. 





+ | 
| 
Wagner Appoints Moncrieff | 
To Head Denver Branch 
The automotive division of Wag- | 
ner Electric Corp., 6400 Plymouth | 
Ave., St. Louis 14, has announced 
that M. B. Moncrief has been ap- 
pointed manager of its Denver 
service branch. 
Moncrief, formerly of Wagner’s 
Dallas automotive branch, joined 


+ * 


|lein as 


| Dupree jr., mana- 


the organization in 1937 and since 
that time has been in branch op- 
eration and selling. 
* 


* * 


Spicer Mfg. Appoints Hertlein 


As Midwest Representative 


Appointment of Charles L. Hert- 
Spicer midwest district 
service sales representative is an- 
nounced by 8. F . 


ger of the service 
department of 
Spicer Mfg. divi- 
sion of Dana 
Corp. 

Hertlein will 
sell and service 
Spicer products in 
the Chicago re- 
gion, where he 
will maintain 
headquarters. 

= 


C. L. Hertlein 


* 


* 


U. S. Honors Gore 


Secretary of Commerce Charles 
Sawyer has presented to Edgar F. 


‘| business advisory 





Gore, sales manager of the Metals 
division of Bohn Aluminum and 
Brass Corp., a certificate of appre- 
ciation, for Gore’s service with the | 
council of the} 
| Department of Commerce 
. | 


* . 


Peters Named Manager 
Of Willys Manufacturing 

William H. Peters has been ap- 
pointed manager of manufactur- | 
ing of Willys-Overland Motors, 
Inc., it has been announced by 
Raymond R. Rausch, vice-presi- 
dent and executive assistant to 
the president. 

Peters learned the tool and die 
trade at Willys-Overland in 1916. 
He was employed by Ford for 
more than 30 years, and returned 
to Willys-Overland in Novem- 
ber, 1951. 


Conder Appointed Trustee 


Of Wayne U. Foundation 


Appointment of Robert W. Con- 
der, Chrysler Corp. labor relations 
director, to the board of trustees 
of the Wayne university foundation 
has been approved by the Detroit 
board of education. 

Conder was named to replace 


* * 








Henry S. Hulbert, former probate 





Goodrich Previews Tire Film— 


Miller tire sales are being shown on a f 


Sound of Bells." Executives of the Sunset Oil Co., Pacific coast distributors, 


"The 
Leo 


ilm prepared by B. F. Goodrich Co., 


Pearlston (left) and Milton Friedman, discuss the film with W. A. Green (center), H. T. 
Swanson and K. K. Kantzer, of the B. F. Goodrich Co. ‘associated lines division. 





judge who resigned. He will fill 
the remainder of the term which 
expires June 14, 1956. 


* * 


Allan Appointed 


American Charcoal Co., Detroit, 
has announced the appointment of 


— 





C. R. Allan as national sales and 
ordnance director, In Detroit indus- 
trial circles for 37 years, Allan was 
formerly associated with Ford Mo- 
tor Co. as director of non-Produc- 
tive purchasing and later as pur- 
chasing agent for maintenance, re- 
pair and operations supplies. 














Pictured above is Galion's “User Preferred” Fulcrumatic 
“We” .. 

Galion ABC sales making formula . . 
exclusive ACTION unites with 
BALANCE and top quality CONSTRUCTION to produce 





. it represents the “A” of the now famous 
where this 
perfect operating 


nequalled performance on the job . . . and fo lengthen 


ya life too! 

it also provides truck dealers with "A Better Chance” 
to profit on their dump truck equipment sales . . . 
Take advantage of it. 
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MAKES A WHALE OF A DIFFERENCE THE 


GALION : = 


A.tsteet Boor Company 
GALION, 


FOR TRUCK DEALERS! 





Seldom if ever has a truck dealer had the “Oppor- 


tunity to Profit”... so easily . 
investment. 


. . and without capital 


Truck dealers everywhere can make money faster 
and easier with Galion hydraulic hoists and allsteel 
dump bodies, because . . . (1) Galion equipment is “User 
Preferred” and (2) The Galion nation-wide distributor organi- 
zation is ready and willing to work closely with interested 
truck dealers in the development of more dump truck sales. 


These experienced truck equi 
handle equipment installations 
efficient and immediate service 


pment specialists will 
and back you up with 
when needed. 


Yes indeed, Opportunity Knocks for truck dealers... 


Don’t fail to answer! 


Contact your Galion distributor or write direct to us 


for complete details. 
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my Strangely enough, the latest models couldn’t be blamed for the loss. |}, an = coupe, $970. “48 

Revolving Brush Does the Work The price of ’52s rose during the week by $4. The only other gain on | %-ton pickup, $830; SM 2-dr., $825, '47 

the list was a $6 advance in the average price of ’46s. | SM_club coupe, $825; FM club coupe, 

WASHES YOUR CAR = ’ s : a . | $795; %-ton panel, $740; FL aerosedan 

For the rest of the models, it was a story of losses. The largest | 3136. '46 FM 2-dr., $685, $670; conv., 


declines were suffered by ’50s and ’51s, which dropped $51 and $48, 
respectively, from their March levels. The price of ’49s slid $24, while 


FASTER-EASIER THAN EVER!! 


$60 
CHRYSLER—’ 51 NY 4-dr., $2,600*. ‘50 
Windsor 4-dr., $1,620*. "46 NY T & C 














1 | 
; | 
| 
| Simply attach to any garden hose . . . amazing turbine- | "48s went down $16 and ’47s fell $10. es, i 41 Royal ~~ = - 
action quickly cleans your car to gleaming finish. No ” nly slight chan ; es —’ ustom 4-dr., ,605* ; e - 
| 95 rubbing! scrubbing! wiping! Rinses as it cleans — without | : There bees only = . ea aa os percentage of cars sold at luxe 4-dr., $1,530*, ‘47 Deluxe club 
| $6. streaking! Aluminum and brass parts cannot rust! Pays || V@rlous auctions as the igure remain ow compared with the late coupe, $805°. 
j (List) | for itself fast! || February and early March level. Sales last week at 13 representative | DODGE—'52 Diplomat, §2,475*. '49 Mea- 
| | auctions totaled 1,465 units, or 64 percent of the 2,298 offerings. In the san tae pa =. agua rae 
{ For Added —— - BR previous week at the same auctions, sales amounted to 1,464 units, or | FORD —’52 Victoria, $2500: Custom (8) 
c : as 2 : 63 percent of the 2,342 offerings. 2-dr., $2,200; Deluxe (8) 2-dr., $1,935 
| onvenience | , , + i : "51 Deluxe (8) 2-dr., $1,560. '50 Custom 
| | Prices marked with an * indicate a unit equipped with (8) conv., $1,465; 2-dr., $1,200*: club 
| NEW! Swirl-O-Feed Attachment (removable) feeds detergent automatic transmission or overdrive. coupe, $1,360°, $1,195, $1,300; Custom 
automatically.” Fits right in any Swirl-O-Matic brush handle ca (6) 4-dr., $1,225. '49 Custom (8) 2-dr., 
| Sends det + ling th h Brush. List) $1.5 S ANGELES $1,610*; RM Riviera 4-dr., $1,650*; RM $1,075*, $1,010, $955; 4-dr., $985; %-ton 
ends detergent swirling through Brush.............. (List) $1.50 | LOS > S = wh ; RI ickup,’ $060. "48 (8) conv. $048; OD 
| 3-ft. Extension for washing boats, sidings, windows, etc. (List) $2.50 | 4-dr., $1,595*; Super 4-dr., $1,535*; Spe- Pp P, aie. Nar we a 
(Los Angeles Auto Auction. Sales every | cial 4-dr., $1,395*; sedanet, $1,290. °49 (8) 4-dr., $725; SD (6) 4-dr., $695, '47 
| FREE! Special all-purpose detergent for those stubborn or greasy spots | Tuesday and Thursday at San Gabriel, Super sedanet, $1,305*; RM 4-dr., $1,- SD (8) 4-dr., 2 at $650, $415. °46 SD 
| with every order. | Calif. Prices are for sales of March 260*; 2-dr., $1,295*; Super 4-dr., $1,- S> 2-dr., . he $665; —a— 
25-27.) 295*, $1,280, $1,225. °'48 RM 4-dr., 570. '41 (8) business coupe, , 
| a Se he abloongerns | (Prices continued strong with high de- $1,110*; Super conv., $850. "| FRAZER—'47 Manhattan 4-dr., $420° 
| MELAIRE DISTRIBUTING COMPANY, (Dept. 4X) | mane. Sold 161 units out of 283 offer- | CADILLAC—'51 Coupe de Ville, $4,180*, — Commodore (8) 4-dr., $1,- 
ing. $4,040*, $3,975*; (62) 4-dr., $3,695*. . 
420 LEXINGTON AVE., NEW YORK 17, N. Y. | BUICK—'51 Super conv., $2,360°. °50 Su-| $3,555. "50 (62) cons. 83,420": (62) club | KAISER—'51 4-dr., $1,405*. 
i a an ee ae aS Ss ES SG As SD SS eS a SD SS OS Se Se ee Ss Se ee ee comme comes cos ‘Per Riviera 2-dr. coupe, $1, 780*; 4-dr.,| coupe, $3,405*; (60) Special 4-dr., $3,- | LINCOLN—'50 4-dr., $1,725* 





sinnenltpensnsitsientanmaa Ke ; MERCURY—’51 4-dr., $2,130*; club 
coupe, $1,885*. '50 club coupe, $1,560°, 
$1,415, $1,400; conv., $1,525*. '49 4-dr., 


$1,155*; club coupe, $975. ’47 4-dr., $690. 
Gi new J 5 NASH—’51 Rambler station wagon, §$1,- 
405. °'50 Statesman Super 2-dr., $950. 
e e * "46 (600) 4-dr., $485. 


OLDSMOBILE—'51 (98) Holiday, $2,465*, 
$2,450*, $2,405*; (88) Super 2-dr., §2,- 
365*. *50 (88) 4-dr., $1,750*; 2-dr., 


$1,650*; (98) 4-dr., $1,715*. °49 (98) 

4-dr., $1,460*; (88) 4-dr., $1,450°, $1,- 

375*; (76) conv., $1,185*. °48 (98) ‘4-dr., 
| $1,170*, $1,150*, '47 (76) 4-dr., $850*. 
PACKARD—’49 4-dr., $1,050*. 


PLYMOUTH—'50 SD 4-dr., $1,350. ‘47 


SD 4-dr., $760, $730, $545; Deluxe 4-dr., 
$625. °46 SD club coupe, $650; Deluxe 
4-dr., $615, $445. 

PONTIAC—’52 Chieftain (8) 4-dr., §$2,- 
555*. °51 (8) Catalina, $2,410*; Chief- 


tain (8) 4-dr., $2,200*; 2-dr., $1,950; 
(6) club coupe, $1,500. "50 (8) ‘Catalina, 
$2,025*; 2-dr., $1,400; (6) 2-dr., $1,355. 
"48 (8) 4-dr., $1,125*. 

STUDEBAKER—’51 Commander conv., 
$1,800". °50 Commander 2-dr., $1,155* 
’47 Champion 4-dr., $775*. 

WILLYS—’51 Jeepster, 31 265*. °50 (6) 
station wagon, $1,150 

MISCELLANEOUS—’50 ‘GMc %-ton pick- 
up, $950. '50 International %-ton pick- 
up, $1,015. 


PHILADELPHIA 


| (Robinson Auto Auction. Sale every 

Tuesday. Prices are for sale of March 25.) 
(Sold 109 units out of 139 offerings.) 

BUICK—’51 Super Riviera coupe, $2,360*, 
$1,950. °50 Super sedan, $1,500, $1,440. 
49 RM sedan, $1,160. "48 RM sedan, 
$890*, $750. °47 Super conv., $690. 

CADILLAC—’51 (60) Special sedan, $3,- 
850*, '50 (61) sedan, $2,700. °49 (62) 
sedan, $2,260*. 

CHEVROLET—'51 SL Deluxe sedan, $1,- 
620°, $1,590*; ‘%-ton panel, $1,350. ’50 
SL Deluxe sedan, $1,350, $1,285; SL 
Special sedan, $1,160, $1,075; FL Spe- 
cial sedan, $990. '49 SL Deluxe sedan, 
$1,035; FL Deluxe sedan, $1,045, $1,- 
000; FL Special sedan, $970; %-ton pan- 
el, $560. °48 FL aerosedan, 2 at $900. 

CHRYSLER—’50 T & C Newport, $1,900*. 
49 Windsor sedan, $1,370*. ’'48 Windsor 
sedan, $1,030, $950. '47 Windsor sedan, 
























to sell for only 


MODEL 
401A 


. 


DeSOTO—’51 Sportsman, $2,150. '49 car- 
ryall, $1,270. '48 Custom sedan, $825. 
DODGE—’51 %-ton panel, $1,340. "49 %- 
ton panel, $635, $510. '48 Custom sedan, 

$930. 

FORD—’51 Custom (8) sedan, $1,550, $1,- 
500; Deluxe (8) sedan, $1,385, $1,375, 
$1,340, $1,320. '50 Custom (8) sedan, 
$1,050; Custom (6) sedan, $1,040, $1,- 
030; Deluxe (8) sedan, 2 at $1,060, 
$980. '49 %-ton pickup, $935; Custom 
(8) sedan, $955, $925; Custom (6) se- 
dan, $850; Deluxe (8) sedan, $810. '48 
SD (8) sedan, $740, $730; (6) sedan, 
$680. °47 (6) sedan, $530. °41 sedan, 
$210. 

FRAZER--'47 sedan, $460 

KAISER—’51 Deluxe 4-dr., $1,425, $1,420. 
‘47 Special sedan, $385 

LINCOLN—’49 Cosmopolitan sedan, $990 

MERCURY—'49 sedan, $1,135, $1,100, 
= °48 sedan, $850, $740. °47 sedan, 





A price that opens the way to 
thousands of sales! This com- 
pact, all-in-one unit has a built- 
in Alnico V speaker and chrome 
trimmed control head—mounts 
quickly and easily into the in- 
strument panel of most cars and 
trucks. New resistors cut high 
speed and vibration distortion; 
patented motor noise filter. 





















$66 
NASH'S! Statesman sedan, $1,275. '48 
(600) sedan, $800, $630. 
OLDSMOBILE—’'47 (98) sedan, $750; (66) 
sedan, $830*. '46 (66) sedan, $650. 
PLYMOUTH—’51 Cranbrook sedan, $1,500, 
$1,440; Cambridge sedan, $1,460, $1,920, 
$1,415, $1,370, $1,365, $1,360, $1,325; 
business coupe, $1,040. '50 Deluxe sedan, 
$1,165, $1,035. '47 SD sedan, 2 at $780, 


4-WAY CHOICE OF INSTALLATION 

a ERT $670. °46 SD sedan, $660, ‘39 SD 
EASY TO SELL © EASY TO STOCK © EASY TO INSTALL PONTIAG.’51 Chieftain (6) sedan, $1,- 
700. ’50 SL (8) sedan, $1,375. °49 Chief- 


ton (8) sedan, $1,300*. ’48 SL (8) se- 
dan, $910; station wagon, $875. ’46 SL 


FOR 1952 PACKARD © OLDSMOBILE ¢ BUICK * CHEVROLET * STUDEBAKER (8) sedan, $625, 2 at $610. 
KAISER * HENRY J * CHEVROLET TRUCK * GMC TRUCK Witation wagon, $850, 
+o J a tation wagon 
U G HUDSON * PONTIAC MISCELLANEOUS ’48 GMC 14-ton pick- 
and adaptable to many older models of these cars up, $460. 
No longer just one choice but four! Car and truck own- T DeLuxe Custom Set 3 DeLuxe Custom Set MASON CITY, IA. 
ers can specify the power they want and the tuning 6-Tube Power* 6-Tube Power* (Lapiner Car Auction. Sale every Wed- 
“— ese fe ~ teen nae a —- = Micro-Max Manual Tuning Lok-Set Pushbutton Tuning neoees. Eolas a S. active” in. market ) 
act, easy to install—with exceptional sensitivity a A Sold 112 units out of 146 offerings.) 
— so — — 2 Golden Voice Custom Set 4 Golden Voice Custom Set BUICK—'52 Special Deluxe 4-dr., $2,275. 
selectivity, amazing reception power, free of interfer- 6 Site: Hast Stake Qener® 50 Special 4-dr., $1,320; sedanet, $1,- 
: : : : Z 195*; 2-dr., $1,290*. °49 S 4-dr., 
ence, distortion and fade-out! New automatic volume Micro-Max Manual Tuning Lok-Set Pushbutton Tuning $1,245, $1.195°; RM 2-dr., $1,170. *48 
control and tone control; extra-dependable Concen- *includin3 Rectifier a oo See eee Oe Se eee, 
trated-Power chassis built to outperform all others. -bui i i i ” CADILLAC—'50 (62) y., $3, 205°. 
perf Every custom-built set installed with big 6 x $” speaker CORUnae Gs OL Deine ets. 82. 
and control plate to match specific instrument panel. 125°, '51 Bel-Air, $1,800; SL Deluxe 
SEE MOTOROLA'S COMPLETE LINE OF CAR AND TRUCK Si. Special. 4-dr..” $1,180; SL Deluxe 
Ss Specia -dr., ° ; eluxe 
RADIOS AT YOUR DISTRIBUTOR 4-dr., ps1 235, $1,260. °49 FL Deluxe 





Prices and specifications subject to change without notice (Continued on Page 47, Col, 1) 
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$975. °41 SD sedan, $160 
PONTIAC '49 Chieftain (8) 


Used-Car Auction Prices  |\"2'sun" si" 


$700, $680. 








dr., $905. °47 4-dr., $360 
LINCOLN—’'49 club coupe, $1,100* 
MERCURY—’51 4-dr., $1,880*; 2-dr., $1,- 
865*. °48 4-dr., $750. ‘47 club coupe, 
$605. '46 4-dr., $640 ; 
NASH—’50 Statesman 2-dr., $1,115* 48 
(600) 4-dr., $580 
OLDSMOBILE—’50 (76) 4-dr., $1,380*. 
‘49 (88) 4-dr., $1,210*. ‘48 (98) 4-dr., 
$980*; (78) 4-dr., $755". ‘47 2-dr., 
J 


STUDEBAKER ‘48 Champion sedan, 
(Continued from Page 46) $875*, $700 
Apr. 1952 March Feb 
i-dr., $1,060, $1,095, $1,065; 2-dr., $1,- (8) sedan, $1,475, $1,670*; Deluxe (8) | yy Model (to date 1952 1952 
000, $965. | sedan, $1,420; Custom (6) sedan, $1,400. | AMARILLO, TEX. 1952 $2,320 $2,316 

HRYSLER—'52 Windsor club coupe, $2,-/| ‘50 Custom (8) sedan, $1,150. '49 Cus-| (Amarillo Auto Auction. Sale every Fri- | “te ae bis ~ 
300°. tom (8) sedan, $940, $1,020, $800; conv.,| day. Prices are for sale of March 21.) $1,200*  $1,220* $842 1951 1,661 1,709 $1,745 
neSOTO—'50 Deluxe -o., $1,230 aia $910; —- (8) po. eres, , SD | (Sold 203 units out of 320 offerings.) | 1950 1,297 1,348 1,330 
DODGE—’51 Coronet club coupe, ,650, | (8) sedan, $750. ‘47 SD (6) club coupe, NC - N . Sane | = we 
$1,575. '48 Custom 4-dr., $805. '47 De-| $630. '46 SD (8) conv., $690; SD (6) | wen 376° "ineeane pl ie'seqe’ oe ane! | 1949 1,067 1,091 1,054 
luxe 2-dr., $665. aay = sedan, $525. '42 SD (8) sedan, $350 | cial 2-dr., $1,135, $1,310; 4-dr., $1 sane. | 1948 809 825 819 
FOE te Caste 8) eee eee iss; | MAISER—'61 Henry J (4) 2-dr., $886 | Super 2-dr., $1,800*, $1,775*. *49 Special | 1947 666 676 677 
ee oe aa 00*. 49 business | LINCOLN — '51 Cosmopolitan club coupe, 4-dr., $1,065, $1,120; 2-dr., $900, $1,085; | 1946. 581 575 603 

ustom 4-dr., $1,1 . { usiness 4 ° se RM -d $1,585*: § a 5 | 
coupe, $860, $795; 4-dr., $910, $920, $2,200*. 46 sedan, $480. M 4-dr., ,O85*; Super 4-df., 01,286. | 1942 257 
$935; 2-dr., $1,000, $965. "48 (8) 2-dr., | MERCURY — '51 sedan, $1,850*, $1,760*, | CADILLAC—'51 (62) 4-dr., $3,580*; club | — 1941 248 
$005, $740. "46 1%-ton track, F400. ae an, BE, Siow’, G10. 48) Se Sore! tebp ete. eee | April March Feb Overall —- —— 

HUDSON—’49 Super (6) 4-dr., 5 : coupe, $720, 5 <,060, 1809, -ar., 9Sfo°, 49 | 
KAISER—’51 4-dr., $1,305*; Henry J 2-| NASH—’50 Statesman sedan, $1,050, ‘49 Sane as veh) dae ote “apie Average.... $1,200* $1,220* $ 842 
2,275°*. 2 -dr., $1,785 *Includes '52s and does not include '41s 


$685°. 
PACKARD—'51 2-dr., $1,965*. ‘49 2-dr., | 
$900*, °48 4-dr., $750 . 
PLYMOUTH—’52 Concord 2-dr., $1,585. ’50 
Deluxe 4-dr., $1,090, '48 Deluxe business 
coupe, $485, $575. ‘ 
PONTIAC—’52 Chieftain (8) 4-dr., $2,- 
485*. '51 (8) conv., $2,135*. ‘50 Chief- 
tain (6) Deluxe 4-dr., $1,160. '47 SL| 
(8) 4-dr., $650, $680, $655. ‘46 SL (6) 
2-dr., $505. 
STUDEBAKER—’51 Commander (8) 4-dr., | 
$1,455; 2-dr., $1,485*. '50 Land Cruiser | 
4-dr., $965*, $655*. ‘47 Champion conv., 
$640°*. 





DENVER 


(Denver Auto Auction, Inc. Sale every 
‘Yuesday at Littleton, Colo, Prices are for 
sale of March 25.) 

(Clean °46-'50 models held their own 
but ’51s and °52s slipped slightly. Bad 
weather cut volume, Sold 158 units out 
of 249 offerings.) 

BUICK—’50 Super Riviera sedan, $1,680*, 
$1,770*, $1,755*; Super sedan, $1,215*, 
$1,565*, $1,570", $1,605*, $1,615*. °46 
Super conv., $700. '39 Special sedan, 
$205. 


CADILLAC—’51 (62) sedan. $3,305*. °50 
(62) sedan, $3,000*. ‘49 (62) sedan, 
$2,235*. '48 (62). sedan, $1,835*. 

CHEVROLET—’52 Bel-Air, $2,475"; SL 
Deluxe sedan, $2,070, $2,075. °'51 2-ton 
truck, $2,161; SL Deluxe sedan, $1,400, 
$1,420, $1,425, $1,505, $1,520, $1,555, 
$1,570*. °50 SL Deluxe sedan, $1,270, 
$1,275, $1,305, $1,310, $1,395, $1,425, 
$1,500; FL Deluxe sedan, $1,100, $1,110, 


| PLYMOUTH—'52 Cambridge sedan, $1,950. 





$1,190, $1,195, $1,225, $1,250. '49 SL 
Deluxe sedan, $1,025, $1,080, $1,100, 
$1,140. '48 FL aerosedan, $810, $930. 47 
%-ton pickup, $685. 46 FM sedan, $545 
‘41 sedan, $230. '40 sedan, $285. 

CHRYSLER—’50 Windsor sedan. $1,525*, 
$1,700*, $1,710*, $1,740*. °47 NY sedan, 
$765". 

DeSOTO—’50 Custom sedan, $1,520*, °49 
Custom sedan, $1,190*. 

FORD—'52 Custom (8) sedan, $2,300*. 
‘51 Custom (8) sedan, $1,580, $1,645*; | 
%-ton pickup, $1,195; Deluxe (8) busi- 
ness coupe, $1,165*. '50 Custom (8) se- 
dan, $890, $1,215*, $1,270*. $1,280*, 
$1,285, $1,290*, $1,305*, $1,430*. "49 se- 
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$785, ‘48 station wagon, $540. ‘47 se- | 
dan, $705. °41 sedan, $265. } 

HUDSON—’50 Pacemaker sedan, $960. 

KAISER—’51 sedan, $1,175. 

LINCOLN—’52 Cosmopolitan sedan, $3.- 
430*. '49 sedan, $1.105*. 

MERCURY—’52 sedan, $2.575*, $2,640* 
$2,745*. ’51 sedan, $1,810, $1,905*, $1,- 
995*. '50 sedan, $1,390. ’49 sedan, $935 
$1.020, $1,060, $1.315*. '46 sedan, $545 
$710. | 

NASH—’'51 Super Statesman sedan, $1,- 
255*. '47 (600) sedan, $405. 

OLDSMOBILE—’51 (98) sedan, $2,135*, | 
$2,250*. "50 (88) sedan, $1,595*, $1,685*. 
‘48 (88) sedan, $790*. °47 (98) sedan, 
$455*, $465*, $550*, $600*. 

PLYMOUTH—’52 Belvedere, $2,345; Cam- 
bridge sedan, $1.740, $1,870. °51 Belve- 
dere, $1,705; Savoy, $1,480, $1,695. °50 
Deluxe sedan, $1,100, $1,205. °49 Deluxe 
sedan, $865, $900. °46 sedan, $505, $620. 

PONTIAC—’52 (8) Catalina, $2,475, $2,- 
710*; station wagon, $2.705*; Chieftain 
(8) sedan, $2,295. °51 Chieftain (8) se- 
dan, $1,595, $1,800*, $1,850*. °50 Chief- 
tain (8) sedan, $1,115, $1,350*, $1,550". 
‘47 (6) sedan, $730 | 

STUDEBAKER—’'52 Commander sedan, 
$2,050*. °51 Commander sedan, $1,405*. 
‘47 Commander sedan, $575*. | 

WILLYS—’50 Jeep, $725. | 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction. 
Sale every Monday. Prices are for sale of | 
March 24.) | 

(New-car prices were off $50 to $100 
on the 11 ’52s offered. Market showed 
no sign of a spring upsurge. Sold 123 | 
units out of 150 offerings.) | 
BUICK—'50 Super 2-dr., $1,485*, $1,400°; | 

RM Riviera coupe, $1,500*. °'49 Super | 

sedan, $1,200*, $1,275*; RM sedan, $1,-| 

| 
| 





120*, 2 at $1,150*; Special sedan, §$1,- | 
180*. '47 RM conv., $760; Super conv., 


$670. | 

CADILLAC—’50 (62) sedan, $2,885*. °49/ 
(61) sedan, $1,975*. ‘47 (62) sedan, 
$1,140. 

CHEVROLET—'51 SL Deluxe sedan, $1,- 
550, $1,630*, $1,555, $1,570*; conv., $1,- 
690; %-ton pickup, $1,075; FL Deluxe 
sedan, $1,470*, $1,535, $1,585*. ‘50 SL 
Deluxe sedan, $1,350, $1,320*, $1,360*, 
$1,350*, $1,225, $1,300; SL Special sedan, 
$1,200; FL Deluxe sedan, $1,380*, $1,320, 
$1,410*, $1,280. °49 FL Deluxe sedan, 
2 at $1,150, $1,120, $1,050; SL Deluxe 
sedan, $1,000, $1,035, $990; FL Special 
sedan, $1,060. °48 FL sedan, $685; FM 
sedan, $610, $850, $880. ‘47 FM sedan, 
$765. °46 FM sedan, $580; SM sedan, 
$525, $520. 

CHRYSLER — '52 Windsor Deluxe sedan, 
$2,730*, $2,780*. °51 Windsor Deluxe se- 
dan, $2,150. ‘50 Windsor Deluxe sedan, 
$1,700*. 49 NY sedan, $1,060". ‘46 
Windsor sedan, $610*. 

DeSOTO—'50 Custom club coupe, $1,500"; 
Carryall, $1,460*; conv., $1,675*. 

DODGE—'52 Coronet sedan, $2,240*, $2.,- 
135. °'51 Wayfarer sedan, $1,410. ‘49 
Coronet sedan, $1,200; Meadowbrook 
sedan, $1,180. '47 Deluxe sedan, $680. 





FORD—'52 Victoria, $2,325. ‘51 Custom 


(600) sedan, $930. 
OLDSMOBILE—’52 Super (88) sedan, $2,- | CHEVROLET—’51 Bel-Air, $1, 
800*. ‘51 (88) Deluxe sedan, $2,225* luxe club coupe, $1,510; 2 


‘50 (98) sedan, $1,730", $1,575*, $1,525*; | $1,580; 4-dr., $1,735*. ‘50 
| 


(88) sedan, $1,570*. '49 (76) sedan, $1,- 2-dr., $1,025, $1,105, $1,115, 

180*; (88) sedan, $1,170. °48 (98) sedan, 160, $1,240; Bel-Air, $1,520* 

$930*, $1,000*; (78) sedan, $935*. °47/| 250. 

(66) sedan, $680* CHRYSLER—'51 NY club co 
PACKARD—’'50 sedan, $1,020*. ‘49 2-dr.,| °49 Windsor 4-dr., $1,110, 


$725. ‘46 Windsor 4-dr., $4 
DODGE—'50 Wayfarer 2-dr., 


$800 | coupe, $1,115. ‘47 Windsor 


*51 Cranbrook sedan, 2 at $1,520. '50 











There’s NO LIMIT #2 JOBS 
Zox Can BRING-IN witha... 


HOLME 
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The 850 is shown recovering a new type 
carrier loaded with Cadillac cars. 


Note side pull used to bring loaded carrier 
up and on the highway. 


Oy 











SD sedan, $1,285, $1,210. °49 SD sedan, 





conv., $1,- 
Torpedo (6) 
(6) sedan, 


Average Used-Car Prices 


(Compiled by Automotive News) 























825; SL De- and °42s. 

a Seostal | (The above figures are averages of used-car auction prices, all 

$1,130, $1,- makes and models, carried regularly in Automotive News.) 

conv., $1,- | 

upe, $2,610. | 055; %-ton pickup, $785, $700. ‘49 Coro $2,310; (8) %-ton pickup, $1,600, $1,525, 

$1,220; club net 4-dr., $1,020; Wayfarer 2-dr., $950 $1,365. °'51 Victoria, $1,785, $1,815, $1,- 

4-dr., $690 '48 Deluxe 2-dr., $670 850, $1,885; station wagon, 2 at $1,550; 

70 FORD—'52 Custom (8) 2-dr., $2,200*, $2,- Custom (8) club coupe, $1,580; 2-dr., 
205*; Victoria, $2,225, $2,465*; conv., (Continued on Page 55, Col. 1) 











$1,050, $1,- 







Model 
850 





Users of a Holmes 850 wrecker will tell you there is prac- 
tically no limit to what a good operator can do with this big 
and powerful road unit. The 850 model is the most powerful 
unit in the Holmes line and as such has the capacity for large 
and heavy jobs which cannot be economically handled with 
a smaller wrecker. 


This model is of sufficient size and Capacity to rapidly 
recover and bring-in any of todays heavy trucks, large busses, 
trailers, etc. Each boom has a rated lifting capacity of 15 tons 
and a pulling power of 35 tons. The entire unit was designed 
and constructed for heavy duty work and easily handles very 
heavy jobs without danger of overloading or damage to the 
equipment. Write today for details on the Holmes 850 model 
which is the most powerful wrecker yet built. 


ERNEST HOLMES CO., Chattanooga, Tenn. 








24 Hour WRECKING SERVICE NORRISTOWN Marc DISTRIBUTORS 
i 5-7300 
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2 States Revise 
Gas Tax Laws; 


Md. Kills Bill 


While some revisions were made 
on gasoline tax in South Carolina 
and Virginia, a measure to in- 
crease the gas tax in Maryland was 


dead for 1952 as legislative sessions | 


in the three states adjourned for 
the year. 

Maryland’s legislation would have 
authorized a $90,000,000 veterans’ 
bonus partially financed by a one- 
cent a gallon state gasoline tax 
increase and an additional one dol- 
lar vehicle fee. A proposal to create 
an oil and gasoline conservation 
law also died in that state. 


South Carolina failed to ap- 
prove a proposed 2 percent gaso- 
line tax allowance to distributors 
but passed legislation exempting 
aviation gasoline from the state 
tax for one year starting July 1. 
However, the aviation gasoline 
now is subject to the 2 percent 
state retail sales and use tax. 


Virginia’s gasoline tax revision 
now includes a 50 percent boost in 
the refund allowed distributors for 
shrinkage. 





TEAM UP WITH YOUR 
TRUCKSTELL DISTRIBUTOR! 


| 











In the Hopper 


| 
| 








The New York legislature has 
sent Gov. Dewey a bill that would 
require all persons under 21 to be 


|covered by liability insurance if 
|they operated an automobile or 
| motorcycle. 

The bill would call for $10,000- 
$20,000 coverage for personal in- 


juries and $5,000 for property dam- 
ages. Either the young driver or 
the owner of the car could carry | 
the insurance. The law now re- 
quires only car owners under 21 to 
have such coverage. 

The assembly approved, 94 to 49, 
and sent to the senate, a bill to 
require that the rear license plates 
of all automobiles manufactured 
after Jan. 1, 1954, be illuminated 
whenever the car’s ignition switch 
is turned on. 

The assembly killed a measure, 
64 to 55, that would have required 
a person who had three reportable 
auto accidents within 12 months to 
be re-examined to determine his 
fitness to retain an _  operator’s 
license. The law now calls for such 


| 
| 
| 
| 
| 





ECENT surveys of franchised truck dealers show | 


extra net profits of $40.00 to $80.00 per vehicle 
through the sale of specialized truck equipment. The 
present greater desire on the part of truckers to 


|from their customers. 





avoid over-loading and purchase trucks fully equipped 
for their service is expected to increase the special 
equipment market further. 


Your Truckstell distributor is eager to cooperate 
with you in building your profits—and at the same time 
giving your customers a 
more satisfactory job. 


Look on your Truck- 
stell Distributor as head- 
quarters for Truckstell- 
Baumis dual-axle drive 
conversions, and other 
items of special truck 
equipment. He can han- 
dle all your requirements 
for special equipment, 
installation and service. 
For name of your near- 
est distributor write us 
or consult your special 
equipment directory or 
your classified tele- 
phone directory. 


TRUCKSTELL MANUFACTURING COMPANY 
UNION COMMERCE BUILDING « « » CLEVELAND 14, OHIO 





Truckstell-Baumis conversions 
double payload and traction of 
conventional trucks. With these 
conversions you can offer drives 
engineered to your customers’ 
requirements. 





|New York City 


} 


tests if a person has three acci- | 
dents within 18 months. | 
* * * | 


‘Tax Upon a Tax’ Ban 


Signed in Arizona 


Gov. Pyle has signed into Ari-| 
zona law a bill to prevent imposi- 
tion of a gross proceeds tax on| 
sales taxes collected by merchants | 


Merchants had complained they | 


| were paying about $300,000 annually | 


ems, 

Also given initial legislative ap- 
proval was a state constitutional 
amendment to increase the 
mum tax the city can impose on 
real estate for operating expenses 
from 2 to 2% percent of the five- 
year average of full valuation. A 
second legislative approval must be 
obtained next year before’ the 
amendment can be referred to the 
electorate for ratification. 


* + * 


Mass. House Rejects Bill 


Tax-Exempting New Business 


A measure to exempt new busi- 


to solve the city’s financial prob- | 
l 


maxi- | 


involved in the Wall legislation 
|was simply that it would require 
a constitutional amendment. 


+ + * 


Compulsory Insurance Bill 
Eyed in Rhode Island 


A bill to enact compulsory auto 
insurance legislation is being con- 
sidered in the Rhode Island gen- 
eral assembly. Similar bills have 
been rejected there for a number of 
years. 

The provisions of the bill state 
that applicants for motor vehicle 
| registrations must present evidence 
| that they hold liability insurance to 
| cover $5,000 for injury or death by 


in the form of a “tax upon a tax.” | ness in Massachusetts from taxa-|the vehicle to one person; $10,000 


The new measure amends. the 
state’s gross proceeds tax law to 
exclude sales taxes in determining 
the gross proceeds of a sale. 

7 * * 


Mass. Income Tax Rates 
Due to Rise This Year 


Because of a drop in revenue 
from state income taxes this year, 
Massachusetts Tax Commissioner 
Henry Long has predicted an aver- 
age increase of $4 a person for 
1952 will be in effect in 351 cities 
and towns in the state. 


“Rates will go up much more in 
1953 unless legislature revokes 
some of the liberal exemptions it 
allows taxpayers,” Long added. He 
blamed the drop in this year’s rev- 
enue on the $2,000 exemption on 
unearned income, and the $150 boost 
in the exemptions for children 
passed by the legislature last fall. 


Minneapolis Council Bans 
Use of Heavy Buses 


Larger buses, as replacements for 
streetcars, have been barred from 
Minneapolis streets by action of 
the city’s council. Minneapolis 
Street Railway Co. had requested 
permission to use Mack and GMC 
buses with a rear axle weight max- 
imum ranging up to 23,600 pounds. 

The council denied the request 
after reading a report from a 13- 
member committee on street trans- 
portation. The report quoted the 
city engineer and state highway 
commissioner as saying that the 
buses would tend to accelerate de- 
terioration of pavements. 

x . * 


Michigan Faces Battle | 
On Eased Idle Benefits | 


A proposal to extend unemploy- | 
ment benefits and to revamp the) 
system under which employers pay | 
taxes into the Michigan unemploy- | 
ment trust fund, is being side- 
stepped, says State Rep. Howard R. 








| Estes. 


Rep. Estes said he would not | 


| withdraw his amendment to His | 


senate-approved Andrews bill. His 
amendment would extend unem- 
ployment benefits from 20 to 26 
weeks and would revamp employer 
tax payments. 

x . * 


Mass. License Bill 


The Massachusetts legislature has 
rejected a bill which would require 
the registrar of motor vehicles to 
give notice and a hearing before 
suspending or revoking the license 
of any commercial driver. 

* * * 


N. Y. Authorizes Census 


On Liability Insurance 


Gov. Dewey of New York has 
signed a bill to authorize a state 
census of uninsured drivers. The 
poll is expected to lead to an ad- 
ministration decision of whether or 
not to ask for enactment of com- 
pulsory insurance for all auto 
owners. 


The measure permits the state 
vehicle commissioner to include a 
space on all registration applica- 
tions where the applicant will state 
if he has a liability insurance pol- 
icy, and if so, what its limits are. 

* * * 


Municipal Tax Killed 


An act permitting St. Louis to 
impose a 1 percent municipal earn- 
ings tax has been defeated in the 
Missouri house. 

* 


Gets OK 
To Continue Sales Levy 


A bill, extending for another 
three years New York City’s au- 
thority to impose a 3 percent mu- 
nicipal sales tax was one of eight 
measures enacted by the state 
legislature as a stopgap program 





defeated in the house by a 54 to 10 
standing vote. 


Rep. William X. Wall said that 
the bill would have been a boon to 


those communities like his (Law- | 


rence) which are having greatest 
difficulty with the departure of the 
textile industry. He advocated the 
measure as a means of attracting 
new industry to keep jobs in 
Massachusetts. But Rep. Arthur 


Mahan declared that the problem 











|tion for five years was summarily|for injury or death to more than 


|one person, and $5,000 for property 
| damage. 
* * * 


Memphis Street Campaign 

A movement to get a one-cent 
share of Tennessee’s seven-cent gas 
| tax has been launched in Memphis 
by Mayor Watkins Overton, He has 
| appointed Jesse Vinegard, assistant 
|city attorney, as chairman of the 
| Memphis “Street Aid Campaign.” 








CAR 





SAFETY=CHECK 






aly YOU —the Automobile Dealer — 
Can Make It a SOCCESS 


Each year the National Safety Council and 


MONTH! 








the Inter-Industry Highway Safety Com- 
mittee make a concerted drive to improve 
the mechanical condition of this nation’s 
cars and trucks. These organizations, the 


Remember: 


You can doa 
public service 
and boost your 
service busi- 


ness, too. 


N.A.D.A. and the car, truck and tire manu- 
facturers are pooling their efforts to call 
every American motorist’s attention to the 
urgent need for having his car SAFETY- 
CHECKED during the month of May. 


Success in this patriotic, public service 
drive really depends on you, for the auto- 
mobile dealer is the point of public contact. 
Help the drive—and help yourself! Identify 







materials, 


your dealership. Use the official display 


nineteen dramatic and colorful 


display pieces plus 100 Safety Folders at 
one low package price! Do all you can to 
promote SAFETY-CHECK inspections in 
your community. 






Check your factory representative for 
complete information, or send $16.45 
for complete Safety-Check Sales Kit to: 


MODERN DISPLAYS, INC. 


16141 HARPER AVENUE «+ DETROIT 24, MICHIGAN 


PLUS PROFITS 


FROM INSURANCE OF FINANCED CARS 


Specially designed 
for dealers and 
finance companies. 






WRITE FOR THE 


HAMILTON 


PLAN 
7oday 


HAMILTON FIRE INSURANCE CO. 
2411 N. BROAD STREET, PHILA. 32, PA. DEPT. 5 
A Stock Fire Insurance Company celebrating our 100th Anniversary 


mu? Lila } me sin Sia so iat Tak ny 





Xe 





‘or Dealers Only ... 








Used-Car Auctions Listed 


Epitror’s Note: AUTOMOTIVE News 
has compiled the following list of 
the nation’s wholesale used-car 
auctions, conducted for dealers 
only, and would appreciate being 
advised of any changes: 


Alabama 


| 

BIRMINGHAM—Dixie Auto Auction | 
Sales (Mon.), 217 Gadsden Rd. 

HuNTSvILLE—Maney Motor Co. Auto | 

Auction (Fri.) 


California | 


Los ANGELES—California Auto Auc-|ATLANTA—Dixie Motors Auto Auc-| Fort Wayne- 


tion (Wed., Fri.), 4777 W. Pico} 
Blvd. 

OaKLANp—A. L. Pollock Auto Deal- 
ers Wholesale Auction (Wed.), 
10121 E. Fourteenth St. 

San GaprieL—Los Angeles Auto Auc- 
tion (Tues., Thurs.), 8001 E. Gar- 
vey Blvd. 


Colorado 
LaKEwoop—Max Mosko’s Auto Auc- 
tion Co. (Wed.), 10400 W. Colfax 

Ave. 
LitTLETON—Denver 





Auto Auction, 


Inc. 4595 S. Santa Fe 


Ave. 


(Tues.), 


Connecticut 
East WiNpsor—Southern Auto Auc- 
tion (Wed.), Route 5, between 
Hartford, Conn., and Springfield, 


Mass. 
Florida 
OrLaNpo—Trail Auto Auction, Inc. 
(Wed.), 120 N. Orange Blossom 
Trail. 


‘ . | 
Georgia 


tion (Tues., Fri.), 718 Angier Ave. | 


Co.tumsus—Columbus Auto Auction | INpIANAPoLIs—Clarke Auto Auction | ToLEpo 


(Thurs.), 2803 Cusseta Rd. 
VaLposta—Tom Hewitt Auto Auction | 
(Fri.), U. S. 41 South. 


Illinois 
ANTIOCH — Antioch Auto Auction 
(Mon.), Highways 45 and 173. 
BrooxkrieLp — Brookfield Auction) 
(Thurs.), 9128 W. 47th St. 
Cuicaco— Arena Auto Auction 
(Tues.), 84th to 85th on S. Chi- 
cago Ave. 








WEBSTER. 





BEFORE 


Everything you need to completely rebuild the seat of 
practically any used truck 


. The only complete kit available to prop- 
erly recondition the seat and back cushion 
of 90% of the trucks in use. 

. Fits Chevrolet, Ford, Mercury, Dodge, 
Fargo, G.M.C., International, Reo, etc., 
1940 through 1947. Larger kit available 
for 1948 thru 1952. 

. The quality is the same as original equip- 
ment. Tough durable fabric, L. A. Young 
springs and factory standard cotton pads. 

. The only tools needed are tack hammer, 
screw driver and hog ring pliers. With a 
minimum of time and unskilled labor you 


Lad 


i 


fe 


W. L. WEBSTER MFG. CO. 


BOX 3269 JEFFERSON STATION, DETROIT, MICHIGAN 


UNIVERSAL TRUCK SEAT 
REPLACEMENT KIT 


AFTER 


can completely rebuild the seat cushion 
and back of practically any truck. 


. This kit has been approved by factory 
used car and truck reconditioning depart- 
ments of manufacturers. 


. Remember! This is not a mere recover- 
ing job. It is a complete renovation in- 
cluding new springs, new pad replace- 
ment, repair of broken border wire and 
braces and new covers for seat cushion 
and back. All necessary parts are in- 
cluded in the kit, such as tacks, hog rings 
and hog ring pliers. 


wow 


o 








ADVERTISEMENT 








I realize it hasn’t got a scratch on it— 


but we haven’t sold 
for 25 years. 


Ure Rihiirly 


a Stanley-Steamer 








Ricar Motor Sales (Wed.), 7050 


S. Wabash Ave. 
Decatur — Decatur Auto Auction | 
(Mon.), Routes 48 and 121. 
PrRINCETON —Princeton Auction 

(Wed.), Routes 34 and 6. 
Quincy — Quincy Auto Auction! 
(Fri.), 3200 Broadway. | 
WHEELING—Wheeling Auto Auction 
Co. (Thurs.). | 
Indiana 


Dyer—Dyer Auto Auction 
641 Joliet St. 


Fort Wayne Auto} 
Auction (Tues.), 324 W. Main St. | 





(Wed.), 1125 N. Meridian. 

Lawson and Ramp, Inc. (Wed.), 
4501 W. 16th St. 

Ken Schaefer’s Auto Auction 
(Thurs.), 915 N. Illinois St. 

South Brenpo—South Bend Auto 
Auction Co. (Wed.), 1202 Blaine 
Ave. 
lowa 


Moines—Des Moines Automo- 
Ine. (Thurs.), 


Des 
bile Auction Co., 
413 E. Second St. 

Mason Crry—Lapiner’s Car Auction 
(Wed.), 113 S. Delaware St. 


Kansas 


Wicuitra—A. C. Auto Auction, 400 S. 
Washington. 


Maryland 


Bet Aim—Bel Air Auto Auction 
(Thurs.), one mile south of Bel 
Air on U. S. 1. 

Laure. — Colie’s Auto Auction and 
Trailer Co. (Wed.), Washington- 
Baltimore Blvd. 


Massachusetts 


Concorp — Concord Auto Auction 
(Mon., Fri.), 29 Sudbury Rd. 

Norwoop — New England Auto Ex- 
change, Inc. (Tues., Thurs.), 1200 
Boston-Providence Highway. 

Michigan 

CoopersvILLE—Hastings Auction 
House (Tues.), U. S. 16. 

Detrorr —Aptco Auto Auction 
(Wed.), 124 Sproat St. 

Simpson Bros. Auto Auction 
(Tues.), 19600 Woodward Ave. 
Granp Rapws—Grand Rapids Auc- 
tions, Inc. (Tues.), 52nd St. at S. 

Division Ave. 

Mr. CLemMens—Simpson Bros. Auto 
Auction (Fri.), 1225 S. Gratiot 
Ave. 

Owosso—Leitch Motor Sales, 
(Thurs.), 309 E. Comstock. 

PLAINWELL—Western Michigan Auto 
Auction (Wed.), Plainwell air- 
port. 

YpsiLaNTI—N ational Automobile 
Auction (Wed.), Routes 112 and 
23. 

Mississippi 

Jackson—Red Farmer’s Auto Auc- 
tion (Wed.), 1010 S. State St. 


Missouri 


Sr. Louis—St. Louis Auto Auction 
Barn (Tues., Fri.), 3807 Easton 


Ave. 
Nebraska 


OmaHa—Abel Car Co. (Tues.), 2200 
Farnam St. 
New Jersey 
Lopi—Tiney Waldrep’s Auto Auc- 
tion (Thurs.), Route 6. 
NortH PLaInFiELD—- Lebanon Auto 
Auction (Wed.), U. S. 22. 


New York 


A.tpany —Tim Anspach Dealers 
Auto Auction (Mon.), Stop 20, 
Albany-Schenectady Rd. 

HorseHeaps—Horseheads Auto Auc- 
tion (Fri.), Box 3. 

NewsurGH—Marty Ball Automobile 
Auction (Tues.), 457 Broadway. 


North Carolina 


CuHarRLoTtte—E. M. Stafford, Inc. 
(Wed.), 2615 Wilkinson Blvd. 
Go.pssBoro — Red’s Auto Auction 

(Thurs.), S. George St. Extension. 
Ra.teigH — Mann’s Auto Auction 
Sales (Mon.), Wake Forest High- 


way 1A. 
Ohio | 
Akron —H. C. Turney Auto Sales 
(Thurs.), 156 E. Center St. 
Canton —Canton Auto Auction 
(Wed.), Stark county Fair 
Grounds. 
C1IncINNATI—Mobiles, Inc. 
9606 Reading Rd. 
CLEVELAND—O. K. Auto Auction 
(Mon.), 4307 Euclid Ave. 
CoLtumBus—Mobiles, Inc. (Fri.), 1130 
Dublin Rd. 
DayTton—Mobiles, Inc. (Tues.), 4500 
N. Main St. ; 
MontTPetier — Montpelier Auto Auc- 


(Thurs.), 





tion Co. (Mon.), Route 20. 


AUTOMOTIVE NEWS, APRIL 7, 1952 





| Ford Employe Observes 35th Anniversary— 


A gold anniversary watch has been presented to James C. Coppage, Ford employe 


Sales district. From left to right are Maj. 


| for 35 years. All of his activities were in the Washington area with various sales 
(Fri.) | capacities. Presentation was made by Howard W. Cook, manager of the Washington 


Henry M. Cunningham, L-M sales district 


manager; Coppage; Cook, and Clarence |. Poore, resident controller. 


Doc Greiner Auto Auction 
(Thurs.), Toledo Sports Arena. 


Pennsylvania | 


Butter — Butler Auto Auction 
(Wed.), Pillow St. 

DaNvitLte — Danville Auto Auction 
(Wed.). 

EMLENTON —Emlenton Auto Auc- 
tion (Tues.), U. S. 38. 

Esenssurc — Ebensburg Auto Auc- 
tion Co. (Thurs.), Law Bldg. 

Krumsvitte—Krumsville Auto Auc- 
tion (Fri.), Route 22. 

LaNcastTeR — Lancaster Automobile 
Auction, Ine. (Mon.), 1006 N. 
Prince St. 

ManuHeiMm—Manheim Auto Sales & 
Auction, Inc. (Fri.), 18 S. Main St. 

PHILADELPHIA — Tom Hamilton - Lou 
Green (Mon.), 6300 N. Broad St. 

Harold B. Robinson Auto Auc- 
tion (Tues., Thurs.), 6600 N. 
Broad St. 

South Carolina 

DarLINGToN —Clanton’s Auto Auc- 
tion Sales (Thurs., Fri.), Darling- 
ton-Hartsville Highway. 

GREENVILLE — Greenville Auto Sales, 
Inc. (Thurs.), New Buncombe Rd. 

Tennessee 

Bristo. — Powers Auto Auction 
(Fri.). 

CuatTTaNnooca—Price-Ling Auto Auc- 





tion (Wed.), 4704 Rossville Blvd. 


KNoxviILLE—Maney Motor Co. Auto 
Auction (Tues.), Dixie Lee Junc- 
tion. 

MurFreEsBorO — Murfreesboro Auto 
Auction (Mon.), W. Lytle St. 

Texas 

AmariLtLo — Amarillo Auto Auction, 
Inc. (Fri.), 3202 E. Tenth St. 

AusTIN — Capital City Automobile 
Auction (Tues.), city limits and 
Dallas Highway 81. 

BrowNwoop — Southwest Car Auc- 


tion (Mon., Thurs.), Coleman 
Highway. 

Hovuston—Gulf Auction Co. (Tues.), 
45 Waugh Dr. 


Lusspock — Lubbock Auto Auction 
(Thurs.), 1122 E. 34th St. 


Utah 
Satt Lake Crry — Salt Lake Auto 


Auction (Thurs.), 3403 S. State 
St. 
Virginia 
Danvitte — Danville Auto Auction 


(Wed.), Box 1239. 

RicHMoNp — Auto Auction of Vir- 
ginia, Inc. (Fri.), 3710 Hopkins 
Rd. 

Winpsor— Windsor Auto Auction 
(Thurs.), Route 460 (between 
Petersburg and Suffolk). 

Wisconsin 

Fontana — Hollenbeck Motor Sales 

(Fri.). 











NEW REVERSIBLE 
AIR CUSHIONED 


Ltoh-o-malgs 


THROUGH 
YOUR LOCAL 
JOBBER 


This NEW Self Serve 
Display Merchandiser for 


Ltoh-o-ugne 


WITH PROFITABLE 
COMBINATION DEAL 


Select either one of two popular assortments con- 
sisting of 30 Econ-O-Mats — 18”x 16” or 21x 13”. 
Pay only the regular dealer price for Econ-O-Mats 
and receive from your jobber the $6.75 Display Mer- 
chandiser absolutely free. Take advantage of this 
special offer now! Double your sales and profits. 


Call your local jobber today 







ADVERTISED 
IN THE Bey 


Newly created Econ-O-Mats combines air cushion principle with 
resilient rubber construction for more restful foot comfort. It's reversible! 
Straight rib design on one side — waffle pattern on other side. It's 
easy to stock. One number satisfies all customers — cuts inventory 
problem in half. A luxury mat in the low price field. In six beautiful 
colors — blue, black, green, wine, grey ond taupe. 


‘DOGM MANUFACTURING CoRP. 


1761 LONDON ROAD 


. CLEVELAND 20, OHIO 





30 


Ford Announces 
Third Competition 
For School Shops 


DEARBORN.—School-age crafts- 
men throughout the U.S. will com- 
pete for prizes valued at more than 
$45,000 in Ford’s 1952 industrial arts 
awards program. 

Nationwide in scope, the program 
is in its third year of Ford sponsor- 
ship. Judging of entrys will take 
place in July here. 

Sponsored by Ford to encourage | 
industrial education, the industrial 
arts awards program is open to 
pupils under 21 in grades seven 
through 12. Entries must be regu- 
lar class projects made in school 
shops under the supervision of in- 
structors. | 

Cash prizes will be awarded to} 
winners of first, second, third and 
fourth places, while six honorable 
mentions will go to each group 
under each classification in the 
competition. The first prize is $100; 
second, $80; third, $60; fourth, $40, 
and honorable mention, $20. The 12 
entrants placing next in order after 
honorable mention winners will re- | 
ceive gold pins. } 

Ford also will award certificates | 


Gud Sewice Gusiuess wth — 
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Buses from Britain 


Three Double-Decker London Coaches Launch 


1-Month Tour of 40 U. S. Cities 


NEW YORK.—The three double- | 


| Gecker London buses which are vis- 
liting more than 40 major U. S. 
|cities on a coast-to-coast goodwill 
|tour from March 18 through July 
}11 are examples of what British 


s | automotive factories are producing 
| today. 


James Sells ‘Jamestown’ Studebaker— 


Ed James (right), former owner of ‘‘Jamestown'’ Studebaker, Long Beach, Calif., has 
sold the dealership to Belmont SanChez (left). Clyde G. Riley, Studebaker regional 
manager, stands between them. James did not comment on his plans for the future. 


of merit to the students who gain| gram this year are wrought metal, 
recognition in the program and will patternmaking and molding, ma- 


present certificates of achievement ‘aa , taneel:. 
to instructors whose students win | chine shop, wood, plastics, electri 
prizes. cal, mechanical drawing, architec- 

The 10 general divisions in which | tural drawing, printing and an open 
entries will be accepted for judging | division for all entries not eligible 
in the industrial arts awards pro-|for the other nine categories. 


- 


a 


we, 
é 


The buses are being accom- 
| panied on the tour by an Austin 

sedan, and by Leyland and Brit- 
| ish Ford service trucks. 


ze | Planning the tour included work- | 


ing out a route that would be 
|passable for the 14%-foot-high 
| buses. This was done by the State 
and Local Officials’ National High- 
way Safety Committee. 

The buses use a diesel fuel which 
is not standard in the U.S. so 
Socony - Vacuum, whose products 
lare being used, had to establish 
special supply depots across the 
nation. 

The buses are part of a fleet of 
7,250 double-deckers developed espe- 


cially for the London Transport 


‘ight homthe start 


What.a chassis is to a car, crude oil is to a fin- 


ished lubricant. And that’s where Kendall, The 


2000 Mile Oil (HD-1) takes a 


commanding lead. 


Refined 100% from Bradford, Pennsylvania 


Crude Oil, it starts with a 


iTol¥latelohateols Mme) Mm ial= 


finest quality in the world. And it picks up 


plenty more through special refining processes 


and carefully selected additives that give it 


high detergency for heavy duty performance. 


When you sell Kendall you sell quality. You 


build confidence. You get volume. It’s a good 


deal—all around. 


KENDAL 


The 


2OOO MILE 


HEEFEIRER 


DISTRIBUTORS BY 


OIL 


WH 


I 


INDEPENDENT DEALERS 


Executive, which serves 10,000,000 
persons in an area of about 2,000 
square miles. Sponsor of the cara- 
van is the British Travel Assn., 
which works toward international 
understanding through the encour- 
agement of travel. 

Although two different manu- 
facturers produce the chassis- 
engine units and two others build 
the bodies, all parts of the buses 
are completely interchangeable. 

The six-cylinder overhead-valve 
engine produces 125 brake horse- 
power but is claimed to be so eco- 
nomical that it consumes only one 
|U.S. gallon of diesel fuel per 7.6 
miles when operating on city 
streets. 

America’s mountains and higher 
altitudes will be a new experience 
for these bright-red buses, but on 
the streets for which they are de- 
signed, they normally run more 
than 100,000 miles before needing 


| engine overhauls. 
| Of interest to U.S. motorists is 


|the fact that the fully automatic 
|shift and fluid flywheel were in 
|use on London buses in 1930, long 
| before the RT model, the present 
| type which is touring the country, 
| was introduced in 1948. The torque 
| converter was adopted in 1935. 
| London Transport went back 
| to semi-automatic transmission 
after three years, however, be- 
| cause drivers prefer to keep pre- 
cise control of their machines in 
| the heavy traffic. 
| RT buses have finger-tip pre- 
| selection of speeds, the control be- 
ing attached to the steering col- 
umn, and the four-speed planetary 
gearbox is worked by air in con- 
nection with a fluid clutch. 


The present transmission is so 
well adapted to its task of heavy 
and constant duty that it stands 
up for more than 200,000 miles 
without major attention, London 
Transport reports. 

A contrivance built into the com- 
pressed-air system lubricates, in 
consecutive order, one of 24 points 
on the chassis each time the brakes 
are applied. 

The body design is adapted to 
London conditions and is like 
nothing produced in the U. S. 
With narrow streets and heavy 
traffic—530 buses, 290 in each 
direction, pass along London’s 
Oxford street in an hour, for in- 
stance—it’s necessary to carry as 
many passengers as possible in 
each vehicle. 

Thus the 7%-foot-wide buses are 
26 feet long so that they may be 
maneuvered easily, but all except 
1,000 of the 8,250 in use are double- 
deckers. Thirty of the 56 passen- 
gers are seated upstairs. 


The buses, of course, are right- 
hand drive, and the engines are 
mounted in front because it has 
been found most practical to have 
the passenger entrance at the rear. 


With a rear entrance, the space 
beside the driver is inconvenient 
for passenger use, so the engine 
is placed there at his left, under a 
low hood which provides full visi- 
bility. The upper deck extends 
above the hood. 

The windows are of safety 
glass, mounted in rubber. Pas- 
senger windows can be opened 
halfway; the driver is able to 
open halves of his windshield, 
and has a “quick lift” signaling 
window at his right side. 

Seats have tubular metal frames 
and rubber-cushioned upholstery. 
The body itself is of steel, rein- 
forced with wood where necessary. 
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News in Brief 








Extinguishers Burn, Too 


BELVIDERE, Ill.—Stephen Lew- 
is, fire extinguisher salesman, stood 
by helplessly and watched his car 
burn following a collision here re- 
cently. He was unable to get at six 
fire extinguishers in the rear seat 
of his car. 


* « * 


Michigan Auto Collections 


LANSING.—Fred M. Alger jr., 
Michigan secretary of state, has 
announced collection of an addi- 
tional $73,153 last year from tight- 
ening loopholes in the motor ve- 
hicle code. Funds were received 
from vehicle owners with improper- 
ly listed weights, sales tax and use 
tax collections and from title trans- 
fers, Alger said. 

* + + 


Continental Engines 

DETROIT.—All three models of 
the Continental AU series of indus- 
trial air-cooled engines are now 
available with a new _ external 
breaker point, condenser and gov- 
ernor system which combines ac- 
cessibility with improved perform- 
ance and longer service life, it has 


| been 





announced by Continental 


Motors Corp. 
* 


GM Tool Publication 

DETROIT.—General Motors has 
distributed to machine tool build- 
ers, other industries, and to its 
master mechanics, plant engineers, 
safety directors and purchasing 
agents its newly published “Safe- 
ty Interpretations of J. I. C. Elec- 
trical Standards for Machine Tools 
and Other Industrial Equipment.” 


* * * 


Mich. Roadeo Set for July 


LANSING. — The Michigan 
Trucking Assn. will stage its sec- 
ond annual “roadeo” here at Capi- 
tal City airport July 24-26. George 
Bleibtrey, traffic manager of Motor 
Wheel Corp., here, and vice-presi- 
dent of the Lansing Safety Council, 
has again been named to serve as 
chairman of the local arrangements 
committee. 


10 Get Crowe Award 


DETROIT.—The Detroit Diesel 
Engine division of General Motors 
presented its annual W. T. Crowe 





This is Spring Tune-up Time 
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ignition systems 
Seal, protect, water- 


proof them with 
Krylon Acrylic Spray 
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MINUTES CAN 


EARN YOU DOLLARS 


Heavy-duty automotive Krylon seals ignition systems in a 
waterproof blanket; prevents battery-current leakage and spark 
plug shorting; insures quick starts under all atmospheric con- 
ditions. It’s the kind of money-saving preventive maintenance 
to push now—when everyone wants to protect what he has. 


Spray Krylon—right from the canon wiring, battery terminals 


and cables, spark plugs and spark plug wells, distributor head, 
ignition coil, starter and generator connections. First clean, 


then spray—that’s all you do! 


The new 3-can Krylon kit gives you everything you need to 
get started, including valuable sales helps. It costs you only 
$4.78—can bring you back as much as $39.60. That’s a profit 


story worth cheering about! 


“Krylon-izing”—regularly advertised in big national magazines! 





with Silicone 


cars can’t do without! 


v¥ Contains silicone for hardness 

vHas higher luster than glass 
—won’t discolor, because of 
Acrylic base 

v¥Can be cleaned with deter- 
gents 





New Krylon Chrome Protector 


Sell it in the 8 oz. applicator-top bottle—apply it yourself 
as a service. It’s protection the “flash chrome” of today’s 


v¥ Stands up under salt, calcium 
chloride, } 
acid 


v Won't crack or peel... 
is ¥3 as hard as glass 
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KRYLON, INC. 


Dept. 704 


2601 N. Broad St. 


Phila. 32, Pa. 


Made by the makers of famous WINDSHIELD SEALZIT 


award to 10 of its distributors’ top 
ranking sales engineers. The 
awards, a certificate of merit and 


| general manager. 
n * * } 
First Auto Tax Licensee 
DENVER.—Charles Hover, Ho- 
ver Motor Co. (Ford), this city, is 
the owner of the first automobile 
license tax ever issued in Colorado. 
It merely contains the figure “1.” 
It was issued to Hover’s father, 
William A. Hover, in 1906. 


ad * * 


Racing Show in Hartford 
HARTFORD, Conn. — Thousands 
of persons turned out for the sec- 
ond annual National Auto Racing 
Exposition here which featured | 
automobiles of varied styles and 
ages. Approximately $5,000,000 worth 
of motor vehicles were on display, 
including hot rods, custom crea- 
tions, antiques, classics, sportsters, 
big and little racers, motorcycles 
and novelty cars. 
* * 


GM’s Lacquer Thinners 

DETROIT. — New formulas for 
lacquer thinners, described as the 
most significant developments in 
the field for 25 years, have im- 
proved both technique and results 
of applying lacquer to General Mo- 
tors bodies, according to Wardley 
D. McMaster, of the GM research 
laboratories. 


Ala. Gas Collections Up 


MONTGOMERY, Ala. — Gasoline 
tax collections for February totaled 
$3,130,789, up $161,072 as compared 
with the same month a year ago. 
Collections for the first five months 
of the fiscal year (Oct. 1- Feb. 29) 
totaled $15,946,586, up $1,275,693 as 
compared with a similar period in 
the last fiscal year, it was an- 
nounced by State Revenue Commis- 
sioner Joe Edwards. 

* + * 


For Copying Records 

NEW YORK.—A new way to 
make copies of records, drawings, 
engineering plans and other impor- 
tant documents is described in a 
booklet just released by Remington 
Rand Inc., 315 Fourth Ave. The 
brochure describes how the com- 
pany’s portagraph unit copys any- 
thing regardless of paper, color of 
ink, pencil, crayon, type, printwork 
or handwriting. 

* * a 
Fine Organics Expands 

LODI, N. J.—Fine Organics, Inc., 
according to Nicholas M. Molnar, 
president, has approved plans to 
enlarge buildings to house increased 
laboratory and production facilities 
here. Research contracts from mili- 
tary services, together with expand- 
ing requirements of the company’s 
Aviation-Industrial Chemicals di- 
vision, have made additional facili- 
ties necessary. 


* * +. 
$1,000 Taken from Talbot 
BALTIMORE. — (UTPS)—About 
$1,000 was taken from a safe at 
Talbot Motors Co., Greenmount 
Ave., Foster Talbot, president, told 
police. 


. * * 

N. J. Assn. Moves Offices 

NEWARK, N. J.—The New Jer- 
sey Automotive Trade Assn. has 
moved its offices from its former 
location at 800 Chamber of Com- 
merce Bldg. to 744 Broad St., New- 
ark 2. Phone remains MArket 
2-0757. 


* * + 
New GE Aircraft Unit 

LYNN, Mass. —Genéral Electric 
Co. has announced the expansion of 
its aviation equipment business to 
include a new operation for the de- 
sign, manufacture and sale of tur- 
bine-driven accessories for jet en- 
gines and aircraft, J. P. Turner jr. 
will head the new business, desig- 
nated accessory turbine. 


Ford Plant Recalls 150 


TROY, N. Y.—Ford’s Green Is- 
land plant has recalled approxi- 
mately 150 workers who were laid 
off last summer. 

* 


3 Hurt as Roof Caves In 


UNION CITY, Tenn.—Three em- 
ployes were injured when a center 
section of the roof of the new $800,- 
000 American Metal Products Co. 
plant here caved in. Damage was 
estimated at $200,000 by Lawrence 
Smith, manager. 

aa * am 


Warner Brake Meetings 
BELOIT, Wis.—The industrial di- 





a ring, were made by W. T. Crowe, | ; 





| vision of Warner Electric Brake & 
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‘Get in the Scrap’ Drive in St. 





 SABHIKS, 
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Any? 





Petersburg— 


A St. Patrick's day parade in St. Petersburg, Fla., featured a long parade of 
“iunkers"” that were on their way to the scrap heap, and on to help in the nation's 
defense. The parade climaxed a drive there to stimulate sale of used cars and 
obtain scrap metals and money for charity. One of the originators of the parade 
was Sam Hicks, president of the St. Petersburg Used Car Dealers Assn. 





Clutch Co., here, recently completed 
regional conferences in New York 
and Chicago, it was reported by 
Norman K. Anderson, division man- 
ager. Purpose of the meetings, An- 


derson explained, was to familiar- 
ize company field personnel with 
several new electric control devices 
now in production by the Beloit 
concern. 
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BUILD-UP KITS and HELPER SPRINGS 


. + payload protection which means extra payload 
profits to every truck owner. This is the time of year 
when a great number of new units are purchased. 
Make sure that the trucks you sell have increased 
carrying capacity ... payload protection to stabil- 
ize the load, protect the vehicle, reduce side sway. 
For little cost, your customer can add pounds fo his 
pores. and you will add profits to —, truck sold. 
nst 


all Trainor Helper Springs and Bui 


-up Kits— 


famous throughout the world for more than 50 years. 


Trainor Helper Springs, designed for installation 
on '/2 to 1 ton trucks, are individually load tested 
and electrically heat treated, and come with brack- 
ets of alloy spring steel. Trainor Build-up Kits rein- 
force the main and helper springs and greatly 
increase the carrying capacity of 1'/2 to 3 ton trucks. 
Complete kits include extra leaves, extra-long 
U-bolts, and rebound clips and bolts. Installation of 
Trainor Build-up Kits and — Springs is quick and 


easy, with no holes to dril 


and no special tools 


required. Earn extra profits by installing Trainor 
Build-up Kits and Helper Springs on every truck 


you sell. 
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Highway Users Aide Calls for Cooperation From All States... 





PAR Plans for Road Needs Hailed 


MANHATTAN, Kans. Project 

Adequate Roads (PAR), a recent- 
ly inaugurated nationwide move- 
ment for better roads, can lead 
America out of the traffic muddle 
once a program of orderly highway 
improvement based upon the use of 
sufficiency ratings is adopted in the 
states, declared Roy E. Jorgensen, 
engineering counsel for the Nation- 
al Highway Users Conference. 


Speaking at the Kansas high- 
way engineering conference, Jor- 
gensen said: “Most highway admin- 
istrators are conscientiously en- 
deavoring to produce the maximum 
transportation benefit from their 
construction programs, but there 
are enough places where political 
expediency has been dominant as 
to create a degree of doubt in the 
minds of highway users. This doubt 
is readily dispelled when the high- 
way organization uses a sufficiency 
rating listing as the basic guide to 
its programming.” 


PAR, it was pointed out, is the 
first nationwide movement for 





better roads in more than a quar- 
ter of a century. It brings to- 
gether all the groups with a stake 
in motor transportation and pro- 
vides a basis for coordinated ac- 
tion in the interests of getting 
and maintaining a continuing 
program of highway improve- 
ment, 


The organization officially was 
launched in New York on Feb, 28 
by executives of 40 national groups 
representing millions of owners of 
motor vehicles and allied industries. 

“PAR’s united strength will be 
trained constantly on a proper fis- 
cal study and the appraisal of rela- 
tive importance of road needs using 
a “sufficiency ratings” system, 
which gives consideration to struc- 
tural condition, service and safe- 
ty,” Jorgensen said. 


Explaining “sufficiency ratings,” 
Jorgensen said that they are values 
from 0 to 100 assigned on the basis 
of engineering evaluation to all 
sections of a road system to reflect 
the relative adequacy of the differ- 


|ent segments of the system. He said 





the ratings take account of the} 
condition, effectiveness | 
of the facility in providing conges- | 


structural 


tion-free and convenient service, 


jand the safety of the section of | 


road. 


tion will get a final rating of 100,” 
he pointed out. “Less adequate fa- 
cilities would be rated down ac- 
cording to formulas and procedures 
which assure impartial appraisals 
throughout the road system.” 


The system was first developed 
by Karl Moskowitz while he was 
employed by the U. S. Bureau of 
Public Roads in Arizona, the first 
state to give the system practi- 
cal application in 1946. At least 
19 other states are now using it 
to varying degrees. The bureau 
has been using the ratings in its 
claims to the Defense Production 
Administration for steel. 

Jorgensen further declared: “To- 


day we are faced with the unhappy 
fact that we are becoming en- 


“A completely adequate road sec- | 








Miss America at Nash Missouri— 


Colleen Hutchins, Miss America of 1952, was brought to St. Lovis by Nash Mis- 
souri Corp., for the showing of the 1952 models. An auto parade through the down- 
town district and exclusive radio interviews highlighted Miss America's personal ap- 


pearance there. 





snared in traffic conflicts that grew 
out of America’s desire to take to 
the open road following the good 
roads movement of the twenties. 
We provided all weather surfaces to 
let traffic move and traffic re- 








IMPROVED 
imek weg ee - 
CONVERTER 


Alcoa Research and Development 
helps automobile manufacturer 


develop improved impeller design 


The manufacturer’s engineers knew torque converters. 
They knew improved performance was obtainable 
only with stronger, lighter, more intricate impellers. 
Standard fabrication methods involved wasteful 
machining of cast or forged blanks, costly assembly 
of stamped parts. 





They asked their Alcoa sales engineer: “Can we do it 
in aluminum?” He analyzed the economic and perform- 
ance factors of the application, passed the problem 
on to Alcoa’s Research and Development Divisions. 





Research suggested plaster casting because design 
changes could be made readily and inexpensively. It 

romised smoother, more intricate castings requiring 
loos machining. Design refinements were oni and 
Alcoa cast the first samples. They came from the 
molds smooth and clean—perfect in detail. 








Machined to final dimensions and stress-coated, they 
were tested in Alcoa’s whirl pit at 10,000 rpm, over 
twice their normal operating speed. Alcoa engineers 
plotted the cracks in the brittle lacquer revealing 
Strain concentrations, suggested design modifications. 





New samples were cast, tests repeated, designs refined. 
The final results of this twelve-month project: smooth, 
accurate Castings exceeding every strength require- 
ment; a better impeller without expected cost in- 
creases; a better torque converter. 





Alcoa’s Research and Development Divisions are 
ready to help you use the advantages of aluminum in 
your automotive applications. Facilities include a staff 
of automotive industries’ specialists, complete research 
and development laboratories, process development 
shops. Call your Alcoa sales engineer or write direct: 


ALUMINUM COMPANY OF AMERICA 
1842-D Gulf Building ¢ Pittsburgh 19, Pennsylvania 


ALCOA 








sponded so vigorously as to choke 
itself at the critical points where 
traffic is the heaviest and its 
movement most important. 

“There is again a great need for 
a coordinated movement for good 
roads. The earlier one was aimed 
at getting the motorist out of the 
mud. This one must be aimed at 
getting the motorist out of the traf- 
fic muddle. 

“In organizing a unified attack 
on the problem now, we would do 
well to recognize that there has 
been something wrong in our ap- 
proach to the highway problem. 
Otherwise, there would not be the 
critical situation there is at many 
places on our road systems.” 

Jorgensen said that a sufficiency 
rating listing brings with it “as- 
surance” that highway expenditures 
are going to be directed toward the 
most urgent needs. 

He urged that a national com- 
mittee be formed to carry forward 
the Project — Adequate Roads. “It 
should consist of principals from 
automotive groups, construction in- 
dustries, highway users, farm 
groups, research groups and other 
interested organizations,” he said. 

Functions of the committee, 
Jorgensen said, should be to stimu- 
late efforts for highway improve- 
ment; act as a clearing house to 
make available wherever possible 
engineering, legislative and other 
pertinent data, and provide infor- 
mation to the public primarily 
through the use of the advertising 
and public relations departments of 
participating groups. 





Scott Motors Expands 
Scott Motors, Inc. (Chevrolet), 
Topeka, Kans., has purchased nine 
lots fronting East Tenth between 
Kansas and Quincy Aves. for ex- 
pansion of facilities, it was an- 
nounced by Lloyd Scott, president. 





m ONE, TOO! 





Yep, it’s a baker's dozen (13) for the 
price of 12 on every order for wash 
mitts or our PC-15 Polishing Cloth, 
January 15th to April 15th only. 


Reason for this bonus offer is to 
introduce our two new cleaner-uppers 
— MIGHTY MITT, for use on the car 
and in the home- BIG BILL MITT, 
for use on wash racks also to pro- 
mote early-in-the-year selling of the 
famous Las-Stik Polishing Cloth. 


Please remember — this offer good 
to April 15th only, so Hurry, HURRY, 
HURRY! If your jobber can't supply, 
please order direct from Las-Stik 
Mfg. Co., Hamilton, Ohio. 


TUBE & TIRE REPAIRS © WAX-TREATED POLISHING 
CLOTHS © SHOG-FOG CLOTH © CLEANING PADS FOR 
WHITE SIDEWALLS © TOP & WINDSHIELD SEALERS. 
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Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 

General Motors last year repeated 
its 1950 performance and led the 
list of 100 leading advertisers in 94 
general magazines and national 
farm publications, with an outlay 
of $10,662,508, according to the) 
Publishers Information Bureau for 
the Magazine Advertising Bureau. | 
General Electric again took second | 
place. 

Willys-Overland, in 86th place, 
was the only automotive or allied 
industry to break into the list in 
1951 that had not been in the 
compilation for the preceding 
year, Chrysler’s appropriation of 
$4,674,592 put it in sixth place. 
Goodyear Tire & Rubber spent 
$3,822,726 for the 11th slot and 
Ford’s $3,418,921 gave the Dearborn 
concern the rank of 14th. Texas 
Co., 29th, was the first oil outfit to 
appear. It spent $1,897,230, while 
U. S. Rubber was the first in that 
classification with a rating of 34th, 
resulting from an expenditure of 


sored 





by the 


* a * 


|For Esquire in Detroit 


Esquire, Inc., has announced the 


|appointment of Bob Saltsman as 
manager of 


its newly-established 
Detroit office. He 
will represent Es- 
quire and Coro- 
net. Saltsman was 
formerly Detroit 
representative for 
Look and is a 
member of the 
Recess club, Aero 
club of Michigan, 
and Adcraft club 
of Detroit. He 
will make his 
headquarters at 


R. G. Saltsman 
3575 Penobscot Bldg., Detroit 26. 
+ * * 


Staff Wants Enquirer 


Although the sale of the Cin- 


cinnati Enquirer to the Taft- | 


7 


Point-of-Purchase | 
Advertising Institute, at the Wal- 
dorf-Astoria, in New York, Apr. 1-3. | 





| 
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Mosehart and Keller Operates 45 Years— 


Mosehart and Keller Automobile Co. (Studebaker), Houston, is honored by the fac- 
tory as being the oldest Studebaker dealership in the U. S. The Houston firm received 
a plaque for ''45 years of loyal business association.” Left to right, H. D. Schleeter 
ir., Mosehart president; W. V. Schleeter, vice-president and treasurer; W. E. Roberts, 
Studebaker regional manager; E. W. Skinner, Mosehart's general manager, and K. R. 


Elliott, executive vice-president of Studebaker. 











| 
| 
| 


owned Times-Star in that city 
has been approved by the bank 
administering the former, subject 
to court approval, it was reported 
last week that Enquirer employes 


would like to buy the paper. 

Any employe could become a 
part owner, according to repre- 
sentatives of the group formed to 
maintain the Enquirer’s 111-year- 
old independent identity. 
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| K-F’s Debut Plans 

| Kaiser-Frazer will use all prime 
| media during April in following up 
|its announcement campaign on the 
| Kaiser and Henry 


| J for 1952. 

| American Weekly 

jand This Week 
will carry two 
full- page color 

jads, with Life 


and the Saturday 
Evening Post 
each scheduled 
for two double- 
page color spreads 
| during the month, 
| according to C. J. 
| Leonard, advertising manager. 

| The magazine copy will supple- 
| ment the alternate weekly K-F 
sponsorship of its segment of 

NBC’s Saturday night “Show of 
Shows” and follow-up newspaper 
copy in areas not covered by the 
TV program. 

Newspaper copy covers “All 
Four” of the ’52 Kaiser and Henry 
J models, the Henry J’s featured 
for “penny-a-mile” gasoline econ- 
omy, and the Kaisers for “the 
world’s safest front seat.” William 
H. Weintraub, Inc., is the agency. 





C. J. Leonard 











$1,760,256. 

No. 37—Firestone—however, was 
not far behind, being credited with 
$1,676,938. Nash-Kelvinator’s check 
to the mags for $1,547,059 gave it 
45th position to nose out Goodrich, | 
whose tab for $1,538,091 placed it in | 
the next spot. 

Likewise, the race between 
Studebaker and Socony - Vacuum 
was close. The 100-year South 
Bend firm laid out $1,402,880 to 
register 55th. The oil firm 
breathed hotly on its back for the 
next rating, with an outlay of 
$1,382,309. 
Another pair of close contenders 
were Borg-Warner, 69th for a total | 
of $1,219,741 and Champion Spark 
Plug as No. 70, which it rated 
through laying $1,211,234 on the 
barrel head. 

Willys paid the mag people $1,- 
047,538. Ethyl Corp.’s $1,031,445 gave 
it 88th place. International Har- 
vester expended $1,006,742 to wind 
up in the 93rd spot. 

Advertisers spent $511,200,000 in 
the 94 general and farm publica- 
tions last year, compared with 
$458,500,000, in 1950, a gain of 12 
percent over 1950, the bureau 
states. | 








> 2 * 


Largest Nash Campaign 

The largest announcement adver- 
tising campaign in its 50-year his-| 
tory is being launched by Nash 
Motors to promote its new Golden 
Airflyte automobiles for 1952, N. F. 
Lawler, director of advertising and | 
sales promotion, announces. 

Announcement copy featuring 
illustrations of the new cars are 
appearing in a total of 1,515 daily 

and weekly newspapers in 1,434 
cities and towns throughout the 
country. Initial insertions rang- 
ing from 1,200 to 600 lines are 
being used. Follow-up advertise- 
ments will appear frequently in | 
the same newsnapers in markets | 
in 1,000 to 400 line space units. 

National magazines, which in-| 
clude Life. The Saturday Evening | 
Post, Collier’s, Fortune, Time.| 
Quick and Newsweek. also will| 
earry four-color, double-page 
spreads and single page announcc- 
ment advertisements. 

Nash outdoor poster advertising | 
will embrace the use of 6,200 big| 
24-sheet posters on highways and | 
in cities and towns across the} 
country in some 1,500 markets. 

A special sportsman’s campaign | 
with full-page covy written and} 
illustrated by Ed Zern, will appear | 
each month in Sports Afield. True. | 
Outdoor Life, and Field and) 
Stream. Another drive directed to | 
doctors and surgeons will run in| 
full page space regularlv in The) 
American Medical Assn. Journal. | 

Augmenting Nash’s national | 
promotion program will be an ex- | 
tensive dealer help campaign. 

In addition, there will be cata-| 
logs, folders, mailing pieces, a sales 
training program and various 
voint-of-sale materials. Geyer, 
Newell, Ganger is the agency. 

* ” * 





Merchandising Forums 

Merchandising problems that} 
must be faced by most sales and| 
advertising executives will be dis-| 
cussed by a panel of experts at 
two “merchandising forums,” which 
will be high spots during the an-| 
nual symposium and exhibit spon- | 
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WRITE FOR DETAILS 


ABOUT A REO FRANCHISE 
























A POWERFUL SALES PROMOTION CAMPAIGN 


Blanketing The Truck Industry 


Ads in leading national magazines that reach every segment 
of the trucking industry telling the story of Reo’s engineering 
progress and the advantages of trucking with Reo. Ads in all 
leading trucking trade journals month after month, many in 


eye-catching full color—telling the 


Reo story over and over 


again to the men who will become your customers for Reo 
trucks, if you obtain a Reo franchise. 


ADVERTISING MESSAGES THAT SELL 


Every month a complete “package” of merchandising material 
including direct mail, blow-ups for display purposes, reprints 
of current advertising and a host of other material that tells 
your prospects that you are the man to buy trucks from—that 
you represent the industry’s most progressive organization— 
Reo! All of this material, available to you if you obtain a Reo 
franchise, is designed to make truckers in your area more Reo- 


conscious than ever before. 


A BETTER PRODUCT— 


Gold Comet TRUCKS & ENGINES 


mits truckers to 


have something 
to sell, a way to 
a Reo franchise. 


You will be selling the greatest advance- 
ment in truck engines in recent years. You 
will be selling more-load design that per- 


earn up to $1770.00 addi- 


tional for every truck in their fleet that 
they replace with a Reo. Yes, sir! ... you 


to talk about, something 
make more dollars—-with 


REO MOTORS, INC., LANSING 20, MICH. 
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Auto Share of Outlay Due to Hit $834 Million... 





New High for Plant Expansions 


WASHINGTON.— American busi- 
ness is planning to spend $24.1 bil- 
lion in 1952 for new plants and 
equipment, according to the De- 
partment of Commerce. 

This total exceeds the 1951 high 
by 4 percent in dollars, and by al- 
most as much in physical volume 
terms, the department said. 


Expenditure in the motor ve- 
hicle and equipment industry is 
expected to be around $834,000,000 
as compared to $736,000,000 spent 
last year. 


Actual expenditures of $6.7 bil- 
lion in the fourth quarter of 1951 
brought capital outlays in that year 
to $23.3 billion. Expenditures in 
1951 proved very close to the out- 
lays anticipated by business in the 
survey conducted in the early part 
of that year. 


The survey indicates a rise in the 
first two quarters of 1952 from 
fourth quarter 1951 rates, on a sea- 
sonally adjusted basis. For the sec- 
ond half of 1952, business expects 


that outlays will be only slightly 
below first half rates. 


Manufacturing concerns and the | 


electric and gas utilities have pro- 
grammed capital expenditures in 
| 1952 at 8 percent above 1951, and 


|mining companies expect to spend | 


7 percent more. 
New Plant and Equipment 


| Expenditures 
(Millions of Dollars) 
1951 1952 
| Manufacturing. 11,130 12,070 
| Durable goods 5,168 5,994 
| Nondurable goods.. 5,962 6,076 
Mining ... 796 852 
Railroads 1,541 1,539 
Other 
transportation 511 609 
Electric, 
gas utilities 3,577 3,864 
Commercial, 
miscellaneous 5,735 5,189 
The increase in manufacturers’ 


programs in 1952 is attributable to 
defense-related industries, with 





consumer goods industries general- 









DRAIN 


You can cut the 


original equipment 





SERVICE 
CONOMY 


PLUGS 


cost of your service 
guarantee by installing Lisle Plugs as 


in crankcase, trans- 


mission, overdrive and rear axle. 
A strong, permanent magnet in each 


Lisle Plug attracts 


and holds particles 


that flake off moving parts and circulate 


in lubricants. 


Removal of this abrasive 


metal greatly reduces wear to vital mov- 


ing parts. 


Replace 
Ordinary 
Plugs 


with 
LISLE 


To Remove 
IRON and 
STEEL 
Particles 
from Oil 











“YOUR 


Tea NE 
sample LISLE 
PLUGS will be 
sent to you FREE 
for testing. Just 
state size and 
type of plug de- 
sired. 


ESB o.ctin: 


CLARINDA, 


IOWA 








lly anticipating somewhat lower 


capital outlays than in 1951. 

Within manufacturing, nonfer- 
rous metals industries are planning 
to spend over $500,000,000, 92 per- 
cent more than in 1951. The elec- 
trical machinery, transportation 
equipment (other than motor ve- 
hicles) and rubber industries each 
anticipates spending over one-third 
more than last year. 

Petroleum, iron and steel com- 
panies, with 1952 outlays pro- 
grammed at $2.5 billion and $1.7 
billion, respectively, are increasing 
their 1951 investment rates by about 
one-fourth. 


The chemical industry is sched- 
uling additions at 13 percent 
above last year, while nonelectri- 
cal machinery products are 6 per- 
cent above 1951, the Commerce 
department said. 


All other industries, it was point- 
ed out, are anticipating reductions 
in capital outlays ranging from 5 
percent in fabricated metals to 
about one-fourth in paper, textiles 
and food. 


As for sales, the largest increase 
over the previous year is expected 
by mining concerns (11 percent) 
and electric and gas utilities and 
nonrail transport companies (10 
percent). 

Manufacturers expect their sales 
to rise 5 percent, with a somewhat 
greater increase in the durable 
goods industries, the department 
said. Commercial and miscellaneous 
companies expect a minor decrease 
in sales, however. 


N. Y. Assembly 
Votes Down Auto 
Inspection Bill 


ALBANY.—In the final hours of 
the 1952 legislative session, the 
New York assembly rules commit- 
tee killed a bill to set up a com- 
pulsory auto inspection system at 
state-operated stations. 

The bill had been passed unani- 
mously by the senate a week earli- 
er, and following the withdrawal 
of opposition by the New York 
State Automobile Dealers, Inc., it 
was thought to have an excellent 





chance of being approved. 

The assembly passed a bill to ban 
billboards from the immediate vi- | 
|cinity of the 535-mile New York | 
| Thruway. According to the bill, | 
|} there must be no billboards within | 
|500 feet of the fast expressway. 
|The group killed a companion bill, | 
which would have left the erection 
of bill boards up to the state super- 
intendent of public works. 

Other bills sent to the governor 
for signature barred the issuance 
of junior operators licenses in New | 
York City, and requirement that | 
new automobiles sold after 1953 be | 
|equipped with lights to illuminate | 
registration plates. | 


Apache Red  _ 
Buyers Seen Favoring 


New Buick Color 


FLINT. — Buick’s new Apache 
red color is outselling all other 
colors on convertibles and two-door 
Rivieras, according to Albert H.| 
Belfie, general sales manager. 

Apache red is available as a| 
standard color on the three con- | 
vertibles and three two-door Ri-| 
vieras in Buick’s 1952 line, and so| 
far this year, has been the choice | 
|of more than 20 percent of the cus- | 
tomers buying these models. 
| “It was developed primarily for | 
show purposes, and not particularly | 
|for our more conservative custom- 
|ers,” Belfie explained, “but appar- | 
ently it appeals to both young and/} 
old alike.” 











Tinted . hes NN 


Optional on Chevrolets 


DETROIT. — Tinted, glare-reduc- | 
jing glass is now available on 1952 
|Chevrolets as an optional item, it 
| was announced recently by officials 
of the General Motors division. 

Called “E-Z-Eye,” the glass is an 
exclusive development of GM and 
| Libby-Owens-Ford engineers, it 
| was claimed. It will be offered 
| throughout the window area of 
' closed cars, Chevrolet said. 





Here's the Millionth Jeep— 





The one millionth Jeep and related utility-type vehicle built by Willys-Overland has 
its motor started for the first time by Willys Vice-President Delmar G. Roos, who played a 
major role in producing the first Army Jeep in November, 1941. Sitting on the front seat 
with him is Willys President Ward M. Canaday. Also joining in celebrating with the 
cheering assembly line workers are Toledo's Mayor Lloyd E. Roulet (to Roos’ left) and 
Willys Vice-President Raymond R. Rausch (at Canaday's right). The 478 suppliers con- 
tributing to the first million vehicles were from the following states: California, Connecti- 


cut, Colorado, 


Georgia, Illinois, Indiana, lowa, Kentucky, Maryland, Massachusetts, 


Michigan, Minnesota, Mississippi, Missouri, Nebraska, New Hampshire, North Carolina, 
New Jersey, New York, Ohio, Oklahoma, Pennsylvania, Rhode Island, Tennessee, Texas, 


Vermont, Virginia and Wisconsin. 





Big Jobber Crowd 


Expected at Boston 


BOSTON.—The 1952 New Eng- 
land Regional Automotive Show, to 
be held at Mechanics Bldg. Apr. 25- 
28 will be the largest show of its 


kind in New England history, it 
was announced by Larry Kelly, 
president. 


More than 300 national manufac- 
turers will display and demonstrate 
their newest equipment, parts, tools 
and accessories in more than 520 
booths. 

At present, there are 125 leading 








automotive jobber sponsors, with 
250 stores in every section of New 
England, Kelly stated. 

The show committee also an- 
nounced a jobber salesmen’s con- 
ference and luncheon to be held 
Apr. 27 at the Copley-Plaza hotel. 
Four automotive leaders will speak 
before an assembly of 1,200 jobbers 
and their salesmen. 


Steward Heads Parts 


Leo A. Cavanaugh, Inc. (Chrys- 
ler-Plymouth), Manchester, N. H., 
has announced appointment of 
Randall Steward as new manager 
of the firm’s parts department. 





potential! 


Subsidiary of Gar Wood Industries, Inc. 


225 MADISON STREET 


e WAUKESHA, WIS. 
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Used-Car Auction 
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,560; Deluxe (8) 2-dr., $1,350 
4-dr., $1,475. 
E "51 Vagabond, $1,380". 
Ht ‘DSON ’51 Super (6) 4-dr., $1,700*. '49 
conv., $950, $1,030 
KAISER—’51 4-dr., $1,530* 
LINCOLN—’49 4-dr., $1,175; 2-dr., $1,105 
MERCURY - ’52 4-dr., $2,750, $2,850"; 
sport coupe, $2,845* "51 2-dr., $1,790; 
4-dr., $1,780. ‘49 2-dr., $955, $960 
NASH—’50 Rambler conv., $1,570*. 
OLDSMOBILE 52 (88) ¢ $2,835, $2.- 
875, $2,900; Super (88) 4-dr. $3,275*. 
'51 (88) 2-dr., $2,070; 4-dr., $2060: (98) 
4-dr., $2,130, $2,220*. ‘50 (76) 4-dr., 
$1,080; ue! 4 Holiday, $1,800*. 
PACKARD— (200) 4-dr., $1,770 48 
4-dr., $590, ‘46 4-dr., $450, $580. 
PLYMOU TH '52 Cambridge club coupe 
$2,005. ’51 Belvedere, $1,715, $1,720, 
$1,790; Cambridge club coupe, $1,330, 
$1,335, $1,340; 4-dr., $1,350. ‘50 Subur- 
ban, $1,350. °49 Suburban, $1,210. 
PONTIAC — '52 Chieftain (8) 4-dr., $2,- 
600*, $2,650*; 2-dr., $2,300, $2,400, $2,- | 
830; conv., $2,775; Catalina, $2,830. ‘51 
(8) conv., $2,115*; SL (8) 2-dr., $1,760. 
STUDEBAKER — '50 Land Cruiser 4-dr., 
$1,260. °49 %-ton pickup, $605. "48 
Champion club coupe, $725. 
WILLYS—’50 %-ton pickup, $850. ‘49 %- 
ton pickup, $450, $350; Jeepster, $815. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 26.) 
(Prices firm and action heavy as 
spring seasonal buying appeared to open 
up. Sold 94 units out of 145 offerings.) 
BUICK—’51 RM Riviera coupe, $2,240*; 
Super Riviera coupe, $2,205*. °50 Super 
Riviera coupe, $1,845*; Special sedan, 
$1,385*, °49 Super sedan, $1,300*, $1,- 
225*; RM sedan, $1,180*, '47 RM sedan, 
$740. 
CADILLAC—’50 (62) 
(62) sedan, $2,250". 


sedan, $2,900*. °49 
’48 (62) sedan, $1,- 











| 
| 
| 





(98) 4-dr., $2,050. ‘50 (S88) 4-dr., $1,- 51 Custom (8) 4-dr., $1,525; 2- 

e 570* "49 (98) 4-dr., $1,400*. ‘48 (76) | Pa $1,525, $1,510, $1,500; D.luxe (8) 

p 2-dr '46 (98) 4-dr., $760* | 4-dr., $1,375 2-dr., $1,440, $1,425; Cus- 

> - c tom (6) 2-dr., $1,440. °50 Custom (8) | 

rices PACKARD—'50 4-dr., $1,190. conv., $1,450, ‘$1,275; 4-dr., $1,300, $1,- | 
PLYMOUTH—'52 Cranbrook 4-dr., $1,930. 200; 2-dr., $1,280, $1,250, $1,150: club 

‘51 Cranbrook club coupe, $1,620; Cam- coupe, $1,300; Deluxe (8) 2-dr., $1,200; 

47) bridge club coupe, $1,505. ‘50 SD 4-dr., (6) 2-dr., $1,040, °49 Custom (8) 4-dr., 
$1,315. °49 SD 2-dr., $930 | $1,000; 2:dr. $1,175, $1,075, $1,070, Si. | 

Riviera coupe, $1,630*; Special 4-dr., $1,- | PONTIAC—'49 Chieftain (6) 2-dr., §$1,- 050, $1,005, $970, $925; club coupe, $965. | 

440*; 2-dr., $1,290. '49 RM 2-dr., $1,- 300*; 4-dr., $1,240; SL (8) 2-dr., $1,230; 48 Deluxe (6) 4-dr., $600; SD (8) club 

280*; Super 2-dr., $1,260*; 4-dr., $1,200 4-dr., $1,200, ‘47 (8) conv., $860; (6) | Coupe, $860. °47 Deluxe (8) 4-dr., $585 

'48 RM 4-dr., $780. 4-dr., $700, Ha B ite 4 A aa sae So? US coupe, 
CADILLAC—'51 (62) 4-dr., §3,510*, §3,- | STUDEBAKER—'51 Champion conv., $1,- | wepcy : oat wT as « 

410*, $3,380", °'50 (61) 4-dr.. $2.640*. 530; 4-dr., $1,460, '50 Champion’ club a — gg gg $1,260. "49 2-dr., 

49 (62) 4-dr., $2,040*; (61) 4-dr.. $1,- coupe, $1,115; 4-dr., $1,050. $1,200, $900. '46 2-dr., $750. 

960* WILLYS '51 Jeepster, $925 ‘46 Jeep, eT ’51 (S88) 4-dr., $2,285, $2,- 
‘HEV "T—’52 s , $510. 255. $2,230; 2-dr., $2,200. 50 (98) 4-dr., 
“Se. Ah cone bee Ee $1,625; (88) 4-dr., $1,400, "49 (88) 2-dr.. 

90. '51 conv., $1,855*; Bel-Air, $1,800; ha N C $1,270 

SL Deluxe 4-dr., $1,740*. °50 SL Deluxe 7 i | ares 

4-dr., $1,295. °'49 station wagee, $900. CHARLO E, oe PLYMOUTH—'52 Belvedere, $2,315, $2,200. 

‘48 FL aerosedan, $1,025. °47 FM 4-dr., (E. M. Stafford, Inc. Sale every Wed- "51 conv., $1,960. '50 2-dr., $1, 265, "49 

$785. nesday. Prices eo sale of ge ) sD .o’ Seen 2-dr.. $875. °47 

. > | (Prices held firm on mos models. 8 -dr., $700, $650. 

CHRYSLER—'52 Windsor 4-dr., $2,590. '50 | Sold 120 units out of 178 offerings.) >ON mes ‘ — 
NY Newport, $1,850*; Windsor 4-dr., $1,- | BUICK—-'50 Special 2-dr., $1,350", $1,210. | "@ntettsin va) “Par Os 625° 0% 
550*. 48 NY 4-dr., $1,025; Royal club *49 Super 2-dr., $1,425*. ‘48 RM conv., Catalina, $2,375*: Chieftain “(Ry 4-dr 
coupe, $920. | $900; Super 2-dr., $800. '46 Super 2-dr., $2,275*. ''50 4-dr.. $1,450, $1,350: 2-ar., 

| DeSOTO — '51 Suburban, $2,600*: Deluxe $550. $1,480, °49 2-dr "$1 370°. _ we 
4-dr., $1,770. "50 Deluxe 4-dr., $1,420. | CADILLAC—'49 (62) 4-dr., $2,200. $2,- | STUDEBAKER—'52 Commander 2-dr.. $2.- 

DODGE — '52 Meadowbrook 4-dr., $2,030. | 175. "$7 (60) Special 4-dr., $1,075. 335*. '51 Commander 4-dr., $1.355. 
50 Coronet 4-dr., $1,630*, $1,400. 49 | CHEVROLET '52 SL Deluxe 2-dr., $2,- | WELLYS—'49 Jeepster. $810. oe 
Meadowbrook 4-dr., $1,130*. °48 Custom | 005* ; Ke -ton ae ng oat _ 410. bs 2 Ps 
club coupe, $825. | SL Deluxe 4-dr SL Deluxe 2- ~ 

FORD—'52 Victoria, $2,275. ‘51 Victoria,| 4%. $1,820. '50 Bel-Air, '$1.430; SL De DANVILLE, VA. 
$1,815; conv., $1,750; Custom (8) 2-dr., | luxe 4-dr., eee er $1, ei “ann (Danville Auto Auction. Sale every Wed- 
$1,700*. °50 conv., $1,350. °49 Custom | se} bs ae rH 300, $1,275: ’ hy 8 ar ie nescday. Prices are for sale of March 26.) 
(8) 4-dr., $1,065. "48 SD (8) 4-dr.. $840. $1,175: 2-dr.. $1145. 7°49 SI er * (Prices off up to $50 per unit. Sold 
Menw _°k . .175; 2-dr., $1,145, "49 SL Deluxe 2- , 

HUDSON—’50 Commodore (8) 4-dr., $1,- dr. $1,175, $1,075; clut 35 53 units out of 88 offerings.) 

600* | oF. $1,175. $1075; club coupe, $1,135. | su1CK—'50 Special 4-dr., $1,370°, °49 
<a | ‘48 FL 4-dr., $940; FL aerosedan, $840; at rates of., 1500". 
KAISER —'49 4-dr., $840. | FM club coupe, $875. '47 FL aerosedan Special 4-dr., $1,250. '48 RM 4-dr., 

MERCURY—'51 4-dr., $1,900; 2-dr., $1,- 2-dr.. $850: SM club coupe, $835 $710. $830. °47 Special 4- dr. $610, 

855 .'49 2-dr., $1,060. '48 4-dr., $750. CHRYSLER—’50 Windsor 4-dr., $1,550. CADILLAC—’51 (61) club coupe, $3,270. 
NASH—'51 Rambler station wagon, $1,- | DeSOTO—'52 (V-8) 4-dr., $2,800; Custom *48 (62) club coupe, $1,350 

410°, $1,325. °50 Rambler conv., $1,190. (6) 4-dr.. 2 at $2,375. ‘47 4-dr.. $625; | CHEVROLET—’51 SL Deluxe ‘4-ar., $1,- 

"49 (600) 4-dr., $910. Suburban, $500. 690*; FL Deluxe 2-dr., $1,430*; %-ton 
OLDSMOBILE "51 (88) 4-dr., $2,120*; ' DODGE—'49 Coronet $1,095. pickup, $1.020. '50 SL Deluxe 4-dr., 


730*; (61) sedan, $1,600*. ‘47 (62) se- 
dan, $1,015, $895; (62) conv... $1,360. 

CHEVROLET—’'51 SL Deluxe sedan, $1,- 
600*. ’50 SL Deluxe sedan, $1,410, $1,- 
280; SL Special sedan, $1,220, $1,210. 
"49 conv., $1,100. ‘48 FM sedan, $770; 
SM sedan, $685. ‘47 SM sedan, $725, 
$720, $710. 

CHRYSLER—’52 Saratoga sedan, $3,150*. | 


"48 NY sedan, $1,050. 
lander sedan, $750. 


‘47 Windsor High- 


DeSOTO—’52 Custom (6) sedan, $2,400. 
‘51 Custom sedan, $1,875, '50 Custom se- 
dan, $1,400. °49 Custom carryall, $1,200. 
‘48 Custom sedan, $960. 

DODGE—’51 Meadowbrook sedan, $1,705; 

$2,100. ‘49 Custom sedan, 


Diplomat, 
$950. 
FORD—’51 Deluxe (8) sedan, $1,400, $1,- 
395, $1,340; Crestliner, $1,550. °50 Cus- 
tom (8) sedan, $1,200*, $1,000; Custom 
(6) sedan, $1,100. °49 Custom (8) sedan, 


$1,020, 2 at $1,000, 2 at $935, $900. °48 | 
Deluxe (8) sedan, $675. '46 (6) sedan, 
$480. 

HUDSON—’'51 Commodore (6) sedan, $1,- 
400. '48 Commodore (6) sedan, $760. 
KAISER—’51 Henry J (6) sedan, $1,050- 

$930; (4) sedan, $875. °47 sedan, $460. | 

LINCOLN—’'50 sedan, $1,460*. °49 sedan, 
$1,110*, $930 

MERCURY—’51 sedan, $1,790*, $1,775*. 
"49 sedan, $1,150, $1,100*, $1,000. 

NASH—’51 Rambler conv., $1,330; States- 
man Super sedan, $1,400. °49 (600) se- 
dan, $845. 

OLDSMOBILE—’51 (98) sedan, $2,250*. 
"50 (88) sedan, $1,550*; conv., $1,750*. 
’49 (98) sedan, $1,330*; conv., $1,320"; 
(76) sedan, $1,270*. °48 (98) conv., 
$1,035*, $950. 

PACKARD—'52 Mayfair, $3,100*. °50 se- 
dan, $1,290. 

PLYMOUTH—’51 Cranbrook sedan, $1,545, 
$1,500; Cambridge sedan, $1,430. ‘50 
Deluxe sedan, 2 at $1,240. ‘49 SD se- 
dan, $1,065. '46 Deluxe sedan, $575. 

PONTIAC—’52 Chieftain (8) Deluxe se- 
dan, $2,500*. ‘51 Chieftain (8) Deluxe 
sedan, $2,100*. °50 SL (8) sedan, §$1,- 
420. °49 Chieftain (6) sedan, $1,230; 
Chieftain (8) sedan, $1,250. '46 Torpedo 
(8) sedan, $500. 

STUDEBAKER—'50 Champion sedan, §$1.- 
075. '48 %-ton pickup, $500. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
March 21.) 

(Sold 79 units out of 164 offerings.) 


BUICK—'51 Special 2-dr., $1,870. ’50 RM 
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Best Rig Ever! 
That's what prominent New York City 
Depts. say. It's the most inexpensive 
unit on the road, too. Positive up and 
down control from rear by worm-driven 
winches. No pawls, no clutches, no 
ratchets. Choice of four different cranes, 
two body types, 3, 6 & 9 ton capaci- 
ties. Discount to dealers. Open terri- 

tory available. Write for catalog. 


WELD-BUILT 
BODY COMPANY 


5903 Preston Court 
Brooklyn 34, New York 














4-adr., 
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$1,400*; FL Deluxe 2-dr., $1,235, §$1,- 
250. "49 SL Deluxe 2-dr., $990; station 
wagon, $905, ‘47 FL aerosedan, $780, 
$785. '41 SD 2-dr., $550. '37 2-dr., $150. 
DODGE—’51 Meadowbrook 4-dr., $1,530 
FORD—’51 Custom (8) 4-dr., $1,505, $1,- 
310; Crestliner, $1,640. °50 Custom (8) 
4-dr., $1,020*, 2 at $960. ‘49 Custom 
(8) 4-dr., $960, $995* conv., $1,010. 
’'48 SD (8) 2-dr., $850. '47 SD (8) 2- 
dr., $480, $675; 4-dr., $320, $715. °46 
SD (8) club coupe, $625, $585; 2-dr., 
$530; station wagon, $450. '40 SD (8) 
2-dr., $348; Deluxe (8) 2-dr., $290. 
HUDSON—'47 Super (6) 2-dr., $600. 
MERCURY—’'50 4-dr., $1,270. 
OLDSMOBILE —'48 station wagon, $605* 
PACKARD—’50 4-dr., $910*. 
PLYMOUTH—'51 Cambridge 2-dr_ club 
coupe, $1,425. ‘50 Deluxe 4-dr., $810, 
$770; SD 4-dr., $1,190, ‘40 SD 2-dr., 
$300. 
STU DEBAKER—’'50 Champion 2-dr., 
$980". 
WILLYS—'46 Jeep (4-w-d.), $400. 





10-Ton Extrusion Press 
Acquired by Alcoa Plant 

LAFAYETTE, Ind.—A giant ex- 
trusion press believed to be the 
largest in the nation is being in- 
stalled at the Aluminum Co. of 
America Lafayette works. 

The new press, leased from the 
Air Force, exerts a force of 13,200 
tons, equaling the weight of a mile- 
long string of loaded coal cars, the 
company said. 








wash cars 













like magic... 


Cloldlui 


“Auto-magic”’ 
Carwasher 


$795 





COMPLETE WITH MOTOR & PUMP! 
NO AIR COMPRESSOR NEEDED! 
No Tracks to Lay, 

No Arch to Sway, 

No-rack at All— 

To Pull or Fall. 

Won’t Jump the Track 

Or Break your Back. 

No Tank to Fill, 

No Soap to Spill, 

No Valves to Stick— 


x Now—Take your Pick! 







But, 
The 





ptulo- “PURPLE MAGIC” 
SHAMPOO COVERS AND ADHERES TO EN- 
TIRE CAR FOR EASY MITTING. 


PUSH A BUTTON— »¥ufa~ 

SPRAYS FRONT, BACK, TOP, SIDES AND 
WHEELS WITH WATER WHILE GOING DOWN 
AND UP 


OTHER CHOLDUN PRODUCTS 


be sure before you buy . 


CHOLDUN 


is the one you try! 


Hute-magically 


COMPLETELY RINSED 


Speeddly! 


See your local Jobber or 
Write for further details! 





EXPORT OFFICE: 238 MAIN STREET, CAMBRIDGE 42, MASS. CANADIAN OFFICE: 298 LAKESHORE ROAD, HUMBER BAY, TORONTO, CANADA 
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Used-Car Notes 








Rhode Island U. C. Dealers 


Change Association Name 
PROVIDENCE.—The Rhode Is- 

land Used Car Dealers Assn. has 

| officially changed its name to the 


Jack the Ripper Returns 


And ‘Pockets’ $3,500 


PHILADELPHIA. A holdup 
| man ripped out the pockets of Ken- 
4 |neth Ross, proprietor of K-Ross 
| Motor Co., recently to get $3,500 in 
|receipts which the owner of the 
used-car lot had in his pockets. 

Ross was going over accounts in 
| his one-story office at the used-car 








ripped out his hip pocket to get at 
his wallet. The holdup man then 
ripped out a sweater pocket and a 
coat pocket and took several hun- 
dred dollars more. 

* * + 


mobile Deans — & Py Philadelphian Admits been moved from Cleveland to To- 
nounced by Sheldon H. Stiegel, $31,059 Evasion of Taxes po ga brill nga Roger F 
or PHILADELPHIA. — A used-car | Whitell remains as district. mana- 
7 * * 
| 


dealer charged with evading fed- 
eral income taxes amounting to 
$31,059 changed his plea to guilty 
during a trial 


ery. 

The dealer, Howard C. Franklin, 
owner of Butlers Motors, had re- 
ported an income of $9,895 for 1945 
on which he had paid a tax of $2,- 
546. The Bureau of Internal Reve- 
nue said that the dealer actually 


being held before | 
District Judge James P. McGran-| 


DeVOlia Lins [== 
Mid-East Shifts ae 


TOLEDO.—Several changes af- 
fecting DeVilbiss Co.’s Middle East- 
ern states district have been an-| 
nounced by Henry M. Kidd, sales 
manager of the company’s spray | 
painting equipment division, 

Headquarters of the district have 


ger and has established offices at 

|the DeVilbiss plant in Toledo. 

Whitell announced the ap- 

pointment of D. R. Frankenberry 

| as a sales representative serv- 

| ing southeastern Ohio and a 
western section of West Virginia. 
Frankenberry will operate from 
Newark, O. 


I thought 


“Undercoat? Sorry, 
| you said overcoat.” 





in eastern Ohio and northwestern 


| Pennsylvania. 
The territory served from the | Robert T. Kannen jr., formerly 
DeVilbiss branch sales office 


in | in the Columbus office of DeVilbiss, 


Clements Honored— |lot when he suddenly looked up to| had an income of $21,822 and should | Pittsburgh has been _ realigned, | has moved to Pittsburgh and is as 
. - ‘ H : : Whitell said. Eddie lightfoot, who! signed to 40 counties in Pennsyl- 
; 'find himself staring into a pistol| have paid an income tax of $8,360. : ; eg 3 2 trope rl x 
W. W. Clements (right), owner of held b tall in @ Gack over I 194 F klin’ ‘ | has been working from that office | vania, West Virginia and Mary- 
Clements Automobile Co. (Studebaker), | @!@ DY @ tall man In a - n 1946, rankins Income! for 20 years, will serve customers! land. 
| coat amounted to $51,159 and he should| evliaicc PRE EEO aia 


Sioux Falls, S. D., received a plaque from | , 
M. M. Scovill, regional manager, for his| The holdup man pressed the pis- 
30 years of service as a dealer. Clements |tol against Ross’ temple and or- 
is the oldest franchised dealer in the city | dered him to lie face down on the 


from point of service. 


‘floor. Ross complied, and the man 















More Fd More Work 


—when you sell a truck 
that's Heil-equipped 






have paid a tax of $25,245, accord- 

ing to the Bureau of Internal 

Revenue. However, Franklin did not 

file a return for 1946. 
* * 


Big Outlet Opens Up 


In Louisiana Capital 
BATON ROUGE, La.—Big 4 Mo- 
tors, Inc., termed “The South’s 
Largest and Most Modern Used-Car 
Dealer,” 2401 Scenic highway, held 
grand opening March 15. T. Bert 
Reed is the manager. 
* * * 


Large Philadelphia Lot 


Faces Overcharge Suit 
PHILADELPHIA. — The first 


Packard Shows F- irst Model 
In Sports Car Project 


| 
NEW YORK. — An all-American 
| sports car, the 1952 Packard Pan 
| American, was unveiled at the 
opening of the International Motor 
Sports Show in Grand Central Pal- 
| ace here. 

| The low-slung, three-passenger 
car was styled by Richard Arbib, 
consultant to Henney Motor Co., 
Inc., Freeport, DIL, Packard re- 
ported. The company said that 
the model was built on a Packard 


window handles and dash knobs. 

The seats are covered with 
oyster white and dark green leath- 
er, with a Packard crest stitched 
on each seat back. An arm rest 
is provided in the back of the front 
seat for use when two are riding 
in the car. 

A large trunk space is provided 
and the trunk is fully carpeted 
throughout. 


| 








criminal action against a used-car | 
dealer in this region for alleged | 
price chiseling has been filed by | M 
OPS in the U. S. District court | length of 221 inches. 

here. Packard said that this is an ex- | p a 

At the same time, Herman L.! ample of its efforts in the sports| Has Built-In Washer 
Mash, regional OPS enforcement | ear field, and that the Pan Ameri-| BUFFALO.—A new windshield- 
director, revealed that his offices|can is the result of investigation! wiper system incorporating four 
already had forced return to buy-|into the possibilities of building a| gouble wiper blades and a new type 
ers of close to $10,000 in over-| production model sports car. Other | of windshield washer, has been de- 
ay pte Ange he said, was | poe = being considered, it was — by Trico bare men oe ” : 

. j . Ww - - 

The court action was in the | The Pan American is powered by | oda seas po ae ial f 
form of a criminal information | a Packard 327 Thunderbolt engine, | 9™n Buick’s XP-300, shown to Trico’s 
against Car Towne, Inc., York | with increased carburetion and & | employes last week. A GM spokes- 
Rd., near 66th Ave., one of the | revised cylinder head to give 175| man said the new systems mini- 
largest used-car firms in the | horsepower, Packard stated. The | mize smearing on the windshield 
Philadelphia area. | air-scoop head is functional in feed-| py providing water from Trico’s 
The information accuses the com- | ing air to the carburetor, and adds | windshield squirts in the center of 


convertible frame with 122-inch 
wheelbase, and has an overall 


Super Wiper 


Four-Blade Trico Model 





to the front view of the car. 









“When we deliver a 
HEIL Dump Unit, 
we know we're getting 


another satisfied “~ \ HP /\ | 
customer! " 


says Herman Morton, President, 
Rad-Mor Motor Co., Centralia, Illinois 
There’s extra money for you in Heil Bodies and Hoists. 
Sell them along with a truck and you get your regular 
profit — plus an additional profit on the body and hoist. 
After you make the sale, you just send the truck to your 
nearby Heil distributor and he mounts the body quickly 
and expertly — you have no worries. Then he continues 
to give your customer prompt service with genuine Heil 
quality-built parts, 
Your customer stays sold on Heil, too: Heil weight- 









pany of overcharges ranging from | 
$20 on a 1937 car to $115 on a 1940) 


Th overall height of the car is 


model. Nathan and Morris Burns, | 53 inches with the top raised, and 





officers of the firm, were not 
named in the criminal information. 


Creative Salesmen | 
Called Vital Cog 
In U.S. Progress 


BOSTON.— Creative salesmanship 
is an American “secret weapon” in 
the present worldwide battle of eco- 
nomics, said E. P. Letscher, mid- 
west sales supervisor of Dodge. 


In a speech at the 18th annual 
convention of the New England 
Milk Dealers Assn. here, Letscher 
declared that salesmanship is a 
basic foundation of our economy. 

“The American salesman is one 
of the leading symbols of our coun- 
try,” he said. “He represents a dis- 
tinctive difference between our way | 
of life and other philosophies of | 
living. There are no salesmen in| 
Russia.” 

Pointing out that salesmen have | 








|36 inches from the ground to the 
| top of the door. A well behind the 
|}seat encloses the top when down, 
| and it is covered with a metal lid 
to give smooth lines to the rear 
deck. 

A Henney spokesman said that 
the Pan American has minimized 
chrome features to emphasize the 
“sculptural contours” of the body. 
Chrome pieces were used only to 
accent the basic form and not 
as ornamentation, he added. 
Chrome-plated wire spoke wheels 
have been used to lighten the 
appearance of the car. 

Other features include a rear- 
mounted spare tire, a triple “stack” 
exhaust tube, a parcel compart- 
ment behind the seat, flushed ex- 
terior door buttons, and leather- 
trimmed steering wheel, door and 


|the wiper blade instead of directly 
against the windshield. 

President John R. Oishei, of Tri- 
co Products, described the wiper 
system as “a new era in windshield 
wipers.” 

“Double wiping takes place where 
the paths of the dual wipers over- 
lap, which is over a _ substantial 
portion of the windshield,” Oishei 
said. 


Auto Arson for Scrap 

NEW YORK.—To help out the 
scrap drive, Mayor Impellitteri last 
week ordered the city’s smoke con- 
trol regulation relaxed for six 
months so that auto wreckers can 
resume the burning of old cars. 
Cars designated for burning must 
be stripped of tires, floor mats and 
upholstery, and incineration is con- 
fined to the hours between 6 p. m. 
and 6 a, m. 











saving design helps him haul bigger payloads, save gas ee oe yg ob me v 
and tires. Heil quick-acting hydraulic hoist helps him States enjoys, Letecher added 
dump loads faster. Heil no-sag construction helps him that a further responsibility of 
enjoy longer body-life. salesmanship is to sell the Amer- | 
Your Heil distributor can help you recommend the eee om, pay 
right body and hoist for every job, every chassis. Get “We must create a firm convic- 
= acquainted with him — he’s as tion rag — American = 
3 a 5 zens that our dynamic way of life 
y _ HEIL co a oe yee phone. BH-188 offers far more than any philos- 
et ‘ Cr ophy of scarcity and regimentation. 
51" BE )| L 7 Through word and action, we must 
THE ye AN \ €o. sell the advantages of creating 
plenty, instead of rationing out an 
DEPT. 5942, 3059 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN ever-mounting burden of bureauc- 
Factories: Milwaukee — Hillside, N. J. racy, privation and pessimism,” he 
District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, said. 
hicago, Kansas City, Dallas, Los Angeles, Seattle Letscher said that creative sales- ~ se AEN 
manship is the fourth phase in the - : ca ne 
makeup of American business. The| e:..- ° 
ne Al Me phase, he said, is in-| Signing for Pike-Griffin Packard Co. — 
vention; the second, engineering of Dave Pike (left) and Russ Griffin (center) have signed the contract making them « 
inventor’s designs into practicality; | partners in Pike-Griffin Packard Co., Burlingame, Calif. Hilary Martin, manager for 
the third, mass production and the| Earle C. Anthony, Inc., Packard distributor in San Francisco, looks on. The new deal- 
fourth, salesmanship. ership will cover Burlingame, San Mateo, Hillsborough and Millbrae areas. 
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Auto Markets 








(Continued from Page 18) 


ared to a year ago, Winfield 
Kans.) dealers report. Some local 
lealers had a waiting list a year 
igo, especially in the low-priced 

ategory, but the situation is dif- 
ferent now. Most dealers attribute 
the present condition to high prices 
ind short terms. 

Floyd Harp, sales manager for 
Jack Lane Chevrolet Co. (Chev- 
rolet-Oldsmobile), said many cus- 
tomers cannot make the one-third 
down payment and others can’t 
make the high monthly payment. 
These customers could be sold 
new cars before the days of 
credit restrictions by making a 
set of tailor-made terms, Harp 
said. 

“We used to make terms of as| 
much as three years and in some 
cases sold cars without any down 
payment and we never had an ex-| 
cess of repossessions,” Harp said. 

Accessory volume is down. A typ- | 
ical deal for a customer who trades | 
every year disclosed that he) 
bought $100 less of accessories on 
the 1952 model. 

Besides not making as many new- 
car sales, dealers reported that they 
were not making as much gross 
profit as in other years because 
dealers are closer and allowances 
for trades are higher in order to 
close. Dealers report considerable 
dealer reduction in new-car prices. | 

Used-car business is generally 
good and holding up well. In this 
1941s and ’42s are reported to be 
the best sellers because they are 
easily financed. Many of the pre- 
wars have new engines. 

Used cars selling from $1,000 to 
$1,300 are also good movers. Serv- 
ice volume is normal to strong, in-| 
dicating those with good cars are} 
taking better care of them. 

Increased service business is re- | 
flected in some lost new-car busi- | 
ness. One dealer reported that a 
customer who has been trading} 
every two years for many years | 
failed to take delivery on a new car | 
and instead had a new engine in-| 
stalled in his old car. 

Had the customer bought the new | 
car, the dealer would have installed 
the new engine in the old car and 
sold it on his used-car lot and in-| 
stead of just making the profit on | 
the engine he would have made} 
the profit on the new car and the| 
profit on the used car plus the sale | 
of the engine.—(L. C. Houck.) 

* + x 


Cleveland 


The seasonal spurt in used-truck | 
sales hit a peak during the seven 
days ended March 29 when the 
Federal Reserve Bank recorded | 
302 sales in used trucks, highest | 
point in over a year. 

However, the bank pointed out, | 
this was “25 percent short of last | 
year, and about 10 percent under | 
the two-years-ago figure.” | 

Used-car sales were under the | 
previous week’s figure, with the | 
seven-day period ended March 29 
recording a total used-car turn- | 
over of 2,884. 

In the new-car field, sales for the | 
week were 1,052, a dip from the| 
previous seven-day figure, while | 
new-truck sales were 162, the sec- | 
ond highest week of the year. 

Most dealers continue to point a/| 
finger at high prices and Regula- | 
tion W as the two main reasons 
for the “hard going” in new-car 
sales. Many maintain, too, that the 
bugaboo of “car shortage” is being 
laughed out of the sales talk by 
many customers who continue to 
shop for the best price available.— 
(Sanford Markey.) 

* ” 


Springfield, Mass. 


Sales of new cars are not so 


| 
| 
| 
| 
| 








'WANT TO 
| LEASE CARS? 


Chevrolet, Ford, Plymouth and 
Studebaker DEALERS interested 
in LEASING cars and trucks to 
our national fleet accounts are 
invited to write AUTOLEASE 
GROUP, 522 Fifth Ave., New 
York 18. 








| old used cars are selling so briskly 
here and prices are high consider- 


brisk, Springfield, Mass., dealers 
report, but they may improve with 
the advent of warmer weather. It 
begins to appear that some cars 
have been priced out of the mar- 
ket, dealers contend. After paying 
confiscatory taxes and high living 
costs, the new level of car prices is 








4 + am Fe + ware 


FILTERS 








| beyond the reach of a lot of peo- 


ple, dealers say. That is why very Fram Points Up Dealer's Importance— 


Fram's new billboard on oil filter cartridges features finger pointed at motorists. Idea | 
is reminiscent of Uncle Sam poster used successfully for recruiting during World War |. 
These painted bulletins on U. S. highways from coast-to-coast give illusion of dealer's 
| finger following motorist as he drives along the highway. 


ing that many of them are in the 
jalopy class.—(John A, Noll.) 


* 





* 


Baltimore 


Both new-car and new-truck sales 
jin Baltimore during February were 


slightly lower than in January. |sales were 210, compared with 232 
New-car sales during the month|in January. 

amounted to 1,751 units, against The same situation prevailed in | 
1,772 in January, while new- -truck the rest of Maryland as the | 








pause Meres 






on the ’shield...or on 


Drivers like the new Trico Soft-Rubber Blades because 
they give the cleanest wipe ever seen. 
YOU'LL like them — 
— because they fit ALL FOUR types of wiper arms 
without adaptors. No more fumbling on the ’shield! 


—and because Trico’s new metal Stock Organizer 
Cabinet puts the right blade or arm at your finger 
tips. No more fumbling on the shelf! 


Fifteen million television screens are telling car drivers 
about them. That’s why sales are breaking all records. 
Your jobber will help you cash in. Phone him! 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. 





trucks regularly in 


MOKE 
~ FUMBLING 


57 


state’s total of new-car sales, ex- 


clusive of Baltimore, reached 
3,358 in February, against 3,537 in 
January. New-truck sales were 


473, against 512 in the first month 
of 1952. 


3altimore new-car sales by makes 
in February were: Austin, 1; Buick, 
85; Cadillac, 26; Chevrolet, 470; 
Chrysler, 55; DeSoto, 66; Dodge, 84 
Ford, 193; Henry J, 10; Hudson, 
64; Kaiser, 16; Lincoln, 5; Mer- 
cury, 85; Nash, 74; Oldsmobile, 87; 
Plymouth, 258; Packard, 29; Pon- 
tiac, 78, and Studebaker, 65. 


New-truck sales during February 
in Baltimore were: Brockway, 3; 
| Chevrolet, 72; Dodge, 41; Federal, 
2; Ford, 42; GMC, 9; International, 
18; Mack, 2; Reo, 1; Studebaker, 2; 
White, 4; Willys, 13, and miscel- 
laneous, 1.—(Kate Savage.) 


Follow Jack Weed’s reports on service and 
AUTOMOTIVE NEWS. 








Twice AS MANY 
Twice AS EASILY 








the shelf 


METAL STOCK 


ORGANIZER 
Cabinet D-102 
for Shelf or 
Counter 
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‘ | for schooling by Ford dealers, in| 
Graduates Total 1,728 . . . \the fundamentals of successful 
dealership operations to prepare 


ae them for complete dealership man- 
Or a eS Cc Ooo |agement in the future. Under the 
program, more than 200 graduates 


have become dealers in their own} 
right and about 400 have become 
if} S L ear general managers or sales man- 
agers of dealerships. 
DEARBORN.—Ford division ex-| agers for Ford division, have FF cl org om pigs Ps 
ecutives and Ford dealers’ sons and| been graduated. Henry Ford trade school in Dear-|_. 
key employes from all sections of} The Ford merchandising school porn to the Fairlane estate, home| Riss Co. Patrol Cars— 
the U. S. celebrated the fifth an-/|was established March 17, 1947, by of the late Henry Ford. He said| Riss and Co., St. Louis trucking firm, 





exercises at the Dearborn Inn. |A. Williams, sales and advertising| importance of the program in the! and train new company drivers. 
5 vice-president for the company, and eyes of company’s management. a io hs _—_ 
The end of the school’s fifth (1, w. Smead, Ford division general 


year coincided with the gradua- | gales manager. The school is under Each class spends four weeks staff also appear before each 
tion of 44 members of the school’s | the supervision of Frank J. McGin- | at the school. The faculty is | class during the month. 
Class XXXII. To date, 1,310 men |nis, manager of sales promotion! composed of Ford division man- | John F. Heflin has been manager 


from Ford dealerships in all the | 2nd training. agement, particularly specialists | of the school almost from its start. 
states and 32 foreign countries, One of its main purposes is to| in the general sales office. Execu- | He is a graduate of the University 
as well as 418 field sales man- |help train young men, nominated| tives of the company’s central |of West Virginia and the Harvard 
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MOTOR TRANSPORT BRAKE SERVICE 


Distributor 


Wherever you are--- MINDILAIND or Dealer « 


you are not far from a 





MIDLAND REPAIR KITS 


, Contain genuine parts neces- 
YOU have two big advantages when your Motor Trans- sary for a thorough rebvilt job. 


port equipment has Midland Power Brakes. 





. , , MIDLAND INSTALLATION KITS 
You have the assurance that braking equipment is Sicitie alt gute siestead tes camraiene 


correctly engineered and sturdily built to give long, gir or vacuum Power Brake installa- 
trouble-free service — been proved by billions of miles tion on your truck, tractor or trailer, 
of use all over the world. 





FACTORY REBUILT EXCHANGE UNITS 


Original equipment guarantee. 
Factory-rebuilt to operate like 
new units. Secure them through 
your nearest Midland distributor. 


In addition, Midland’s widespread distributor and 
dealer organization insures that parts and service are 
available promptly wherever your equipment may be. 





For fine braking service, any way you look at it, 
specify Midland. 





Those who know Power Brakes 


THE MIDLAND STEEL PRODUCTS CO. choose MIDLAND 
6660 MT. ELLIOTT AVE. . DETROIT 11, MICH. 
Export Department: 38 Pearl Street, New York, N. Y. 


MIDLAND 








o THe 
re 0% 


ain = & .o 
o=———s \.\ a — 250 Service Organizations * * % 
om ; <> To Serve You  t.4 





POWER BRAKE EQUIPMENT AUTOMOBILE AND TRUCK FRAMES BUS DOOR CONTROLS Wherever You Are “wo tus * 





: P . uses these five safety cars to patrol the 
niversary of the Ford merchandis-|J. R, Davis, vice-president and di- the removal of the school to the | opetations of the company trucks in 17 states. Drivers are trained in traffic safety, 
ing school here during graduation | rector of Ford Motor Co.; Walker) Ford home is an indication of the and cars are equipped with first-aid equipment. The drivers are also used to select 





| business school in advanced man- 
|}agement. He formerly was head- 
| master at Greenbrier military school 
|at Lewisburg, W. Va., and during 
| the war, was a colonel in command 
lof the Army Air Forces statistical 
school at Harvard. 

As a basis for the four-week 
course at the merchandising school, 
management speakers present a 
well-rounded concept of Ford’s 
history and organization, its prod- 
ucts and services to dealers. This is 
followed by instructions in the op- 
eration of a Ford dealership as an 
independent business. 

Students have the opportunity to 
meet the men who administer com- 
pany policies. They become closely 
acquainted with the company’s ad- 
vertising program and learn how 
the dealer fits into it and what 
advertising services are available 
on the dealer level. 

The student is shown sales pro- 
motional media and how to use 
them to train his own sales 
groups. Sales training specialists 
cover the technical side of auto- 
motive selling. Company public 
relations personnel review cur- 
rent programs and discuss princi- 
ples applicable to dealer opera- 
tions. 

Instruction at the school empha- 
sizes the dealer point of view and, 
| cOvers a number of subjects calling 
for different techniques, such as 
selling new cars, development of 
|truck specialists, used-car and 
truck merchandising, wholesaling 
and retailing of parts and acces- 
sories, and operation of a service 
department. Dealer plant facilities 
and layouts also are covered. 

During the course, considerable 
time is spent in business manage- 
ment practice sessions on the Ford 
uniform accounting system, the 
study of budgets, controls, reports, 
financing and credits and the train- 
ing of future dealers and sales 
executives in the sound manage- 
ment of money. 

Study of retail sales management 
starts with an analysis of the 
sales manager’s functions, his re- 
sponsibilities and qualifications. 
The discussion of hiring and train- 
ing of salesmen includes funda- 
mentals of salesmanship as well as 
| the interviewing, checking and se- 
| lection of salesmen. 














ee 
Saying 
(Continued from Page 13) 


ments, agreements, or records re- 
quired by or obtained pursuant 
to other provisions of this regu- 
lation) shall be preserved for the 
life of the obligation to which 
they relate; provided, however, 
that the registrant may preserve 
photographic reproductions in 
lieu of such books or records. 

To aid in the consideration 
| of this matter, the board will 
| be glad to receive from inter- 
| ested persons any relevant ex- 

planations, data, or other infor- 
mation. 

Although such material may be 
sent directly to the board, it is 
preferable that it be sent to the 
Federal Reserve Bank of the dis- 
trict which will forward it to the 
board to be considered. All such 
material should be submitted in 
writing to be received not later 
than Apr. 2, 1952. 


Approved this 14th day of 
March, 1952. 

BOARD OF GOVERNORS OF 
THE FEDERAL RESERVE 
SYSTEM 

(Signed) S. R. Carpenter, 
(SEAL) Secretary 
Certified to be a true copy of 
the original. 
(Signed) S. R. Carpenter, 
(SEAL) Secretary 
| * *x * 


What’s that again, Mr. Carpenter? 


EIT A MeL 


Bien ML 


— 
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Tax Whipping Boy? 
New York Auto Leaders Firm in Opposition 
To Use and Parking Tax Bills 


NEW YORK.—Auto men here are | 
rolling up a tide of opposition to} 
state and city legislation which | 
seems particularly aimed at the} 
automobile owner. 

The state is now considering a 
bill that would impose a $5-a-year 
use tax on cars weighing up to 
3,500 pounds, and $10 for heavier 
ears. Included in the bill is a pro- 
vision that the New York City mo- 
torist will also pay $60 a year for 
parking tax. 

It was pointed out that the park- 
ing tax will not guarantee the 
owner protection from vandalism, 
theft or collision. It merely means, 
it was reported, that the car won’t 
be hauled away or ticketed. 

It is expected that these “tem- 
porary” measures will increase the 
city revenue by $60 to $80 million 
a year. 

However, Joseph W. Farlow, ex- 
ecutive vice-president of the Auto- 
mobile Merchants Assn. of New 
York, Inc., pointed out that these | 
measures are a very poor make- 
shift in a situation as explosive as 
the city’s present financial plight. 

“What’s to prevent the legislators 
from asking for $100 next year, and 
$150 the following year, when the 
deficit situation has become more 
pressing and difficult?” he asked. 

“It is an outrage that the city 
vehicle owners, who are already 








New-Car Credit 
Dips for Fifth 
Month in Row 


WASHINGTON. — Sales finance | 
firms’ purchases of installment | 
credit deals on the retail sale of 
new automobiles during January 
were down for the fifth month in a 
row, according to the Federal Re-| 
serve Board. 


However, such purchases on 
used cars increased slightly, so 
that combined volume on both 
new and used cars was up slight- 
ly over the previous month. 

It was almost the same story 
on commercial vehicles. Purchases 
of finance paper on both new and 
used commercial vehicles showed a 
rise in January, but the biggest 
rise was recorded in the latter 
category. 

Despite the increases, credit buy- 
ers owed less money on the ve- 
hicles they were driving at the end | 
of January than at the end of the} 
previous month. 

Purchases of credit paper on| 
goods other than automotive de- 
clined 11 percent in January. Sales 
finance firms saw volume drop 35 | 
percent on refrigerators and other | 
household appliances. 





forced to pay 3 percent more than 


other state residents due to the city 
sales tax, should be taxed for the 
‘use’ of the vehicle,” he declared. 

“He now pays a federal excise 
tax on the auto, tires and acces- 
sories; federal, state and city tax 
on gasoline; a state license fee, and 
many other direct and hidden taxes 
to operate his car.” 


O. Weiss, president of Knicker- 
bocker Operating Co., used-car 
dealership, declared that the city 
“appears intent on taxing cars out 
of existence.” 





Second Training Car for Alberta— 


The measures were politically in- 


stigated, according to Walter Hov- 


Jenner Motors, Edmonton, Alta., presented the second car to the Alberta Motor Assn. 


for use in the driver training program at the high school there. The car will replace 
ing, chairman of the Anti-Sales|one that trained 300 students in the city. Len Sanders, chairman of the Edmonton 
Tax Committee of New York City. | branch of the AMA, receives the keys from Fred Jenner. 
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ee "2 > 
‘Timken-Detroit 
| 
‘Boosts Parker 
DETROIT.—Frederick W. Park- 
|er jr. has been appointed executive 
| vice-president of Timken-Detroit 
| Axle Co., it is an- , 
} nounced by Wal- 
ter F. Rockwell, 
president, 

An engineering 
graduate of Cor- 
nell university, 
Parker has been 
with the company 
for 25 years, hav- 
ing served as 
sales’ engineer, 
service manager, 
assistant to the 
president and, until his recent ap- 
pointment, as vice-president. 






* 
F. W. Parker Jr. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








C. H. HOUSE, President 
Steel City Oldsmobile Co., Inc. 
Birmingham, Alabama 





Since the purchase of our 
WASHMOBILE more than 12 
months ago—writes Mr. House 
—it is gratifying to know that 


our wash 


more than doubied. 


rack volume has 


And because we do a quick 


and satisfactory wash job 
with this equipment, we have 
other 


Meanwhile, automobile dealers 
did less “floor planning” in Janu- | 
ary than they did in December, 
and outstanding balances on vehi- 
cles in inventory dropped accord- 
ingly. ‘ 

The 106 finance firms reporting 
to the FRB said they financed the 
credit sale of 240,777 cars in Jan- 
uary, as follows: 76,959 new cars; 
10,8340 new commercial vehicles; 
139,811 used cars, and 13,227 used 
commercial vehicles. 

The FRB’s report on automotive 
financing is not wholly comparable 
with preceding months, inasmuch 
as each report is compiled from a 
different sampling of sales finance 
firms. 


increased volume _ in 


parts of our service depart- washing of 50 or 60 cars a day. It’s the 


plus of customer good will, increased 


HOSE are kind words from the presi- 
dent of Steel City Oldsmobile, written 
after more than a year of steady, profitable 
use of WASHMOBILE. It is gratifying to 
him, and to us, to know how well this 
stalwart equipment performs the job for 
which it was designed. But that was to be 
expected. — 
The pay off is more than the mechanized 


ment. 
service sales, clean new and used cars, 
and the elimination of service department 
bottlenecks, that makes this equipment a 
must in any progressive dealership. Write 


We are more than pleased 
with our WASHMOBILE and 
we're convinced it Is one of 
the best investments in equip- us today for particulars. Turn your wash 


ment we ever made. bay losses into profits now. 





mot Y 


¢ Washmobile fits your present wash rack without struc- 
tural changes. ¢ Only 8’ high and 8’ wide, it moves on its 
© The car stands still while Washmobile 
moves over it. ¢ Fifty high pressure nozzles spray the car 
first with water, then with detergent, then with water. 
© Two high pressure water guns and two air guns clean 
wheels and under fenders. «© Washmobile can be installed 
in @ morning and turn out 20 cars the same afternoon. 


own 23’ track. 


WE 


WHOLESALE 
USED CARS 


Washmobile Div. of Acme Equip., Ine. 
Central Trust Building, Altoona, Pa. 
Washmobile Co. of Eastern Texas 
3916 Fannin Street, Houston |, Texas 
Merkle Sales Co., Manufacturer’s Rep. 
4969 North Newhall St., 
Millwaukee 11, Wis. 
Washmobile- McGee Co. 
1704 17th St., N.W., Washington, D. C. 
Northwest Kold-Draft, Inc. 
220 Washington Ave., North, 
Minneapolis |, Minn, 


Southern Washmobile Corp. 





Washmobile Corp. of N. J. Kentucky Washmobile Co. 
alsey St., Newark 2, N. J. 1817 S. Third St., Louisville, Ky. 2412 Second Ave., North, 
Udall Co. Washmobile Sales Corp. Birmingham, Ala. 
Shattuck Ave., Berkeley 4, Calif. 2300 Washington St., Federal Washmobile Corp. 
Washmobile of Colorado Newton Lower Falls 62, Mass. 225 Lafayette St., New York 12, N. Y. 
- O. Box 1383, Denver |, Colo. Washmobile Div. of Ace Dist., ine. Western Washmobile Co. 
Washmobile Corp. of Florida 1030 Tenny Ave., Dearborn, Mich. 280! Van Buren 
1034 N.W. 23rd St., Miami 37, Florida Schoeller Sales Co. Amarillo, Texas 
Washmobile Corp. of Chicago 1163 Edmund Ave., Ken Garff Company 
2350 West 58th St., Chicago 36, 111. St. Paul 4, Minn. State at Fifth St., Salt Lake City, Utah 
Central States Washmobile Co. Siggins Company Washmobile Service 
700 South {2th St., Springfield, ti, 704 Broadway, Kansas City 6, Mo. P. 0. Box 894, Santa Barbara, Calif. 


12240 JOS. CAMPAU 
DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 
TW 1-0600 
"eae eens hecmtnn Ratan eee eRe 
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New Passenger Car Registrations, 32 States for February, 1952-1951 






























































































































































Se 


3 A he an 


A EL ILO TN MRE et 




















ov | 
| | | | 5 s | 

Car registrations by states are | os | gts | | . a 2 | 8 

released here weekly, as com- | — £ uu ze | l « . | 2 | | sis | : a r ‘ eis 6|5 

piled by R. L, Polk representa- | 2 | e | 3 =z £ | 5 | ed! « = | 2 | € 2 | ‘oe ae. | § | @ | c | =| 6 a 5 a | s | = ¢ 

tives in state capitals. eS | 8 2 E s — a] y : rat - wv 5) 2 | BS) = | 2 5 } 2 | & 5 ju 5 3s 3 | ry z 3 3 3 = 2 5 

6) Pa) 6é\z« {se 2 313 2212/16 3) re) 2 |} oe | < F x erjen < |S) = z = a > = = 
| | | 
i ' 3016) 2071, 6199; 12039) 23325| 13820; 424) 3967; 18211| 8652| 2278; 22757; 5553| 6439; 45679/ 31; 659; 912) 1602; ~~ 81 73, 88 2200, 3706) 1477, 5588, 648) 544) 103222 

cores sag i a 3518 2846, 8562, 15525| 30451| 23688| 788) 6689, 31165 12787) 3010) 29385) 7552| 9631| 62365, 1068) 1948) 3616, 75) 44171) 3971) 3345) 2065 S717, bbl 216) 143862 
Colorado 52) i 134) 295) 581 448)—s17)—s«*B)—s«5B3) 281, = 62,564) Ss83| 189) «1279 9 18 7 | 3. 92~«C«WN0S|s37,s«d134)—=is38)s2893 
es BB, 72;_2a|_ 3261 737|__—SI7|__20 164) 701] 433) 64) 655) 212) zt) 1585) 85) WN} 136} 105] 57) tts) 
Connecticut a a B 252) 388) = 852| 530, 28,155) 713,292) (103, = 739/255) 238) 1627 Er te en) | YY ee 
esaanl Bri toe, 851 301,452; 940165017) 288) 992) a8 119,904) S435] 790i] 596022, 

"0 g5)—SCO00|”Sdee| see; tsi) 90s) ~Se)~sCn99| 0023) 403) 0@2| t27e) sea) 260) 2346 17, 46) 63 1; 50, 173, 59, 259) 33 sees 

i er 2 144 497 968 1821 1460 42 420 1922 684 123 1777 44) 492 3517 45 St] 1%) Ss 5| (147 215| 108-302 18 2| 8253 
Maryland es "52, 145) «144)«293)—«629)—«sA2NT|—=«705)~=Ss«s8) = 235| +958) 303) = 67),—S«*1285| ~«-263) 252) ~—s2170 56 51,107 5 3; 1) 160) 185) 83) 228) 33 7; 5151 
=e ei| 159, 105, 402| 692/135) 1138/33] 313) 1481, 468) 75| 1489) 344) 3972773 139 68,207, ~—Ss5| S| 7) 138167, —«92|_—250) 39,9528 
Massachusetts ‘52, 242) «235, 414) «893, «1784; «1110, 36) 281, -«1427|«-533| 153) 1553) 533) 488) +3260 5363) 116,23), 263) «102,395, 4B) 35) 7579 
oo ei| 3931 294/ 713/104) 2434) Ble, be) 523 2405, 984) 240) 2110, 913, —792|_——5039 113) 98) 2 HS} 9) 263) 300! 145] 444) 72) 4511383 
Minnecte ~*52)«-225)—«4177)-~=«337|« B67) —«1606) «1034; «= 22): 281; ~—«*1:337| «640 «133| «2045! 439) «440; «— «3697 31; 52) 83 1; 105) 179) «+4012; 453) «43 3) 7619 
—* 51/412) 393| 862) 1678] 3345, 2405 + +89| + 767| +~—«3261| «908; ~—«190, += 2088) +656) 591) 4433 107, 254, 36 5; 250, 309,187,456) 30, 212639 
— RD) «734)~—«472|«41324) «2114 4644) «2214; ~—S««78| «= 744) ~«—«3036| (1491; +490! +4390! 1160) 1020 8551 129, 192) 321 2 3; 18; 362) 623; 305) 922) 138, 28) 18973 
ited 51/879, 744 1915 3175| 6713| 5082, 114) 1284 6480/2668 552| 5840| 1747| 16I7| 12424 313, 413,726 2| 36) 626; 526 419| 927) = +145 18} 29042 
Oklahoma ‘52; 110) 108) 232) 486) 936, 863) 17; 139) 1019; 363; 75) 1242) 274) 246; 2200 2; #17 39 2). «77, «4109, 43)—s«s8S)—s«25) «|S 4847 
exeieg 51/123; 143, 333|__731|__1330|__1273| _-36|_—:342|_—*(1651|__554)_102| 1588) 276| 442) ~—«2962 22) 32) —54 | 4) 77} 9H) 5| 52} 9} 3653 
'52| 747, 594) 1570) 3117) 6028) 2430; 73; 850| 3353) 1852) 379; 5456| 1189) 1380) 10256 180; 229; 409 2 14) 14) 461) 742; 355! 1254) 197) 165! 23250 
a ‘S1| 762) 743| 1851; 3849/ 7205) 4678! 178| 1223; 6079) 2352) 497| 6208) 1517| 2008) —‘12582| | 403) 397) 800 - 12} 33\ 744; 731, 448) #1112; 178) 33) 29962 

th Dakot 52 37; 35! 65|—s«s62} S299; ~—s210 7; 51 268; 119; 18) 322; 86 66 611} | 7) 13) ~—-20) i534 15) 70 3 1335 
oo ttasaagg SI 50} 64) 108) 262 484, 349 i} 122; ~~ 482) ~—«165| = 32] S472} ~— 106} «155 } 930] | 32) ~—«57| «89 63) 54) 5I 80 17 2250 
T ‘52; 134) 109) 303 603! 1149; 776; 21; 189; 986 448; 91| I211/ 264) 326] 2340; 12; 35; 43; 90 12 5} 5; 109! 152; 70) 285; 31 14) 5248 
“ee ‘5 94, 116] 278; 541| 1029) 41118} 16) 233) 1367] 490; 80) 1128} 246) 314) 2258 | 22] 26| 48 18 3} 12) 100; 87) 70) 168 13 | 5174 
Washingt ‘52; 151/ 100! 173) 454/ 878; 608; #1) 213) 832; 313) 72) 919) 221) 221 1746 | 12; 28 = 40 i me 63) 246, 28, 17) 4127 

Reta 51| _252| __175| 412} 826| 1665! _1109|__30|_315| 1454) 542; 82|_—:1436| 469/471 3000 |] dal igs) 131 Tal] sel 294] tral 437, SelB) 9439 

32 States Reported '52| 5931! 4274| 11604) 22635| 44444! 25654) 770| 7422| 33846| 15690) 4023) 43761| 10722| 11566! 85762!  43| 1245, 1718) 3006) 129; 162) 152| 3943! 6564) 2803| 10275) 1307; 969) 193262 

To Date for February ‘51| 7004) 5924] 16455| 30129] 59512) 45280| 1450) 12650| 59380) 23513) 5166) 55080) 14793| 17446| 115998 | 3049 3662) 6711; 125] 104) 315| 6785! 6357| 3910) 10500) 1326, 415) 271438 

Y "52| 15455| 10873) 27971| 63013| 117312! 65469! 1712| 19721; 86902| 39188) 98496| 110551| 26553| 33928, 218716, 103) 3571| 4526; 8200; 434) 568] 417; 9042| 15557| 7212| 25154) 3059) 2068| 494641 

To Date : ‘S1| 19577) 15815) 39926| 69441| 144759) 123842) 4260| 35610} 163712| 60909) 14607| 169603| 37262) 54808| 337189 | 7599; 9195| 16794| 416) 528/ 857) 16119] 17585| 10910) 29922) 3747| 1666] 744204 

e . a 
New Commercial Car Registrations, 30 States for Februar - 
9 9 
| | | | l 2 Biss | 

Truck registrations by states are 3 | | } ra $ 3 | Truck registrations by states are 
released here weekly, as compiled > 4 > 2 x Pe = | } © released here weekly, as compiled 
by R. L. Polk representatives in 5 B | ° = S ‘s © r c oO 3 $ = F 3 2 | : oe ry oa r by R. Le Polk representatives in 
state capitals. 2 gy rf 3 E g 3 9S ? > = Ss 4 y 2 < ° z 3 1s = 3 5 state capitals. 

2/e/siésj/ajal si 2) el Fle] ze] 8) 2) 2/2 | 2] a] Fs [Sk] | =] 2 

15 States Previous! ‘52 56|  31| 4623! 6| 102)  82| 1957; 23) 3540 17| 1380| 1868 19| 126! | 16} 66) 509) 208 2| 347|  65| 15043/'52 15 States Previously 

Reported for ebeeery ‘51 36) 64}. 6881 | 71 134 2 | 2147| 30 5110! Hi] 1882| | 24| 276| 3) 8 104; 578) 254| 10 495) 72| 20500 ‘5! Reported for February 
Colorado ‘52 1 | 286) 2 2 1 72 232 4 - 2 14 | pA 3 | = 2 eral th Colorado 

‘SI 344 4 6, 5 247 126| | 4 6 | 
Connecticut 52) i 1; 107 5 7 = 2; 78 31; 38 7 l 3 10) 2| 13 9, 377\"52 Connecticut 
‘I 4 3} 162 i 7| 6 1} 108 42| 57} 50 2 6) 14 9 33 2) -572\'51 
Dist. of Columbia 52 4 48 i 7 | 2ai i) 13) 4 2 3 145 |°52 Dist. of Columbia 
‘SI 1] 7\ | 14 |} Sil 25 21| | | 1| \ i 189) '51 
Florida "52 3 | 444) 5 15; 10; +252 | 365 113) 169) 19) i 9 +7 «BI 33 13, 1579)\"52 Florida 
51 | 536 3 4 10/303) | 370 119} 137) 37 3 90' 23 67 7) 1743) "51 
Idaho 52) 101 l | 48 | 7 57, 34 1 2 2, O19 1 27) 371|"52 Idaho 
5 164 3 2| 57 2) (124 93| 58 6 7 1 28 3 42 580) ‘5 
Kansas "52 l | 298 1 3) 2) 80 | 152| 84, «113 1 17,10 13 2) 777\'52 Kansas 
‘51 545 121 2| 364) 148} 196 2 5| ~ 34 5 33 1456|'51 
Maryland "52 5 4, 231 i 7 92 2; 131 34, «7 14 5; 18 é 8 9, 638\"52 Maryland 
‘5! I 4 283 | 2 5 93 7 163 75 92) 21 4 14 7 i 782|'51 
Massachusetts 52 13 4) 268 14, It; 110) 194 1} 50; 73 : ae 8; 23} 21 16 5) 837\'52 Massachusetts 
S| 2 13| 315 12 10} 126] 4| 246, 72| 95) 37 3 18) 24 14 2|  1023)'5! 
Minnesota "52 409 3 5; 100) | 241] 1} 87) 203) l 2 4, 55 8 22 4) -1144)'52 Minnesota 
‘BI | 607 3 1] 217 | 444 4} 153] ‘172I 8 1 | 76] 18 35 1739|'51 
Ohio 52 6 770 13) +13) 327] 5) 588) 213; 324 30) 3} 16) +92) ~+~«63; 67 18; 2568/"52 Ohio 
SI 16 1] 1283 21 39) 342 5| 864 2} 270) 463 55 6} 31] 101] 137] 97 4| 3738) "51 
South Carolina 52 1 397 i i 86 227 2) 86) +158 7| | 43; 10) 10| 6}  1035)"52 South Carolina 
: 51 3 357 89 233 75| 78 9 39 13 9 906 | ‘5! 
South Dakota 52 103 1 2; 34 1; 104 20; «89 | l l i 20) 1 l 2 | 378\"52 South Dakota 
f° a SI | 147 2 79) 116 57) 101 19 20 542) ‘5! 
Tennessee ae 21; 556 4 3) 186 1) 430) 189; 156 ) 15) } l 2; 67) ~=«2| } 31j | 1674)"52 Tennessee 
‘SI | 472 3) 134 | 278} | 114] 88| 16| 20/21 25 1173) '51 
Utah ‘52 ; 139) 1 2| 1} 35) T} 83] | 34) 40] 4, *5) l 2 7) +5) yw 1) 374|'52 Utah 
‘SI | 152| 2 7; 35) | 81 | | 54] 47] 2 4 1| 1| 5 4 i2| 3} 4121'51 
Virginia "52 8 1| 466 I 6; 154! | 267| 122| 122 a | | 2; 41| 14] | 34 2| — 1263)'52 Virginia 
5! 6 5} 704) 1 3} 1} 185} 2) 403 124) 181! 43 3) 49) _~—«22 68 6|  1807)'51 

30 States Reported "52 98, 62| 9246, 18 167| 143) 3633) 37) 6732; 21) 2609, 3583 26, 288 | 22) 130) 1065) 418] 2) 672) 137) 29109)"52 30 States Reported 

To Date for February ‘SI 93} 90 13023} 18) 206 190) 4098) 54! 9202 17| 3419; 4158} 36} «572 4) 22} ~—-203)_—«1116|} 543 11} 1001} 96} 38172) '51 To Date for February 

Year ‘52 240, 179) 28701 47, 455, 397, 11612, 89) 19718, 97) 8578) 10233 73, 824) 19) 96) 369) 3179) 1366, 31; 2150) 317) 88770)'52 Year 

To Date ‘SI 282| 357| 42337, 47| + 613| +598] 14828| 166 3010! 55| 12386| 12279; 110! 1577; 26| 108, 600! 4311{ 1820;  56| 3358) 215] 126230/'51 To Date 

The following advertised-delivered prices $189 on other models. Fasamatie optional 
farteated on factory retail prices at the “iin mi at $39.45 CY. modes.) a: a 

» 8 established by the Office of C "a PL oO '—Concord — 2-dr. sed., - 

Price Stabilization. These prices includ: tT | p N 757.23; bus. cpe., $1,615.52; Suburban, §$2,- 
federal — taxes and factory handling urren el in rices on ew a rs Lonny yA “ty oy pagel 
charges, and dealer delivery-and-handling bridge — 4-dr. sed., ’ .61; cl. cpe., 

-. They do NOT include transpor- | wag., $3,197.84; 8-pass. sed., $3,337.66.; FORD—Mainline 6—4-dr. sed., $1,677.50; | tan—4-dr. sed., $2,568.38; 2-dr, sed., $2,- | $1,788.55. Cranbrook—4-dr. sed., $1,915.80; 
tation charges, state and local taxes or Wisdeos Deluxe — 4-dr. sed., $2,726.54; |2-dr. sed., $1,629; bus. cpe., $1,525.50; | 515.91; cl. cpe., $2,536.89; 2-dr. Traveler, |cl. cpe., $1,884.99; Belvedere, $2,216.39; 
optional equipment. Newport, $3,084.24; conv., $3,206.60. Sara-| stat. wag., $2,004. Mainline 8—4-dr. sed., | $2,620.84; 4-dr. Traveler, $2,673.31. (Hy- | conv., $2,328.37. 

ALLSTATE — Four — 2-dr. sed., $1,617. | toga—4-dr. sed., $3,217.40; cl. cpe., $3,- | $1,753.50; 2-dr. sed., $1,704; bus. cpe., $1,- | dra-Matic optional at $168.79 on all PONTIAC—Chieftain 6—4-dr. sed., $2,- 
Six—2-dr. sed., $1,753. (Sold only by Sears | 189.62; Town & Country wag., $3,922.37; | 601; stat. wag., $2,079. Customline 6— | models.) 000.95; 2-dr. sed., $1,943.06; stat. wag., 
stores. ) 8-pass. sed., $4,167.15. New Yorker—4-dr. | 4-dr. sed., $1,769; 2-dr. sed., $1,720.50; cl. LINCOLN it aa - $2,597.24. Chieftain 6 Deluxe—4-dr. sed., 

AUSTIN—A-40—Devon 4-dr. sed $1,- sed., $3,530.18; Newport, $3,965.99; conv., | cpe., $1,730.50. Customline 8—4-dr. sed., $3,489: - _ Comm — _ A ey $2,104.11; 2-dr. sed., $2,046.26; conv., $2,- 
595; conv., $2,195; Countryman stat. wag. — nioum Gs gaa a pg ted + “wg yy é. siti $.- sed., $3 631 50; spt cpe., $3,834.50; conv., se eo = “Santee nae a gy 

-90- > a oe ewport, ° . . rown mpe' — le ; Stat. wag., ° 5 5 restline A} od “ ° 7 "a sd ¥ 6 4 -ar. “? ’ ° ’ “ar, 7 .” 

ya wate ee $3,295. (Delivered | snags. ‘sed., $6,870.54; lim., $6,992.53. | Victoria, $2,104; conv., $2,213.50; stat. $3,991. (Hydra-Matie ‘standard on all | 917.63; stat. wag., $2,670.64. Chieftain 8 
B 4 (Fluid-Matie optional at $131.81 on Wind-| wag., $2,384. (Ford-O-Matie optional at | ™odels.) Deluxe—4-dr. sed., $2,178.58; 2-dr. sed., 
UICK—Special — 4-dr. sed., $2,192.92; | sor, standard on Windsor Deluxe and other | $184 on all models. ) MERCURY—4-dr. sed., $2,231.50; 2-dr. | $2,121.78; conv., $2,500.48; stat. wag., $2,- 
aaa cl. epe., $2,099.50; | series. Fluid-Torque standard on Crown HENRY J—Vagabond Four—2-dr. sed., | 8¢4-, $2,174; cl. cpe., $2,296; 6-pass. stat. 753.52. Catalinas — Deluxe 6, $2,288.60; 
—_ oem ge a eee -4-ae. Imperial, optional at $166.51 on all other | s1 448.55. Vagabond Six—2-dr. sed., $1.. | W28., $2,754; 8-pass. stat. wag., $2,802.50. | Super Deluxe & bag e aoe & $2,- 
. . .14; r. sed., $2,181.13; Ri-| series except Windsors. Power steering 593.68. Corsair Four—2-dr. sed., $1,617 Monterey—4-dr. sed., $2,312; hardtop, $2,- | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 


viera, $2,278.95; conv., $2,615.22. Super— 
4-dr. sed., $2,545.16; Riviera, $2,460.16; 
conv,, $2,848.38; stat. wag., $3,272.47. 
Roadmaster—4-dr. sed., $3,177.88; Riviera, 
$3,282.83; conv., $3,428.29; stat. wag., 
$3,948.70. (Dynafiow standard on Road- 
master, optional at $192.50 on Special and 


Super. GM _ power steering optional at 
$198.90 on Roadmaster.) 
CADILLAC—Series 62—4-dr. sed., $3,- 


683.70; cl. cpe., $3,587.20; Coupe de Ville, 
$4,012.97; conv., $4,162.68. Series 60 Spe- 
elal—4-dr. sed., $4,323.38. Series 75—8- 
pass. sed., $5,427.89; Imperial sed., $5,- 
642.94. (Hydra-Matic standard on 62 and 
60 Special, optional at $199.66 on 75. G 
power steering optional at $198.43 on all 
Hydra-Matic models. ) 

CHEVROLET — Styleline Special — 4-dr. 
sed., $1,674.03; 2-dr. sed., $1,617.11; cl. 
epe., $1,623.77; bus. cpe., $1,532.92. Style- 
line Deluxe — 4-dr. sed., $1,764.94; 2-dr. 
sed., $1,710.96; cl. cpe., $1,729.94; Bel-Air, 
$2,010.16; conv., $2,132.30; stat. wag., $2,- 
301.67. Fieetline 


standard on Crown Imperial, optional at 


$198.90 on other series.) 

CROSLEY—stat. wag., $1,001.64; bus. 
coupe, $943.38; Hotshot, $952.07. Super— 
2-dr. sed., $1,032.82; stat. wag., $1,076.77; 
conv., $1,035.38; Sports roadster, $1,028.72. 


DeSOTO—Deluxe—4-dr. sed., $2,336.24; 
cl, cpe., $2,323.22; Carry-All sed., §$2,- 
573.90; 8-pass. sed., $3,140.31. Custom— 
4-dr. sed., $2,555.15; cl. cpe., $2,534.10; 
Sportsman, $2,890.50; conv., $2,995.71; 
8-pass. sed., $3,359.38; stat. wag., $3,- 
187.80; Suburban, $3,728.30. Fire 


Eight—4-dr. sed., $2,741.25; cl. cpe., $2,- 
719.75; Sportsman, $3,077; conv., $3,181.50; 
stat. wag., $3,374.25. (Tip-Toe Shift stand- 
ard on Custom, optional at $131.97 on 
Deluxe and Fire Dome Eight. Tip-Toe 
Shift with Fluid-Torque optional at $298.48 
on Fire Dome Eight. Power steering op- 
tional at $198.90 on Fire Dome Eight.) 
DODGE — Wayfarer — 2-dr. sed., $2,- 
037.50; bus. cpe., $1,890.36. Meadowbrook 
—4-dr. sed., $2,166.32. Coronet—4-dr. sed., 
$2,258.24; cl. cpe., $2,242.42; Diplomat, 
$2,602.72; conv., $2,696.88; Sierra, §$2,- 





° uxe—2-dr. sed., $1,- 
710.96. (Powerglide optional at $178.35 on 
Deluxe models.) 

CHRYSLER—Windsor — 4-dr. sed., §$2,- 


499.91; cl. epe., $2,476.79; Town & Country 


Corsair Six—2-dr. sed., $1,753. 


HUDSON—Pacemaker — 4-dr. sed., $2,- 
296.54; 2-dr. sed., $2,250.13; cl. cpe., $2,- 
296.54; bus. cpe., $2,102.77. Wasp—4-dr. 
sed., $2,448.33; 2-dr. sed., $2,396.15; cl. 
cpe., $2,448.33; . .. $2,789.68; 
conv., $3,025.78. Commodore Six — 4-dr. 
sed., $2,654.60; cl. cpe., $2,627.91; Holly- 
wood, $2,976.59; conv., $3,223.65. Hornet 
—4-dr. sed., $2,749.18; cl. cpe., $2,722.51; 
Hollywood, $3,071.19; conv., $3,318.24. 
Commodore Eight—4-dr. sed., $2,749.18; 
cl. cpe., $2,722.51; Hollywood, $3,071.19; 
conv., $3,318.24. (Hydra-Matic optional at 
$175.71 on all models.) 

JAGUAR—XK-120—Super Sports, $4,039; 
hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at U. S. ports.) 

KAISER—Virginian Special—4-dr. sed., 
$2,212.26; 2-dr. sed., $2,159.79; bus. cpe., 
$1,991.89; 2-dr. Traveler, $2,264.72; 4-dr. 
Traveler, $2,317.21. Virginian Deluxe — 
4-dr. sed., $2,327.70; 2-dr. sed., $2,275.23; 
cl. cpe., $2,296.22; 2-dr. Traveler, $2,- 
380.17; 4-dr. Traveler, $2,432.63. Deluxe— 
4-dr. sed., $2,452.93; 2-dr. sed., $2,399.53; 








905.74. (Gyro-Matic optional at $102.61 on 
all models.) 


bus. cpe., $2,212.82; 2-dr. Traveler, §2,- 
505.40; 4-dr. Traveler, $2,557.89. Manhat- 


430; conv., $2,585.50. (Mere-O-Matic op- 
tional at $189.81 on all models.) 

NASH—Rambler Super—Suburban, $1,- 
990.35. Rambler Custom — Country Club 
, $2,080; conv., stat, wag., $2,104.30. 
Statesman Super—4-dr. sed., $2,159.85; 
2-dr. sed., $2,125.40. Statesman Custom— 
4-dr. sed., $2,311.90; 2-dr. sed., $2,289.90. 
Ambassador Super—4-dr. sed., $2,534.40; 
2-dr. sed., $2,498.30. Ambassador Custom 
—4-dr. sed., $2,692.20; 2-dr. sed., $2,- 
670.95. (Hydra-Matic optional at $178.85 
on Statesman and Ambassador.) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 


$2,311.25; 2-dr. sed., $2,246.23. Super 88 
—4-dr. sed., $2,444.94; 2-dr. sed., §$2,- 
378.94; cl. cpe., $2,328.96; Holiday, §$2,- 


655.16; conv., $2,833.12. Classic 98—4-dr. 
sed., $2,766.81; Holiday, $3,001.11; conv., 
$3,206.77. (Hydra-Matic optional at $178.35 
on all models. GM power steering optional 
at $198.90 on Super 88 and 98.) 
PACKARD — 200 — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. 200 Deluxe—4-dr. sed., 
$2,675; 2-dr. sed., $2,622. 250—-Mayfair, 
$3,293; conv., $3,450. 300—4-dr. sed., $3,- 
094. Patrician 400 — 4-dr. sed., $3,767. 
(Ultramatic standard on 400, optional at 





Matic optional at $178.35 on all models.) 
ROOTES—Hillman Minx — sed., $1,533; 
conv., $1,890; stat. wag., $1,938. Sunbeam- 
Talbot—sed., $2,685; conv., $2,911. Hum- 
ber—Hawk sed., $2,041; Super Snipe sed., 
$3,369; Pullman lim., $5,110. Rover 75— 
sed., $2,552; Land-Rover, $2,011. (Deliv- 
ered at U. S. ports.) 
STUDEBAKER—Champion Custom—4-dr. 


sed., $1,757.42; 2-dr. sed., $1,723.85; cl. 
epe., $1,751.75. Champion Deluxe—4-dr. 
sed., $1,849.30; 2-dr. sed., $1,815.76; cl. 
epe., $1,843.64. Champion Regal — 4-dr. 
sed., $1,933.48; 2-dr. sed., $1,899.94; cl. 


cpe., $1,927.82; Starliner, $2,220.35; conv., 
Command 


$2,257.50. er Regal—4-dr. sed., 
$2,107.01; 2-dr. sed., $2,072.04; cl. cpe., 
$2,101.10. Commander State—4-dr. sed., 


$2,193.05; 2-dr. sed., $2,158.08; cl. cpe., 
$2,187.14; Starliner, $2,497.52; conv., $2,- 
531.01. State Land Cruiser — 4-dr. sed., 
$2,349.33. (Automatic optional at $231.24 
on Champions and $243.08 on Commanders 
and Land Cruiser.) 
WILLYS-OVERLAND—Aero—Lark 2-dr. 
sed., $1,731.30; Wing 2-dr. sed., $1,988.96; 
Ace 2-dr. sed., $2,073.97. Four—stat. wag., 
$1,848.50 (four-wheel-drive, $2,260.17). Six 
—stat. wag., $1,934.55 (deluxe, $1,963.24). 
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Record Attendance Expected in Chicago. . . 





Truck Leaser Parley Eyes Costs 


CHICAGO Should depreciation 
be computed on a “per mile” or 
“per week” basis? What methods 
are used for allocating more of the 
general expense directly to each 
vehicle? How about the equipment 
and supply situation? 

These and numerous other sub- 
jects will dominate the seventh an- 
nual meeting of the National Truck 
Leasing System today (Apr. 7) 
through Wednesday at the Conrad 
Hilton hotel, with a record number 
of executives and members of their 
organization in attendance. 

Addresses will be delivered and 
round-table sessions conducted for 
the most part by heads of mem- 

ber firms which operate in 140 
cities of 44 states from coast to 
coast. 

Two exceptions are the appear- 


ance on the program of Herbert 
Ford, of GMC Truck division and a 
panel on new equipment, parts re- 
placement and maintenance prob- 
lems sponsored by International 
Harvester. 

Delegates also will be guests of 
GMC at a luncheon on opening day, 
and of Ford Motor Co. at a lunch- 
eon and Harvester at a cocktail 
party and dinner on Tuesday. 
“Open house” will be held in a 
number of suites serving as other 
manufacturer headquarters in the) 
hotel. 


Legislation on national, state | 
and local levels will dominate the | 
morning meeting Monday, while 


the afternoon session will be de- 
voted to discussions of truck users’ 
costs, financing the leasing busi- | 


| officials known as 


ness, new business trends and cus- 
tomer demands. 

On the agenda Tuesday morn- 
ing are safety and insurance, ad- 
vertising and sales promotion. In 
addition to the Harvester panel, 
the afternoon session will be 
given over to use of butane, new 
materials and methods, improv- 

ing of preventive maintenance 
systems, tractor-trailer leasing 
and the equipment and supply 
situation. 

Wednesday is designated 
“clinic day,” at which 
groups will be chairmaned by NTLS 
“pace setters.” 
tackle 


as 


The morning meeting will 


| accounting practices, taxes and fi- 


nance; operations and mainte- 


|nance, sales and advertising tech- 


niques in use. Each group of sub- 
jects will be handled simultaneous- 


various | 


1952 
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They Lead Pontiac Dealers in Boston— 


|ly at a different table. 

Following adjournment of the 
convention proceedings and a buf- 
fet luncheon, those in attendance 
will be guided on a tour of the Wil- 





Daniel F. Pierre, president speaking for the new officers of Pontiac Dealers of 
Greater Boston, said: ‘We must strive to eliminate the possibility of accidents due to 
mechanical failure on the roads. Through a concentrated program toward this objective 
by automobile dealers we will soon realize a remarkable decline in the accident rate.” 
Seated (left to right) are Hugo Separini, Newton Centre, director; Pierre, Beverly, and 





Closing Deal Between Sealed Power and Koppers— 





The men seated at this table worked out the final details for Sealed Power, Muske- 


gon, Mich., 


business of Koppers Co., Baltimore. Left to right are W. G. Lerchen jr., | 
Sealed Power attorneys; R. J. Mason jr., chief accountant for Sealed esd 


Wright, 


to acquire the American Hammered automotive replacement piston ring | 


and E. P. | 


T. L. Ford, co-ordinator of sales for Metal Products division; Rick E. Murbarger, general 


sales manager of Sealed Power; 
Power; J. 


sistant-treasurer of Sealed Power, 
Products division. 


P. C. Johnson, 
L. Tunstead, general sales manager of Metal Products division; John M. 
Crimmins, assistant general counsel for Koppers; G. E. Reynolds, secretary and as- 
and Lee Doty, in charge of fleet sales for Metal 


executive vice-president of Sealed 





2nd Italian Chrysler 


Corporation Shows 


C-200 Creation 





At Auto-Lite’s N. Y. Show 


NEW YORK.—The C-200, the 
second experimental Chrysler con- 
vertible to be made in Italy by 
Ghia, custom body builder, went on 
display here last week at Electric 
Auto-Lite Parade of Stars Auto- 
mobile Show. 

Chrysler pointed out that the 
model was conceived and styled 
here, and the drawings and scale 
models, painted and _ trimmed, 
were shipped with a Chrysler 
chassis and engine to the Ghia 
plant in Turin, Italy. 

The company said that the new 
sports-type car stands less than 
five feet from the pavement to the 
top of the windshield. European 
influence is also apparent in the 








Welcome Inflation! 


With the lifting of the White sidewall | 
tire ban, Cadillac General Sales Manager 
J, M. Roche and assembler John Kolotila 


the first white 
When white- 
1951, 


jet together to inflate 
sidewall for current models. 
walls were discontinued early in 


he Cadillac owners preference for white | equipped 
| steering. 


ires was 99 percent, Roche reports. 


| models. 


| construction. 





long hood lines, and use of the 
fully exposed wire wheels. 


The wire wheels, it was pointed | 
out, are functional in that they im- | 
prove tire and brake cooling. The | 
wheels are 17 inches in diameter, | 
and fitted with 8.00 tires. Brakes | 
are the Chrysler self-energizing | 
disc type used on the heaviest car | 


The C-200 is powered with a} 
Chrysler V-8 engine, it was an- 
nounced, with a standard 125%- 
inch wheelbase Chrysler unit. Body 
lines are low and long, with for- 
ward-outlined front fenders. Only 
a vestige of the rear fenders ap- 
pear, the company said, for the 
rear lines blend in with rear deck 


Chrysler officials pointed out that 
the C-200 is another experiment to 
explore the use of sports-car styl- 
ing and still measure up to the 
American driver’s concept of how 
a car should handle and respond to 
driving and traffic experiences 
here. 

J. C. Zeder, vice-president of 
engineering and research, de- 
clared that the car “reflects a 
high degree of unity. Chrysler 
designers have avoided throwing 

practical considerations to the 
winds merely to achieve fantastic 
styling for styling’s sake.” 

The spare tire on the C-200 is 
carried inside the rear deck com- 
partment, but lifts easily up and 
out with the aid of a spring-loaded 
mechanism. 

As it appeared last week, the car 
is painted light green and black, 
with a black fabric folding top. 
The instrument panel is equipped | 
with circular instruments, and a 
tachometer and speedometer are 
placed on either side of the steer- 
ing column. A _leather-covered, 
foam rubber safety cushion is 
mounted across the top of the in- 
strument panel. 

The company said that after its | 
first showing here, the car will be | 


with Chrysler power | 








|dent of the Kansas City 


|the area. 


|dustrial area 


| commercial 


let Truck Leasing Co. service facili- 
ties by A. W. Neumann of that 
firm. 

Headquarters of NTLS at 23 E. 
Jackson blvd. will also be open for 
display of aids to members and an 
explanation of facilities, with Mar- 
tha Dunlap, secretary-manager, in 
charge. 

Officers, directors and other early 
arrivals in advance of the meetings 
gathered Sunday at a _ reception 
tendered by Fred P. Baker, Denver, 
president of the National Truck 
Leasing System, after which How- 
ard L. Willett jr., vice-president, 


| was host to them at a dinner. 


Second Term 
Davis Reelected Head 


Of K.C. Chamber 


KANSAS CITY, Kans. oO. W. 
Davis, Oldsmobile dealer here and 
past president of the Kansas Auto- 
mobile Dealers Assn., has been re- 
elected to a second term as presi- 
(Kans.) 
chamber of commerce. 

In his acceptance speech, Davis 
pledged the chamber to continue 
efforts to assure flood control for 
Pointing out that the 
area was the most important in- 
in the state, Davis 
asked the community to stand be- 
|hind the chamber in 
until the slogan, “It shall not hap- 
pen again,” is a reality. 

Davis said that 656 commercial 
and 169 manufacturing plants were 
literally washed out of business | 
during the flood last year. Since 
then, the chamber has assisted 111 | 
and 157 
firms to reopen business. 


Standard Plans 
To Resist FTC 


Pricing Order 


CHICAGO.—In answer to Fed-| 
eral Trade Commission action di-| 
recting Standard Oil Co. (Indiana) 
to stop alleged “discriminatory” 
price-fixing, Thomas E. Sunder-| 


land, general counsel of the com-| 


pany here, denied the charges and 

gave notice that Standard will re- 

sist the order. : 
Sunderland said that “during all 


of the 11 years this case has been | 


pending, our good faith in meeting 
the lower prices of our competitors 
has been assumed or conceded by 
the commission, and also by the 
courts.” 

“This is the only possible conclu- 
sion because our prices to the four 
jobber customers in Detroit were 
made solely in order to keep them 
as customers, and this fact has 
never been questioned. It is not 
questioned now. 

“The court of appeals found that 
there was ‘substantial evidence in 
the record’ and we think it mav be 
assumed to be _ conclusive 
Standard’s prices to its jobbers in 
Detroit were in each instance made 
‘in good faith’ to meet equally low 
prices offered by competitors. 

“The Supreme court rejected the 


theory upon which the Trade Com- | 


mission chose to decide against us 
in the first place. Now, the com- 


mission has reconsidered the good | 
| faith issue.” 


its project | 


industrial | 


that | 


Charles N. Kane, Boston, treasurer. 
Battles jr., 


Mark Kolligian, Somerville. 


WASHINGTON. — R. E. Beiser, 
general manager of the National 
Automobile Transporters’ Assn., 
warned Congress last week that 
removal of government controls 
| over rail freight rates would “load 
| the gloves of the railroads and or- 
der the referee out of the ring.” 


Beiser contended that existing 
| Interstate Commerce Commis- 
sion controls over rail rates 
“should be preserved to protect 
the public against unreasonably 
high charges on non-competitive 
traffic and other carriers against 
destructively depressed rates on 
competitive business.” 

Senate Bill 2518, he told the Sen- 
ate Interstate Commerce commit- 
| tee, could become “a device for 
widespread and destructive rate 
warfare on carefully selected com- 
modities.” 
| “The railroads have just as much 
| freedom under the Interstate Com- 
merce Act as other forms of trans- 
portation which are subject to the 
|} act,” he said. “As the commission 
pointed out in its 52nd annual re- 
port to Congress, the regulation 
provided for motor carriers is 
| more comprehensive than that pro- 
| vided for the railroads. 

“If this bill were enacted as 
now written, the railroads would 
| have almost complete freedom to 
juggle their rates to the serious 








| 





Standing (left to 
Newton; Dudley Talbot, Brookline; 
Harold R. Fratus, 
Delaney, Dorchester, director, were unable to attend the ‘meeting. 





right) are Directors Frank 
“Hy” Moody, Winchester, and Secretary 
Quincy, vice-president, and David 





Rate ‘Warfare’ Seen if U.S. 
Drops Controls Over Rails 


detriment of both the public and 
competing transportation agen- 
cies,” Beiser testified. 

“They would be in a position to 
freely increase their rates on rail- 
bound traffic, while holding down 
the rates on competitive traffic to 
unreasonably low levels. 

“Thus, shippers of _ rail-bound 
commodities could be made to foot 
the bill for an unprecedented rate- 
war on competitive commodities.” 

Highway carriers of motor ve- 
hicles, he said, are particularly vul- 
nerable to these attacks because 
their operating authority from the 
commission restricts them to trans- 
portation of a single commodity 
within “limited and carefully de- 
fined territories.” 


Th ompson Drops 


Merger Plans 


CLEVELAND.—Thompson Prod- 
ucts, Inc., here, announced last 
week the formal termination of an 
agreement to merge with Muske- 
gon Piston Ring Co., Muskegon, 
Mich. 

The merger has been under dis- 


| cussion since last August, when the 


companies signed an agreement 
calling for an exchange of assets 
of Muskegon for Thompson com- 
mon. 





|— 








| Goodyear Demonstration in Detroit— 


Dr. R. P. Dinsmore, 


research vice-president of Goodyear, is shown as he demon- 


strates a new Goodyear tire in Detroit. Dinsmore said that the tire will give as much 
as 42 percent more non-skid mileage than today's standard tire, and a new sofety 


| outs. 


tube, called LifeGuard, gives complete protection against both punctures and blow- 
The products are made possible by Goodyear research in synthetic materials. 
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Followup Efforts Help Kansan Keep Customers. . . 





Dealer Asks for Sales—Gets ‘km 


INDEPENDENCE, Kans. 
aggressive but tactful attitude in 
the showroom and an _ intensive 
customer followup service in the 
back shop are the keynotes of sales 
success at Creely Motors (Dodge- 
Plymouth). 


“One of the first principles of 
successful salesmanship is to ask 
people to buy your product in 
the best way your know,” Ray 
Creely, owner, says. “However, 
some of us have forgotten how 
to do it.” 


Illustrating this point, Creely re- 
called a fleet truck owner who 
came into his place to ask advice 
about increasing tire sizes on one 
of his trucks. Although he him- 
self could not help him, Creely 
called the owner of a tire service 
establishment in another town, ask- 
ing him if he could come over to 
talk to the fleet owner. The tire 
service man obliged, free of charge. 

Feeling that the least he could 
do was to take the tire service man 
for a cup of coffee, Creely asked 
him why he did not buy a new 
truck. The tire man said his old 


Tucker Settles 
U.S. Tax Claim 


CHICAGO—The bankrupt 
Tucker Corp. was permitted to 
settle a government tax claim of 
$2,320,701 last week for $245,986. 
Federal Judge Michael L. Igoe ap- 
proved the settlement. 

At the same time, Judge Igoe set 
June 6 for a report on negotiations 
between the government and 
Tucker trustees on a government 
claim for rent and maintenance of 
the Tucker plant on Chicago's 
southwest side. 

Government representatives peg 
the plant claim at $3,374,000, while 
trustees claim it should be only 
$985,000. 





An | 
|ning well. 





truck was in good shape and run- 


Creely advised him that it was 
the appearance that counted with 


|people, that the tire man had a 


reputation for being an expert and 
that a new truck would help bol- 


|ster this reputation and increase 
business. 
The tire man said he hadn't 


thought about it that way, took the 
price and specifications Creely of- 
fered, and said he would phone 
him. At noon the next day he 
bought the truck. 

The main point, Creely said, is 
that when the man came over 
to give tire engineering advice 
he had no idea of buying a new 
truck. “He did so only because 
he had been asked to buy and 
had been shown what it would 
do.” 

Another point in “the-return” to 
selling, according to Creely, is the 
“tendency for salesmen, even the 
best ones, to kid themselves.” 

“I called on a prospect for a new 
car not long ago,” Creely said, “and 
when I went out to his residence 
there was nobody home. Such calls 
should never be counted as a call 
but only as a failure on the part 
of the salesman, 

“I made no followup for a few 
days and then the prospect came 
in. I asked him about the car but 
he said he had already bought one 
in the same line from another 
dealer.” 

Checking into this situation more 
thoroughly, Creely said he learned 
that the prospect had actually 
picked out the car in Creely’s 
window. 

When Creely’s salesman failed 
to visit the prospect, a salesman 
from another dealership, who 
learned that the prospect was 

ready to buy, called the next eve- 
ning and lured him into buying 
a higher-priced unit in the same 
manufacturer’s line. 

Creely says: “Ask people to buy 


| find your 
|others are going down.” 
The customer followup service at | 
























a quick 





way to 


*You can double the number of 
deliveries per day with Anthony 
LIFT GATES to do the heavy 
loading and unloading. These 
hydraulic “freight elevators” 
keep trucks on the move... Cut 
down on “stopped” time with 

speedier pick-ups and deliveries. 





IMPROVE 
YOUR SERVICE 


LIFT GATES “drama- 
tize'’ deliveries. 
Handle merchandise 
gently and carefully. 
Eliminate damage 
claims. Reduce per- 
sonnel accidents. 














INCREASE* THE DELIVERY 
CAPACITY OF YOUR TRUCKS 


Cut Costs at the 
same time with 





AT an 
ofr) or , 


GATE. 


Models for any truck from Y-ton to 
heavy semi-trailers. Write for the name 
of your neorest distributor. Ask for a 
demonstration or a “Model” that shows 
how to evaluote your need for a LIFT 


ANTHONY LIFT GATES 


One man can wheel a bulky, heavy load onto a LIFT GATE 
. . « lift it with smooth, hydraulic power . . . and wheel it 
into the truck . . . all in a matter of seconds. Simple, safe, 
trouble-free LIFT GATES lift all types of loads, up to 2000 
Ibs. Load or unload from curb, dock and ground levels. 
Cut costs up to 50% and more. Available in types, and with 
power closing, to fit your needs. 








Address: Dept. 0000. 


ANTHONY COMPANY 


STREATOR -« 





ILLINOIS 





and follow up the 
thoroughly that there 
left open for competition. 
sales going 


Creely’s is basically the same as 
that used in the automobile busi- 
ness for many years, except that 
it helps the firm sell used cars 
turned in by their own customers 
on new cars. 

Each customer’s name is listed 
on a card, with the make of the 
car and where he bought it, 
mileage, license, serial number 
and other data. Customers often 
can get more information about 
their car by calling the dealer- 
ship than they can from their 
own records, Creely said. 

Mileage on each auto part, such 
as clutch, brakes, time between 
front-wheel packs and other vital 
information is recorded. 

Another use for the card is to 
spotlight facts on service costs for 
the customer. 

For instance, W. L. Green, sales 
manager, said a customer may 
complain that he has spent a large 
sum of money on some part of his 
ear. “The remedy is to look at 
the card, and nine times of out 10 
you can tell him that he has not 
spent nearly as much as _ he 
thought. This makes him feel much 
better toward the company and 
his car.” 

Every customer listed is sent a 
card each 30 days, advising lubri- 
cation, mileage and other details. 
If the customer does not respond 
after the fourth card is sent him, 
it is assumed that he has a com- 
plaint about something, Green 
said. 

Creely then sends him a personal 
letter, asking why he has not been 
in, providing a place for him to 
write any complaints he may have 
and a stamped envelope for the 
reply. The result is that few cus- 
tomers have gripes and continue to 
use the facilities of the company. 

One of the biggest accumulative 
values of the card system is when 
the new-car department sells a cus- 
tomer and takes in the old car as 
a trade on which the card has 
been kept. 

The card, with all its data, goes 
with the used car to the used-car 
department. If the car requires re- 
pairs, service or overhaul in the 
shop before going on the lot, that 
data is placed on the card. 

When a prospective customer 
shows interest in the car he is 
shown the card and can then see 
exactly the service it has had. This 
has resulted in quick sales for cus- 
tomer-owned cars. 

It has also brought in new serv- 
ice customers “because they like 
the idea of complete records on 
cars,” Green said. 


Nash Scheduling 
Higher Output for 
Next 6 Months 


DETROIT. — Nash - Kelvinator 
Corp. is scheduling production in 
the final six months of the fiscal 
year ending Sept. 30, at substan- 
tially higher levels than the com- 
pany was able to maintain during 
the six months ended March 31, 
George W. Mason, president, said 
last week. 

Sales and earnings for the six 
months ended March 31 will not 
equal the showing made a year 
ago, he said, but operating results 
for this period are not represen- 
tative of what may be expected for 
the remainder of the fiscal year. 

Higher production schedules and 
price adjustments under the Cape- 
hart amendment were cited as rea- 


sons for anticipating improved 
sales and earnings during the final 
half-year. 


Mason said Nash division was 
handicapped during the first and 
second quarters of the current fis- 
cal year by a three-week strike in 
the plants of an important sup- 
plier and by a_ shutdown for 
change-over to 1952 model produc- 
tion, 

Other factors contributing to re- 
duced volume and earnings to date 
this fiscal year were government 
controls over prices and credits, 
taxes and restrictions on the use 
of certain raw materials, he said. 
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Ground was broken for Lincoln-Mercury's aircraft gas turbine plant by Rear Adm. 
Francis P. Old (left), Commandant, 9th Naval district, Great Lakes, Ill., and Rear Adm. 
Paul E. Pihl, Bureau of General Aeronautics, Wright-Patterson Field, Dayton, O. On a 
160-acre site west of Detroit at Romulus, it will produce engines for J-40 jets. 
Spectators were (left to right): S. W. Ostrander, L-M operations manager; Ford Director, 
William Clay Ford, manager of quality control, gas turbine plant; George Miehls, 
president, Albert Kahn, Inc., architects; D. S. Harder, vice-president, manufacturing, 
Ford Motor; Frank L. Snyder, manager, Aviation Gas Turbine division, Westinghouse 
Electric, and Henry Ford II, president of Ford. 





$10 Million Claim 
Seen in Bullard, 
Fisher Tool Case 


WASHINGTON. —Frank U. 
Hayes, vice-president of Bullard 
Co., Bridgeport, Conn., said that 
his company and General Motors’ 
Fisher Body division are preparing 
a $10,000,000 claim against the gov- 
ernment for cancelling its machine 
tool contract with GM. 

Hayes, who was called in for 
testimony by the Senate Small 
Business subcommittee investigat- 
ing the machine tool shortage, said 
that the amount was the limit of 
the government’s liability. The gov- 
ernment terminated the contract 
on Feb. 6. 

The government’s order, he testi- 
fied, called for considerable expense 





in tooling up to produce 757 Bul- 
lard turret lathes. When the size 
of the order was questioned, Hayes 
said, the government told the com- 
pany that the Air Force had “sub- 
Stantiated” the requirement, 

Hayes said that his company also 
was told that GM’s Buick division 
needed 400 of the machines to pro- 
duce engines for jet planes, but 
when Bullard sought customers for 
the lathes to be made under a sub- 
contract to Fisher, it learned that 
Buick would not require the ma- 
chines. 


Because of the time it took 
Fisher to get into production on 
Bullard’s lathes, Buick found it 
necessary to use a different type of 
tools to produce the jet engines, 
Hayes said. 


Follow Jack Weed’s reports on service and 
trucks regularly in AUTOMOTIVE NEWS. 
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Carmer Elected .. . 





lowa Dealers Ask 
Relief on Controls 


(Continued from Page 3) 


local dealer groups to hold regular | 
meetings to bring about better pub- | 
lic relations through advertising, 
safety campaigns, good roads pro- 
grams, driver training programs 
and other civic activities. 

Another resolution urged the as- 
sociation’s certificate of title law 
study committee to consider the 
possibility of incorporating a pro- 
vision for a mechanics lien in any 
certificate of title bill the commit- 
tee may prepare for the 1953 legis- 
lature. 

The association also pledged its 
support to the executive commit- 
tee’s highway safety program. 

Cc Carmer (Dodge-Plym- 


Economy Run 


(Continued from Page 2) 
Canyon in Arizona and at Salt Lake 
City. Every type of driving— 
through cities, over mountains and 
on deserts—will be experienced. 

The list of cars entered and price 
ranges follows, with Chevrolet the 
only General Motors car in the run: 

Class “A” ($1,600 to $1,950): 
Studebaker Champion, Chevrolet 
Styleline, Ford “6” Mainline, Ford 
V-8 Mainline, Plymouth Cran- 
brook; Class “B” ($1,951 to $2,- 
225): Nash Statesman, Studebaker 
Commander V-8, Kaiser Deluxe; 
Class “C” ($2,226 to $2,350): Mer- 
cury Monterey, DeSoto Deluxe, 
Studebaker Land Cruiser V-8, 
Nash Ambassador; Class “D” 

($2,351 to $2,500): Chrysler Wind- 
sor, Hudson Wasp. 

Class “E” ($2,501 to $2,900): 
Packard “200,” Hudson Hornet, 
Hudson Commodore 8; Class “F” 
($2,901 to $3,450): DeSoto Deluxe “8 
Passenger,” Chrysler Saratoga, 
Packard “300”; Class “G” ($3,451 to 
$3,750): Lincoln Capri, Chrysler 
Imperial; Class “H” $3,751 to $4,- 
500): Packard “400,” Chrysler Sara- 
toga “8 Passenger”; Class “I” ($4,- 
501 to $7,000): Chrysler Crown Im- 
perial. 

Special lightweight “4” cylinder 
class: Henry J—Corsair “4”; Spe- 
cial lightweight “6” cylinder class: 
Henry J—Corsair “6,” Plymouth 

@> 








outh), of Centerville, was ad- 
vanced from _ vice-president to 
president for 1952. He succeeds R. 
E. McCoy, of Carroll. 

L. E. Sinner (Ford), Greenfield, 
was named vice-president; Howard 
Sole (Buick), “Des Moines, treas- 
urer, and Alfred W. Kahl, Des 
Moines, secretary-manager. 

L. M. Stewart, of St. Louis, a 
member and former chairman of 
NADA’s Business Management 
committee, told the convention that 
he believes “the easy profit years 
for the automobile dealers are 
over.” 

Stewart said that after a good 
first quarter in 1951 the profits of 
dealers dropped off sharply. No- 
vember operating profits of all 
dealers, Stewart said, were 66 per- 
cent below those of the first quar- 
ter. “This means that we definite- 
ly are in the economic danger 
zone,” Stewart said. 

Rogers predicted that 1952 will 
be a “teeter-totter” year between 
the forces of inflation and defla- 
tion. 

“Don’t overlook the importance 
of adequate and continued cus- 
tomer relations,” he said. “Main- 
tain adequate records. Take the 
long range view of your mer- 
chandising policy and _ expect 
your customer to come back year 
after year.” 


M. R. Darlington jr., managing- 
director of the Inter-Industry 
Highway safety committee, told the 
convention one of the hopes of 
building a nation of better drivers 
lies in the proper training of youth. 

The association either reelected 
or elected 33 new county directors. 


Among the new directors elected 
were: Boyd O’Briant, Centerville; 
William Ross, Boone; Ted Drake, 
Waverly; William MHeischer, Jes- 
sup; M. B. Carmeilson, Atlantic; 
Hugh Lamont, Mechanicsville; 
George Rapson, Cherokee; Dan 
Sheumaker, Bloomfield; J. Pender- 
gast, Dubuque, and William Hena- 
man, Estherville. 





Concord, Nash Rambler. 
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More Ground To Be Covered by Mobilgas Run— 

This route from Los Angeles to Sun Valley, Id., is the official trail for the Mobilgas 
Economy Run Apr. 14-16. Sponsored by General Petroleum, the Run will cover 1,415.4 
miles of rough terrain with wide temperature changes, 











Austin Calls I#s "52 Model the Somerset— 


The purchase price of the newest Austin, delivered complete in New York, is $1,795. 
With many features designed for the American market, it was on display at the New 
York Motor Sports Show last week. The company states that there is more than $250 
worth of extra equipment at no additional cost to the buyer. 





Illinois Dealers Open Up 
Parley at Springfield 


SPRINGFIELD, Ill. — The full 
program for the 32nd annual con- 
vention of the Illinois Automotive 
Trade Assn., which opens today 
(Apr. 7) for a two-day run at the 


Ford Dealers See 
Shortage of New 
. e . 

Units in April 

DEARBORN.—Ford and Lincoln- 
Mercury dealers this month each 
averaged fewer than three new 
units on _ hand, 
according to 
Walker A. Wil- 
liams, vice-presi- 
dent of sales and 
advertising. 

The figure was 
about half the 
March 1 nation- 
wide average of 
5.5 for all auto 


dealers reported 
AUTOMOTIVE 








ers in every section of the country 
face the problem of coping with 
tremendous demand at a time when 
they don’t even have enough cars 
to display on their showroom 
floors,” Williams said. 


“Moreover, the demand is mount- 
ing, with the result that our pro- 
duction, limited to the quotas fixed 
by government, is completely out- 
paced. 

“Public reaction to the new 1952 
Fords, Lincolns and Mercurys has 
been excellent,” Williams said. 





Pan American 
Production Eyed 


NEW YORK.—The Packard Pan 
American, winner of the Interna- 
tional Motor Sports Show trophy 
as the car having “most outstand- 
ing design and engineering achieve- 
ment,” will be taken to Detroit 
following the show and be studied 
for production, Packard announced 
Friday. 

Hugh J. Ferry, president of Pack- 
ard, said that the car would un- 
dergo further review at the fac- 
tory, and that an announcement of 
the Pan American’s future would 
be made later. More than 50,000 
people saw the car in three days 
at the show, Packard reported. 





Yarnall Named Director 


Of NADA for Chicago 


CHICAGO. — Frank H. Yarnall, 
president of Yarnall Chevrolet Co., 
has been elected NADA director for 
metropolitan Chicago. He succeeds 
Ben T. Wright, who held the post 
for the past six years as a Lincoln- 
Mercury dealer and whose term 
has not expired. 


Yarnall’s choice by vote of NADA 
members in this area adds another 
honor to the list he has accumulat- 
ed. He is a former president of the 
Chicago Automobile Trade Assn., 
and served as chairman of the 1952 
Chicago automobile show executive 
committee. The show under CATA 
auspices drew 474,000, second high- 
est attendance in history and only 
4,000 less than the alltime peak set 
in 1950, 





Elks club here, was announced last 
week by the association. 

M. R. Darlington, managing di- 
rector of the Inter-Industry High- 
way Safety Committee, Washing- 
ton, will speak on “Your Stake in 
Highway Safety,” at the Tuesday 
afternoon business session. Charles 
J. Farrington, assistant to the 
NADA president, and legislative 
representative, will talk on “Legis- 
lation on Capital Hill.” 

Other speakers scheduled for the 
program include Robert D. Morgan, 
labor relations attorney; Everett 
M. Dirksen, U.S. senator from IIli- 
nois; Joseph E. O’Daniel, vice- 
chairman of the NADA Public Re- 
lations committee; Mark H. Coch- 
ran, of Stokes Tax Service, and L. 
Wayne Kauble, of the General 
American Life Insurance Co., St. 
Louis. 

The convention will also feature 
clinics on dealer topics, including 
dealer-employe relations, dealer- 
public relations and a question- 
and-answer session on taxes; OPS; 
wage and salary stabilization, and 
employe relations. 





McGaughey Joins 
Nash; Williams 
Upped at AMA 


DETROIT. — William H. Mc- 
Gaughey has retired as manager 
of the public relations department 
of the Automobile Manufacturers 
Assn. to join Nash-Kelvinator Corp. 
as assistant to George Romney, 





H. A. Williams 


W. H. MeGaughey 


vice-president and chairman of the 
operating committee, it was an- 
nounced last week. 

At the same time, Harry A. Wil- 
liams, former editor of Automobile 
Facts, was promoted to manager 
of the AMA public relations de- 


partment. Williams is a former 
associate editor of AUTOMOTIVE 
News. 


McGaughey has been with the 
AMA since 1939, serving as public 
relations manager since 1942. Wil- 
liams joined the AMA in 1942 and 
has headed the association’s infor- 
mation activities for the past three 
years. 


SanChez Says He Plans 


To Settle in Calif. 


LONG BEACH, Calif.—Bel- 
mont J. SanChez, who recently 
purchased the “Jamestown” 
Studebaker dealership from Ed 
James here, declared last week 
that he intends to stay in Cali- 
fornia. SanChez has operated 
dealerships in dozens of cities in 
the U. S. 

“Literally translated,” he said, 
“my name means ‘without a 
home,’ and I’ve been without a 
real home for 30 years. But now 
I’ve settled down for good in 
Long Beach.” 











Willys Lands 
Multi-Million 
Order for Jeeps 


TOLEDO.—An order for $149,- 
000,000 worth of military jeeps, with 
options to $178,000,000, the largest 
contract for Jeeps received by 
Willys-Overland Motors, Inc., since 
World War II, was announced last 
week by the company. 

The record order, within a few 
hundred of the total number 
bought for the armed forces since 
the last war, is Willys’ sixth major 
vehicle contract from the U. S. 
Army Ordnance corps since June, 
1949, President Ward M. Canaday 
reported. 

“This order is approximately 
three times larger than any post- 
war order previously received from 
the Ordnance corps,” Canaday said. 
“The 110,000 Jeeps ordered at one 
time during the last war was the 
only order in the Jeep’s history 
larger than this one.” 

Lt.-Col. B. A. Saholsky, deputy 
district chief of the Cleveland Ord- 
nance district, and Willys officials 
signed the contract for the order. 

Willys-Overland will increase its 
daily output of military Jeeps by 50 
percent in order to expedite deliv- 
ery of the vehicles ordered under 
the contract signed today, Canaday 
said. 


“We are on schedule with Jeep 
orders for the Defense department 
now,” Canaday said, “and expect to 
complete delivery of all vehicles 
ordered under previous contracts 
by July. Production of the Jeeps 
ordered today will get under way 
immediately thereafter.” 





Censored 
Case of ‘Stripped’ Packard 


Brings Forth Blushes 


DETROIT. — Reference to a 
“stripped” Packard in an AvutTomo- 
TIvE News story on automatic trans- 
missions March 24 stirred up con- 
siderable indignation. 

It seems that there is no such 
thing. Even without Ultramatic, 
radio and heater, the Packard is 
far from undressed. 

Accouterment remaining: 

Cigar lighter, directional signals, 
electric clock, glove box light, arm 
rests, ash trays, robe cord, vent 
windows, foam rubber front seats, 
ring horn, map light, courtesy 
lights in front and rear dome, glove 
compartment lock, windshield and 
rear window bright molding. 

One other thing. The story re- 
ferred to the $2,475 Packard as a 
price leader. There is a $2,475 
Packard, the 200 Club sedan, but 
the price leader in current adver- 
tising is the 200 Touring sedan at 
$2,528. 





Worthington Motors 
Increased sales during January 
have led Jack Tankersley and Bob 
Robins of Worthington Motors 
(Hudson), Huntington Park, Calif., 
to enlarge their lot. 








At Auto-Lite Show— 


A TY send-off contributed greatly to the 
success of the Parade of Stars Automobile 
Show, bankrolled by Electric Auto-Lite in 
New York last week. This model is wear- 
ing a ram's head hood ornament for 
Dodge. 
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Despite Obstacles . . . 





Dealer Auto Shows 
Draw 2,000,000 


(Continued from Page 2) 


of buying interest.” They also 
blamed high prices, stiff West 
Coast terms under Regulation W 
and the fact that last year’s panic 
buying drained off much of the 
1952 market. 


* * * 

N BOSTON, where dealers held 

their 14th annual “open house,” 
it was noted that the demand for 
autos was paradox. The big crowd 
showed little interest in new cars| 
and wanted to know more about 
used ones. The dealers pointed out | 
that in 1951 they were stocked with 
used cars and short on new ones, 
while this year there were plenty | 
of new ones but a shortage of the | 
used jobs. 

While “success” was stamped | 
on all exhibitions, and officials | 
declared their show the “best in | 
years,” many felt that attend- | 
ance could have been still greater 
if it weren’t for bad weather. 

For instance, Denver was plagued 
by inclement weather, as was Los 
Angeles and Pittsburgh, the latter 
having to put up with two storms 
during the show’s running. In Sy- 
racuse the “show went on” in tra- 
ditional manner despite three snow- 
storms. 

Denver wound up with a 100,000 
attendance figure, and officials 
called the show the best in 40 
years. On one day a near-riot broke 
out after the police and fire de- 
partments had to close the docrs 
because of the high attendance. 

+ 7 





OS ANGELES packed in 70,000 | 

the first three days and wound | 
up with a 150,000 total for its nine- | 
day run to set a record both for| 
attendance and sales. One salesman | 
alone tallied 80 orders in 1% days, | 
it is reported. 

Pittsburgh also set a record 
with 109,555 visitors, or 10 per- 
cent more than the 98,300 in 

1950. The show was called the 
“buying-ist” in history. 

Kansas City hit a sales boomer 
and chalked up 176,000 visitors. 
Main drawing cards, dealers said, 
were the Le Sabre, the K-310 and 
the Nash-Healey. 

An added attraction on opening 





| 


Sales 


(Continued from Page 2) 


“prices firm and action heavy as 
spring seasonal buying appeared 
to open up” at its last sale, 

Not far away, however, Tim Ans- | 
pach reported that his Albany (N. | 
Y.) sale “showed no sign of a 
spring upsurge.” In addition, Ans- 
pach said, “prices on the 11 1952 
models offered at the sale were off 
$50 to $100.” 


* ed * 

IRICES off as much as $50 a unit, 

was the comment from the 
Danville (Va.) Auto Auction, while 
E. M. Stafford of Charlotte, N. C., 

said “prices were firm on most 
models.” 

Doc Greiner, who runs sales in 
Toledo and Cleveland, declared: 
“Prices are definitely down. The 
market is soft on everything.” 

The Denver Auto Auction, Inc., 
reported “clean °46 through ’50 
models held their own in prices, 
but ’51s and ’52s slipped slightly.” 

On the retail side, the story was 
mainly one of “little change.” St. 
Louis dealers report “no spring | 
rush, but the market is fairly) 
steady and prices are level.” Sev- 
eral St. Louis merchants com- 
plained about large stocks of used 
cars, however. 





4 = 

TABILITY also marked the 

Cleveland market where used- 
car sales in the week ended March 
29 totaled 2,884 units, compared 
with 2,944 in the preceding seven 
days. Both totals, however, were 
about 17 percent under the year- 
ago figures. 

Dealers in Winfield, Kans., re- 
ported used-car business “gener- 
ally good and holding up well.” 
They mentioned that prewars 
were the easiest sellers, followed 
by cars in the $1,000-$1,300 
bracket. 

Somewhat the same sentiment 
was expressed by Denver used-car 
merchants. 
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day was the free admittance of uni- 
formed Boy Scouts, Girl Scouts and 
other youth clubs. 

* * * 


\ ANY shows sponsored similar 
attractions. In Manchester, N. 
H., an “open house” event drew 


hundreds to a one-day showing. 
U. S. Savings Bonds were given 
out, along with special awards to 
dealers for best displays. 

Johnstown (Pa.) dealers,: who 
hosted 17,000, turned over the ex- 
position’s entire $1,002 profit to 
the Cambria county war memo- 
rial fund. In Spokane, proceeds 
were presented to the Lion’s club 
welfare and community improve- 
ment projects. 

Other smaller towns which held 
shows included Richmond, Calif., 
which gave the only show in the 
San Francisco Bay area in 1952: 


— 


Haile Selassie's $25,000 Trailer— 


An unusual feature of this trailer by Tour Homes, Bristol, Ind., is that it is self- 
propelled by a six-cylinder motor. It cost $25,000 and is decorated in Ethiopian royal 


| to traverse his 350,000-square-mile empire. (Acme photo.) 


and apparel firms combined to| New Hampshire and Vermont deal- 
sponsor their first show, and Han-/| ers displayed 1952 models. 
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Gar Wood Truck Equipment 
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-GarWood \OAD PACKERS 


Have made substantial reduction in refuse 
collection costs for more than 1600 users, 
including all sizes of cities and small towns. 
They load faster, eliminate spillage, compress 
larger loads, dump fast and clean. Write for 
Bulletin M60. 















gray and natural wood inside. Will be used by Haile Selassie, emperor of Ethiopia, | 


Ventura, Calif.. where auto dealers | over, N. H., where a number of | 
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-GarWeod WINCHES 


Exceptionally rugged and dependable, 
these winches have many features that 
provide faster operation and greater 
safety. Some of these are automatic 
safety brake, oversize ball bearings, 
oversize drum shaft, and flexible mount- 
ing. All Gar Wood Winches are factory 
load tested before shipment. Capacities 
from 15,000 Ib to 100,000 Ib. Write for 
Bulletin WC-204. 


K-F to Increase 

T . . 

j o > 
Wright Engine 

; rs & Oo 

Output by 25% 

DETROIT, Mich.—A 25 percent 
increase in the number of Wright 
Cyclone R-1300 engines to be buil 
by Kaiser-Frazer’s Detroit engine 
division was announced last week 


Clarke Silcott, general manager, 
said the boost was the third given 


[the company on its Air Force con- 


tract negotiated a little more than 
a year ago. 

The division made its first de- 
liveries of the R-1300 engines on 
Feb. 14. Currently, engines are as- 
sembled from components supplied 
by Wright aeronautical division of 
Curtiss Wright Corp., but later this 
year most parts will be manufac- 
tured by K-F at its Detroit and 
Dowagiac (Mich.) plants. 

R-1300 engines are used in ad- 
vanced training planes and heli- 
copters. 


Gary, Ind., Buys Fords 


Fifth Avenue Ford, Inc., Gary, 
Ind., was the low bidder in the 


sale of eight new automobiles to 
Gary. 


wn for its excel- 


s widely vag durability and 


for 
e reputation gives it 
h wider acceptance among 
see 


h-—or use coupon bel 










your nearest 
ow- 


















3 
i 
? 
4 
: 



























































-GarWeod ELEVATING END-GATE 


Speeds loading and unloading, greatly increas- 
ing deliveries per truck per day. Operation 
simple, positive, foolproof. Roll the load on at 
ground level or any level below truck floor... 
touch the lever and up it goes by hydraulic 
power. Fits standard trucks and trailers 1 ton 
and larger. Write for Bulletin L-101. 


























Delay 


Easier Controls 
FRB, NPA Hold Up Action Pending 


Settlement of Steel Threat 


(Continued 


Lvepartment of Justice comes up 
with the answer to President Tru- 
man’s hint of plant seizure. 


* * + 
a congressional defense con- 
trols picture became blurred 


when Wilson quit. Chairman May- 
bank of the Senate Banking com- 
mittee said his group did not want 
to work in an air of confusion 
caused by the steel problem and 
Wilson’s resignation. 
The House Banking committee 
had Wilson booked as its first wit- 
+ ness. His departure from ODM 
halted proceedings there. 

In his final act as defense 
mobilizer, Wilson handed Presi- 
dent Truman the most optimistic 
report in his 15 months of service 
as the nation’s production boss. 


couraging implications for the ci- 
vilian economy. It said the most 
stringent period of shortages in 
searce materials had been passed 


A CRE (RRsat Paid. Same oS 


The report contained most en-| 


from Page 1) 


during the first three months of 
this year, and that henceforth sup- 
ply for civilian production should 
be easier. It noted the beginning 
of a price softening, a downturn 
in the high and inflationary rate of 
credit extension and large accumu- 
lations of inventories of prime 
metals. 
* + * 

N IMPORTANT section of the 
<% 48-page report was devoted to 
|a defense of the mobilization phil- 
osophy which Wilson adopted and 
which has come in for so much 
| criticism from Congress, the public 
and other branches of the Admin- 
istration. 

“An extended shutdown in any of 
the basic materials industries such 
as steel, copper or aluminum,” Wil- 
|son said in his summary of the 

report, “would of course reverse the 
| present improving supply outlook 
'and necessarily shorten the period 


AUTOMOTIVE NEWS, APRIL 7, 


during which allocation controls 
will have to be imposed.” 

He emphasized that “the sup- 
ply estimates for steel could be 
revised drastically if an extended 
strike should occur.” 

In discussing the economic sta 
bilization program, Wilson pointed 
out that the steel wage dispute 


was still unsettled. 
* * * 
a A§ THIS report goes to press,” 

4 he continued, “it is not clear 
what the outcome of negotiations 
will be, or whether a shutdown can 
be averted. 

“I earnestly hope that all of the 
parties concerned in the steel dis- 
pute will conduct their negotiations 
with full realization of the serious 
damage to our nation’s objectives 
that will be done if an extended 
work stoppage occurred. It is most 
urgent that the dispute will take 
account of both our production and 


| our stabilization objectives.” 


| 
| 
| 
| 


| 
| 


Concerning the possibility of 
the government’s taking over the 
steel plants, many officials here 
had doubts as to the legal au- 
thority for seizure. One possi- 
bility being studied was basing 
seizure action on the President’s 
constitutional powers to preserve 
the public welfare. Another was 

























































Power operated Gar Wood 


load. Made in a variety 


Write for Bulletin WC-202. 









sizes from 2,000 to 24,000 Ib. 


a 


bette 


-GarWeod CRANES 


Cranes can’t be beat for fast 


and low-cost handling of loads of all kinds. They greatly 
increase productive truck hours and save many man 
hours. Built to require minimum space behind cab, they 
retain unobstructed truck body 
for carrying maximum pay 


of 





-GatWeod DUMP BODIES AND HOISTS 


These hoists and bodies are scientifically designed to get 
the best performance out of the truck chassis. They operate 
faster, last longer, require less maintenance. Medium and 
heavy duty types. Three different hoists meet all needs. 
Shown here is new MSI body with D8R hoist expressly 
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IES, INC. 


EXECUTIVE OFFICES, WAYNE, MICH. 


Hoists, Winches & Cranes, Refuse Collection 


r Badies Elevating End-Gates. CONSTRUCTION EQUIPMENT: Excavators, Scrapers, 


Ditchers, Spreaders, Finegraders, Truck-Mounted Road’ Graders. 


designed for 17,000-21,000 gvw trucks. 


[_] Load-Packers 


Gar Wood Industries, Inc. 
Executive Offices, 36203 Main St., Wayne, Michigan 


Please send information on how we can profit most 
by selling the Gar Wood equipment checked: 

[] Dump Bodies and Hoists 
[] Winches 





Chevrolet's Dealer Planning Committee— 


The year's first meeting of the Chevrolet National Dealer Planning Committee brought 
these 16 dealers to Detroit for a two-day conference with factory sales officials. Each 
member had been nominated and elected to the committee by fellow dealers. At the 
outside tables, left to right, are Otho McKaig, Mineola, Tex.; Leo Hagen, Guthrie Center, 


la.; J. F. Roane, Beaumont, Tex.; John Finch 


daner, Chattahoochee, Fla. 


the Selective Service law, which 
authorizes government operation 
of any industry failing to meet 
defense orders. 

An indication that Mr. Truman | 
may hesitate to use a Taft-Hartley | 
injunction against CIO President | 


| Phil Murray, a political friend, was 
that 


the President already had 
publicly characterized government 
proposals for settling the wage dis- 


, St. Paul; Robert R. Kihm, Middletown, O.; 
N. R. Burroughs, Martinsville, Va.; A. F. Pate, Peru, Ind., and D. J. Martin, Triangle, Va. 
Inside the tables are Gene Ford, Visalia, Calif.; W. R. Howard, Augusta, Kans.; John Roth, 
Merced, Calif.; Ll. Ralph Coover, Junction City, Kans.; C. B. Clay, West Roxbury, Mass.; 
W. S. Edwards jr., Birmingham, Ala.; Harry E. Layton, Redbank, N. J., and J. C. Gissen- 


| enough to pay for them, and there 
| was reason to believe the President 


| 1949 as one in which automobile 



























pute as reasonable. He had said 
steel industry profits are large 


did not wish to boost the political 
fortunes of Sen. Taft in this elec- 
tion year. 

Commenting on the situation, 
President D. A. Hulcy of the U.S. 
Chamber of Commerce said that 
“complete debacle” has overcome 
the wage and price control pro- 
gram as a result of the steel dis- 
pute. 


(Continued from Page 1) 


the interest of national defense or 
the public interest.” 
Ford describes the period 1947- 


sellers had to exert little sales ef- 

fort, and most manufacturers could 

sell more than they could produce. 
+ es * 







‘ony year ending June 30, 1950, 
is the one which is best repre- 
sentative of postwar competition 
for automobile sales, Ford con- 
tends. 

NPA is known to have explored 
the possibility of using the base 
period suggested by Ford, when 
quotas were originally being set up 
for the auto industry. The period 
ending June 30, 1950, was discarded, 
however, because Chrysler was 
closed by a strike through most 
of the first quarter of 1950. 

NPA reasoned that, although it 
might be possible to estimate 
how many cars Chrysler might 
have produced without a strike, 
it was impossible to calculate ex- 
actly how many cars would have 
been made by other makers had 
not Chrysler been strikebound. 

* OK * 

















S A RESULT, the period 1947- 





[] Elevating End-Gate 
[] Cranes 
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Company 








Address 


1949 was adopted, and the fol- 
| lowing percentages of industry pre- 
vail for the second quarter of 1952: 

GM, 41 percent; Chrysler, 21.43 
percent; Ford, 21 percent; Stude- 
baker, 4.13 percent; Nash, 3.45; 

Hudson, 2.93; Kaiser-Frazer, 2.47; 

Packard, 2.09; Willys, 1.21; Cros- 

ley, .21, and Checker Cab, .08 

percent, 

Ford further claims that it has 
been unjustly discriminated against 
on material allocations for produc- 
|tion of trucks. It wants to boost 
its share of light-truck output from 
| a present 21.03 percent to 26.67 per- 
| cent; medium trucks, from 26.87 to 
| 33.22 percent, and heavy trucks, 
from 13 to 15.68 percent. 

Ford contends that, because of 
the inequity of NPA materials allo- 
cations, it will be deprived in the 
second quarter of this year of pro- 
ducing 90,024 passenger cars, 27,792 
light trucks, 16,764 medium trucks 
| and 3,300 heavy trucks. 























House Unit OK’s Boost 
In Highway Spending 
WASHINGTON. — The House 

| Public Works committee last 
| Week approved legislation to in- 
| crease federal spending on pub- 
lic roads, Committee members 
approved a bill authorizing ap- 
propriations of $550,000,000 a 
year for the fiscal years 1954 
and 1955 for grants to states and 
local communities for building 
highways and roads. 

The bill would authorize $247,- 
500,000 a year for primary high- 
ways; $165,000,000 for secondary 
rural roads, and $137,500,000 for 
city highways. States which re- 
ceive the money on a matching 
basis could transfer up to 25 
percent of the federal grants 
from one category to another. 
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Distribution Setup Threatened... 





Solution on Leasing 
Sought by Industry 


(Continued from Page 1) 


lease. At the end of the lease 

period, 

back for resale just as if he had 
made the lease himself. 

While he gets a slightly smaller 
return each month on this type of 
deal, he has the advantage of being 
assured that his cars are going into 
a lease under capable management; 
that the lease is being properly 
made with a “gilt-edge” fleet op- 
erator, and that all operating haz- 
ard conditions, under which the 
vehicles will operate, will be cov- 
ered in the lease. 

Such an arrangement for the 
smaller dealers gives them access 
to leasing arrangements to the ex- 
tent of their ability or their desire 
to participate. Yet the plan as- 
sures dealers of the service work 
on the leased vehicles being used 
in their area. 

* * + 
Ct ALSO opens up to them the 
opportunity of being in greater 
control of the used vehicles when 
they are thrown back into the 
market. 


Some auto makers have devel- 
oped fleet-sales corporations and 
can negotiate all leases through 
such a side-company which main- 
tains a flow of vehicles direct from 
the factory, aside from normal deal- 
er allotments. Or they have retail 
branch setups where they can di- 
vert a number of vehicles to leas- 
ing operations. 

While several dealer-controlled 
leasing operations have recently 
taken healthy bites into the fleet- 
leasing picture, most leases con- 
summated during the past year, 
it is claimed, have been made 
by large independent leasing 
operations with no dealer connec- 
tion, except perhaps from the 
standpoint of purchasing vehicles. 

Practically every one of the ma- 
jor finance companies are “dab- 
bling” in leasing deals to get ex- 
perience statistics on which to 
base financing arrangements for 


area of the leasing firm, there is 
no assurance that the dealer who 
formerly had the fleet business 
will get any of the leased car 
business unless he sells at a price 
as low or lower than the weakest 
dealer in that or near-by areas. 


This presents a problem to the | 
auto makers as well as to all deal- | 


ers. The makers say they can’t 
|favor the hundreds or so dealers 
|who are financially interested in 


,customers who desire to get into | leasing operations to the exclusion 


| days of time payments, no actuarial 
|formula that will safeguard both 
| the finance company and the dealer 
has been developed. 

* + * 


ASICALLY, the growth of car 

car leasing has been accelerated 
by government taxation regulations 
which give both lessee and lessor 
advantages that are attractive. 


Fleet users are attracted to leas- 
ing, instead of owning, because it 
allows them to release capital that 
is now tied up in vehicles and also 
gives them an expense chargeoff 
that is usually free of attack from 
government tax men. 


Leasing firms are happy in 
their ability to get back the “cap- 
tured” profits from the used ve- 
hicle as a capital gains deal, in- 
stead of having to pay taxes 
on this profit on the basis of 
their overall earnings. 

Franchised dealers, who own or 
are interested in leasing opera- 
tions, are particularly interested 

in not only this capital gains op- 
portunity but in the depreciation 
opportunity which the law gives 
them at this time. 

But to both factory and dealer, 
the growth of car leasing presents 
a number of disquieting threats 
that are giving sales heads a new 
crop of headaches. 

+ + * 

| il THE factories and dealers ig- 

nore the growth of leasing, they 
leave themselves wide open to the 
whims and fancies of the non-deal- 
er-owned or controlled leasing com- 
panies which, incidentally, outnum- 
ber the companies in which deal- 
ers participate by at least six to 
one, according to authorities. These 
companies are not bound to use or 
buy any one make of vehicle. 

These companies naturally, in 
the main, buy for the low dollar 
and, even though they may buy 
the vehicles to fill a lease in the 











IN AUTOMOTIVE ADVERTISING 





@ Again in 1951 and for a score of years the Buffalo Evening 
News has led all Evening Newspapers in automotive advertising. 


The Buffalo market is New York State’s second largest market 
and the country's fourteenth market in automotive sales. The 
Buffalo Evening News has the largest city and retail zone circu- 
lation in the State outside of New York City. 


SELL THE NEWS READERS 
AND YOU SELL 


THE WHOLE BU 


FFALO MARKET 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER 
Editor ond Publisher 





WESTERN NEW 


YORK'’'S 


KELLY-SMITH CO. 
National Representatives 


GREAT NEWSPAPER 


the dealer gets his car |this business. But, as in the early|of their other dealers, although 


they all have had to help these 
dealers out with cars at one time 
or another. 

They can’t meet these require- 
ments out of their “pool car 
stocks,” without telling their deal- 
ers that cars thus reserved for gov- 
ernment, state and municipal pur- 
chase are being diverted. 


In any case, they would be forced 
to increase the present low per- 
centage of cars set aside for the 
pools if they resorted to this supply 
to protect the interests of them- 
selves and their dealers, and this 
might not set too well with their 
dealer body as a whole. 

. * ” 


A— they are cognizant of 
the few instances where alert 
dealers have made connections with 
fleet leasing companies and have 
sold these companies numbers of 
ears for leasing. At least one or 
two dealers are known to have ac- 
quired several dealerships, so that 
they could command a larger al- 
lotment of cars for this wholesale 
purpose. 


Where the dealer is getting list or 
near list—as at least one dealer is 
from a large eastern fleet manage- 
ment company—it poses a very dif- 
ficult distribution problem. 

Those familiar with the prob- 
lem say there are substantial rea- 
sons why all dealers cannot par- 
ticipate in leasing operations. The 
financing requirements of suc- 
cessful leasing are a stumbling 
block to many. These require- 
ments extend far beyond the 
original financial condition of the 
dealership itself which must meet 
very rigid stipulations in order 
to command any amount of out- 
side money needed for the tre- 
mendous investments. 

Dealers to be successful in leas- 
ing must be good organizers, be 
able to run two businesses with 
widely separated objectives suc- 
cessfully, have a_ well-grounded 
knowledge of maintenance and op- 
erational conditions, be able to hire 
competent lease managers, be a 
soothsayer on market conditions 
and above all be a master in the 
art of turning used cars at a 
profit. 


$100,000,000 Loan 
To Studebaker 


SOUTH BEND.—The Studebaker 
Corp. has negotiated a $100,000,000 
V-Loan revolving credit agreement 
with a group of 15 banks headed by 
the Chase National Bank of New 
York, it was announced here by 
Harold S. Vance, Studebaker board 
chairman and president. 

The credit is the largest to be 
negotiated by any company under 
the current Defense Production 
Act. Loans under the credit agree- 
ment will be used to finance Stude- 
baker’s defense contracts. This 
financing puts the company in an 
exceptionally strong position to 
meet the rapidly expanding mili- 
tary production, said Vance. The 
company’s only other indebtedness 
is $9,000,000 in debentures due in 
1966, 


West Coast Hardest Hit 
By ‘W,’ FRB Is Told 


WASHINGTON, D. C.—New- 
car sales have fallen off in Cali- 
fornia, Washington and Oregon 














far faster than elsewhere in the 
country, according to a letter 
which Rep. Mack, Washington 
Republican, has written to the 
Federal Reserve Board. 

In it he suggested that the 
board give Westerners 21 months 
instead of 18 months in which 
to pay for their new automo- 
biles. Present credit regulations 
(one-third down and 18 months 
in which to pay) add from $12 
to $20 a month to payments of 
West Coast residents over those 
of purchasers further east who 
do not have to pay the high 
freight rates, Mack said. 
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to throw sufficient light for night driving. 






Chive's ‘Flying Disc’ at Mardi Gras— 

The ‘Flying Disc," a car specialy redesigned by Pierre Chive jr., president of Chive 
Motors, Inc. (Studebaker), New Orleans, made its appearance at this year's Mardi Gras 
celebration there. This 1952 Studebaker was equipped with dual carburetor, a double 
intake manifold and an alcohol injector. Fourteen lights are placed behind the plastic 
guard in back of the special bumper. They flash off and on as the car rolls along. 
The headlights are two-beamed lights about the size of a silver dollar and are said 








Obituaries | 





Fred W. Patterson sr., 


Dealer Since 1909 

CHICAGO. — Fred W. Patterson 
sr., 69, president of Ajax Auto Co. 
(Oldsmobile), which he organized 
in 1909, died March 28 after an ill- 
ness of several years. The firm has 
handled the Oldsmobile line since 
1933, previous to which it was a 
dealer for the Abbott-Detroit, Krit, 
Ohio Electric, Davis, Moon, Elcar 
and Monroe. 

Before illness overtook him, Mr. 
Patterson, one of the city’s most 
colorful figures as well as a vet- 
eran in car retailing, turned the 
direct management of Ajax Auto 
Co. in the south shore district over 
to his three sons, Fred W. jr., Tom 
A. and William C. Mr. Patterson 
was a former director and vice- 
president of the Chicago Automo- 
bile Trade Assn. He first entered 
the automotive field in 1907. 

* + . 


Charles Hoffman 
MANSFIELD, O.—Charles Hoffman, 79, 
a founder of Mansfield Tire and Rubber 
Co. here, died March 29 at his home. Mr. 
Hoffman was the last remaining member 
of the original board of —_——— 
* * 


Robert N. Feemster 
PORTLAND, Ore.—Robert N. Feemster, 
leading truck salesman this year to date 
for the Portland truck branch of Interna- 
tional Harvester, died here March 29. He 
had been with I-H since 1936. 
* * 


* 
Frank Wolflin 
AMARILLO, Tex.—Frank Wolflin, pio- 
neer auto dealer in the Texas Panhandle 
and the first dealer to build an exclusive 
auto sales and service building in Amar- 





illo, died March 29 while visiting in Cali- 
fornia. In his earliest days as an auto 
dealer, Mr. Wolflin handled Buick. Later 
he handled Franklin and Reo. With the 
discontinuing of these cars, Mr. Wolflin 
acquired the DeSoto-Plymouth agency. Ill 
health forced his retirement in 1943 
* 


J. Jerome Canavan 

BEVERLEY HILLS, Calif. — J. Jerome 
(Jim) Canavan, president of Divco Cali- 
fornia Co., and also well known in the 
automotive industry, having long been in 
the employ of the White Motor Co., died 
March 25 in St. John’s hospital, Santa 
Monica. He had lived in the Los Angeles 
area for 40 years. 

* * * 


Marvin Garrison 
ATLANTA.—Marvin Garrison, manager 
of the used-truck division of Wade Motors, 
died suddenly of a heart attack March 26. 
* 


* * 
Robert D. Callahan 

KELSO, Wash. — Robert Dan Callahan, 
53, Longview and Kelso automobile dealer, 
died of a heart attack at Palm Springs, 
Calif., March 27. 

* * 2 
Gus C. Nuetzel 

LOUISVILLE.—Gus C. Nuetzel, 78, one 
of Louisville’s first auto dealers, died re- 
cently at his home here. For a number 
of years Mr. Nuetzel operated Ruby Car- 
riage Co. with his brother, and about 1908 
the company became agent for the Mitchell 
car. 


* * * 
John A, Dennis 
OTTAWA, Kans.—John A. Dennis, 83, 
stockman and former car dealer, died in 
a Kansas City hospital last week following 
a cancer operation. He retired from his 
car dealership in 1938. A son, Arthur, is 
an Ottawa auto dealer. 
o * * 
William G. Gaston 
DALLAS.—William G. Gaston, 61, Dal- 
las used-car dealer and former Dallas zone 
manager of Hudson, was instantly killed 
March 25 near his place of business when 
his car was in collision with a truck. He 
had been an auto retail sales manager for 
a St. Louis firm before he became a re- 
gional sales manager for Hudson, and later 
zone manager at Dallas. 
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a service department 
monoxide! Designed for 





MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 


Nothing quite like the Kent-Moore J 2980 
MONOXIVENT Set for effectively ridding 


of toxic carbon 
use with underfloor exhaust eliminating systems, 


it features a special tailpipe adapter, an asbestos-packed flexible tubing 
of durable stainless steel, and a virtually airtight floor outlet assembly. 
Provides quick, convenient, positive connection between car and under- 
floor duct, disappears completely below floor level when not in use. Fully 
protected from damage. Can't get lost or “borrowed”. And the floor 
outlet assembly is readiiy installed in upturned “Y” in duct main. . 
individual “T's” or branch ducts required. Assures more efficient, long- 
life operation at a minimum cost of installation. Write today for details. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


























Week Week dan. 1 dan, 1 
Ended Same Ended Total to to 
Apr. 5, Week, March 29, March, Apr. 7, Apr. 5, 
1952 1951 1952* 1952* 1952* 1952* 
CHRYSLER 19,586 27,495 18,469 76,532 357,714 244,895 
Chrysler 2,794 3,515 2,523 10,568 46,849 34,173 
DeSoto 2,186 2,442 2,022 8,238 27,731 26,079 
Dodge . 4,990 7,636 4,422 18,920 95,578 65,497 
Plymouth 9,616 13,902 9,502 38,806 187,556 119,146 
FORD . se . 20,328 26,224 25,048 100,821 382,596 215,759 
a 16,055 20,068 19,363 78,667 298,432 167,535 
Lincoln 647 627 754 3,412 8,645 7,309 
fa 3,626 5,529 4,931 18,742 75,519 40,915 
GENERAL MOTORS.... 35,844 45,096 39,626 147,307 718,550 454,646 
Buick .... ann 8,009 7,175 26,440 129,060 82,137 
.., ae 2,058 1,832 7,370 31,742 21,760 
Chevrolet ..... cee. 16,808 22,629 19,724 72,388 357,429 223,070 
Oldsmobile .................... 4,727 5,670 5,082 18,803 90,853 57,976 
ae 6,730 5,813 22,306 109,466 69,703 
KAISER - FRAZER . 1,388 4,049 1,238 5,440 52,975 15,953 
Kaiser . 1,388 4,049 1,238 5,440 52,975 15,953 
CROSLEY 70 104 66 243 2,601 793 
HUDSON .............. 2,378 3,209 2,114 8,732 58,498 24,469 
NASH ..... 3,197 3,999 3,145 12,550 46,349 25,939 
PACKARD ..... 1,399 1,346 1,431 5,994 26,642 16,578 
STUDEBAKER 3,440 5,042 3,190 13,921 76,090 50,303 
WILLYS-OVERLAND?7 1,330 701 1,654 5,780 10,434 15,314 
Total Cars, U. S...... . 88,960 117,265 95,981 377,320 1,732,449 1,064,649 
+Includes station wagons. ‘*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan, 1 
Ended Same Ended Total to to 
Apr. 5, Week, March 29, March, Apr. 7, Apr. 5, 
1952 1951 1952* 1952* 1952* 1952* 
CHEVROLET .................. 6,912 9,086 7,978 28,422 126,619 87,071 
ere 5 7 6 43 246 103 
EEG ED Be vcicecisvssccsssoses 152 164 152 391 2,655 1,851 
dE eee 80 82 64 180 1,294 960 
a, ee 3,428 3,666 3,435 13,868 43,508 44,888 
22 48 143 546 519 
7,384 5,714 22,124 93,058 60,798 
2,570 2,529 10,480 38,246 31,104 
_ 2,791 3,225 14,104 50,616 46,552 
IN. Gvisceniibencchanskccosninen 262 257 273 1,136 4,548 3,481 
0 See 374 377 361 1,539 4,302 4,953 
STUDEBAKER ............ 1,320 848 1,343. 5,662 11,930 16,532 
ee 300 349 302 1,250 4,878 4,042 
WILLYS-OVERLAND ~ 2,512 1,756 2,327 9,214 22,165 27,894 
MISCELLANEOUS ...... 301 338 301 1,268 4,077 4,222 
Total Trucks, U. S..... 25,663 29,697 28,058 109,824 408,688 334,970 
Total Cars, Trucks, 
5 Sea 114,623 146,962 124,039 487,144 2,141,137 1,399,619 
Total Cars, Trucks, 
GID «si scxicnsassssssscsescnses 9,012 10,123 8,648 32,771 130,158 93,591 
Grand Total 
Cars and Trucks, 
U. S. and Canada........ 123,635 157,085 132,687 519,915 2,261,295 1,493,210 





*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: All U.S. 


totals include cars and trucks for military orders, 





Wondering how new-car and truck production and sales are making out? 
TIVE NEWS gives you the entire story, plus many cther pertinent facts concerning the 
automotive industry, every week throughout the year. 
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“NATIONAL” Exhaust Removal Systems 
T4212 Actually Cost Less! 





GUARANTEED Why pay as much 


, OF more— 


for an uncertain gamble in 























“NATIONAL” 


makeshift exhaust removal equipment when you 
can get a “NATIONAL” System that’s been de- 
signed, tested and approved to do the job. One of 
the oldest in the business, 
spent years perfecting their Overhead and Under- 
floor Systems that they guarantee, in writing, to 
meet your requirements. You have a choice of 6 
“NATIONAL” Systems that are adaptable to 
present buildings or new construction. Delivered 
complete, with motor and blower units, there is 
nothing else to buy. Find out about all of the 
“NATIONAL” Systems and how little it costs to 
own one. There is a qualified “‘NATIONAL” man 
near you. Write today for literature. 
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OVERHEAD Systems... standard kit, two inlets 


serving any two of four cars in a row, $206.25 
F. O. B. Decatur 


Tae NATIONAL SYSTEM 
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World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 


Dept. D2 





330 N. Church St., Decatur, Ill. 





2,300 Persons Idle in Bay Area... 





Salesmen’s Strike On in Calif. 


(Continued from Page 1) 


Albany, Berkeley, Oakland and San 


Leandro. This included 400 sales- 
men and 1,900 mechanics and other 
employes who refused to cross 
massed picket lines set up by the 
AFL Automobile Salesmen’s union. 

Twelve dealerships in the East 
Bay territory, across the bay from 
San Francisco, were not affected 
by the strike because they are not 
members of the local association. 
Executives in the affected estab- 
lishments were endeavoring to car- 
ry on frontshop business without 
salesmen, although absence of me- 
chanics made repair work impossi- 
ble. 

Facing a decided falling-off in 
business, alert East Bay dealers 
were placing newspaper ads sug- 
gesting factory delivery and stress- 
ing freight savings of between $250 
and $300. Used-car lots operated by 
owners reported a moderate volume 
of sales in the wake of the dealer- 
ship tieup. 

Milwaukee’s Humphrey Chevrolet 
reported extensive loss to show- 
room and lot stocks as the result 
of damage allegedly inflicted by a 
group of “visiting salesmen” seek- 
ing Tuesday and Thursday night 
holidays. 

A used-car group, the Badger 
State Auto Dealers Assn., voted 
last week to suspend business op- 
erations on the two nights. Offi- 
cials of Humphrey Chevrolet, an 
association member, joined other 
dealers in objecting to the move. 


The new-car group, the Milwau- 
kee County Automobile Dealers 
Assn., has gone on record in favor 
of shutdowns on Tuesday and 
Thursday evenings. Opposition to 
the two nights’ closing plan came 
mainly from a contingent of used- 
car lots which are not members of 
the Badger association and a small 
number of franchised operations, 
including Humphrey Chevrolet. 

* * - 


EA" BAY dealers followed up 
outbreak of the  salesmen’s 
strike with a page-deep ad in the 
Oakland Tribune explaining the 
employers’ position in the conflict. 

Ed Slusser, secretary of the East 
Bay association, said the issue was 

solely a union demand for higher 
commissions. He said the union 
had rejected a dealer offer which 
would have raised commissions 
from $25 to $100 for all but a few 
models on sale. 

Albert R, Silva, business agent 
of the union, said that the prin- 
cipal point of dispute was a deal- 
er practice Silva called the 
“bends.” Silva accused dealers of 
using the “bends” practice on 
tradein allowances to deprive 
salesmen of full 5 percent com- 
missions on new cars. 

The union leader said the “bends” 
comes into play when dealers de- 
liberately appraise turn-in cars too 
low. A salesman has to jack up the 
tradein amount to close a sale and, 
even though the dealer agrees to 





Output 


(Continued from Page 1) 


1,050,000 cars in the April-May- 
June period this year. 
* . * 


HOWEVER, many makers have 
carried production over from 
the fourth quarter of 1951 and the 
first quarter of this year, while 
others will be allowed to borrow 
materials from the third quarter of 
this year for building cars. That 
some borrowing will be done is 
considered a certainty, especially if 
the spring selling season proves 
favorable. 

In preparation for a_ possible 
steel strike, auto plants were re- 
ceiving all the steel they could get 
last week. 

It appeared that most makers 
might be able to pile up enough 
stock to operate for at least a 
month should a steel strike oc- 
cur. Chrysler and General Mo- 
tors are presumed to be in the 
most favorable position on steel 
stocks, 

However, a steel strike of almost 
any duration would be bound to 
show up in operations later this 
year. Steel shipments are often in 
flow for as long as three months 
before they reach the final assem- 





bly line of an auto plant. 


the higher allowance, he deducts 25 
percent of the increase from the 


salesman’s commission, Silva 
charged. 
Silva and the association dis- 


agreed over salesmen’s gross earn- 
ings. Slusser said that 26 percent 
of the East Bay salesmen made 
over $700 monthly last year, 17 per- 
cent earned $800 monthly and 7 per- 
cent took in over $1,000 a month. 
with several men making as high 
as $2,000. Silva said that 35 percent 
of his union’s 400 members were 
earning only the guaranteed mini- 
mum—$300 a month. 

The strike was called after a 
breakdown in negotiations. The 
contract with the union expired 
Feb. 29. 

+ * * 
ALESMEN’S trouble in Oakland, 
Milwaukee, Chicago and other 

cities is believed by many observ- 
ers to have become aggravated at 
this time because of the general 
tightening up in the market. 

Not only are fewer cars avail- 








Auto Stocks 
Apr. March 1951-52 
2 26 High Low 
Chrysler 75 74% 82% 65% 
Crosley 2% 2% 5% 2% 
GM 54% 583% 54 46 
Hudson 14% 144% 20% 12% 
K-F 6% 6% 8% 4% 
Nash 20% 2:1 22% 17% 
Packard 4% 43% 6% 4% 
Stude. 373, 36% 36% 25% 
Willys 9% 95 12 1% 
Average 24.96 24.65 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 








sales resistance has 
because of Regula- 
tion W, price increases and ex- 
pectancy by many prospects of 
widespread model changes for 1953. 

Salesmen’s unionizing efforts 
were strikingly unsuccessful dur- 
ing the postwar auto boom of the 
late 1940s. An allout effort to 
organize Detroit salesmen was 
turned back by new-car dealers, 
it is recalled, despite the support 
given the drive by the powerful 
AFL Teamsters union. 

In another dealer labor case last 
week, the NLRB ordered three 
dealerships in Michigan’s upper- 
peninsula mining country to accede 
to the UAW-CIO’s request for col- 
lective bargaining covering garage 
employes. 

An NLRB trial examiner had up- 
held a UAW complaint after a 
hearing in Ironwood Jan, 25. The 
dealerships are Burns Chevrolet 
Co., Point Motor Sales and Goge- 
bic Auto Co., Inc. 

+: * * 
N THE industrial front, invok- 
ing of the Taft-Hartley law by 
President Truman was freely pre- 
dicted at week’s end as the only 
recourse left to the government in 
trying to stave off the nationwide 
steel strike scheduled for Apr. 8. 

Resignation of C. E. Wilson as 
economic stabilizer pointed up the 
impasse between the wage posi- 
tions of the steel industry and the 
CIO Steelworkers union. Wilson’s 
position became difficult after he 
denounced the settlement recom- 
mendations of the Wage Stabiliza- 
tion Board. 


able, but 
steadily risen 











NEED 





RESERVES? 


CASH. 








CARLIFE GUARANTY “72” 


Is The Profit Making Plan That 


ACCUMULATES CASH FOR YOU 


and Nobody But You! 


MAIL THIS COUPON TODAY FOR FREE INFORMATION 


The Carlife Guaranty Co. 
16501 Wyoming, Detroit 21, Michigan 


RUSH us more information concerning CARLIFE GUARANTY "72" 
without cost or obligation. Show us what other dealers are 





doing. 


Demme OF GamlerGRte, oc cccccccncecace 


Phone Diamond 1-2388 | 
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HELP WANTED 


SALESMEN. Due to expansion 
can use experienced salesmen calling on 
new car dealers, midwestern states. Body 
hardware, parts, accessories. Protected 





program, 


territory. Commission, drawing account, 
car expense. Sideline okay. National 
Automotive Parts, 310 W. Cumberland, 
Philadelphia, Pa 

SERVICE MANAGER for established 
North Carolina Studebaker’ dealership. 
Ambitious, capable man to take com- 
plete charge of service department and 
bring it to its full capabilities. 125-150 
unit yearly dealership, town of 25,000. 
Salary and generous commission. No 
drifters or drinkers, we want the best. 
Unlimited opportunity for man who 
knows service, can sell service and build 
us a first-class shop. Box 1309, c/o 
Automotive News, Detroit 26. 

SERVICE MANAG :ER, like to get 10% of 
labor—-3% of parts? You can do this 
with 20 year established Nash dealer. 
7 mechanics, best equipment including 
Clayton dynamometer, Bean visualiner, 
Sun testers and body shop. You wili 


never look for ads like this if you have 
the qualifications to get this position. 
Box 1310, c/o Automotive News, De- 
troit 26. 


IF YOU ARE NOW SELLING fasteners, 
small parts and specialties to one or all 
of the ‘‘big three’’ new car dealers, and 
are restricted as to territory or lines, 
contact us at once. Due to our sales 
expansion program we can offer you a 
large protected territory, the 3 major 
lines—Ford and Mercury, Chevrolet and 
GMC and Chrysler products. High com- 
missions, year end bonus, paid vacations 
and expenses to those who can qualify. 


Phone, wire or write for interview. In- 
quiries confidential. Lee Rodgers and 
Company, West Richfield, Ohio. 





MANAGER USED CAR DEPARTMENT 
by one of the largest Chevrolet dealers 
in the state of W. Va., doing over §2,- 
660,000 volume of business last year. 
Used car manager thoroughly experi- 
enced, well trained with top notch refer- 
ences and record of results; having the 
ability to buy, sell and appraise used 
cars and trucks and train salesmen. 
Only a man possessing these qualities 





need apply. Present manager leaving due 
to necessity for changing climate. 
Rhodes-Walker Chevrolet Co. South 
Charleston, W. Va. 

BOOKKEEPER, experienced in General 
Motors accounting system, for Buick 


dealership at Leesburg, Fla. This is your 
opportunity to live in the sunshine state 
and enjoy a good income. If you can 
furnish references to prove your ability 
to handle this job, write or wire for an 


appointment. This is a five and a half 
day work week. Leesburg Motor Co., 
J. M. Mayer. 





SERVICE MANAGER capable of taking 
complete charge of Lincoin-Mercury deal- 
er’s service department. Administrative 
aggressiveness and tact as well as knowl- 
edge of product is essential. Excellent 
Salary. Please state complete qualiica- 
tions and references in reply. Box 1311, 
c/o Automotive News, Detroit 26. 





TWO FULL-TIME SALESMEN to cover 
new car dealers, for strong established 
line of custom auto seat covers. Auto 
experience helpful. Established territory 
—eastern and central Iowa and Muinne- 
sota, Require car. Guaranteed expenses 
and salary. Bonus is as big as you care 
to make it. If you can seil—contact us 
immediately, This may be your chance 
to make big money. Write or call Omaha 
Seat Cover Co., 1616 Cuming St., 
Omaha, Nebr. 





TOP OPPORTUNITY for $15,000 to $20,- 
000 caliber sales manager. A progressive 
and prosperous Nash dealership, in busi- 
ness 20 years in Savannah, Ga., wants a 
top notch sales manager, Will consider 
only one, who has full knowledge of new 
and used car operations. Must be able 
to appraise cars and close deals. A 
leader, who can inspire salesmen to work 
for and with him and set example by 
making sales personally. A man 35 to 45 
years old, who has already demonstrated 
his ability in his previous connection. To 
such a person, we offer a starting salary 
of $10,000 a year. After proving himself 
on the job one year, $15,000 and better. 
Compensation beyond that commensurate 
with results produced. All replies will 
be kept in strictest confidence, Please do 
not apply unless fully qualified. Southern 
Motors, 301 E, Broughton, Savannah, 
Ga. Tel. 4-3478. 





SALESMAN WANTED to carry side line 
of mouldings and headlight rims. All 
territories available. Write J. B. Sales 
Co., 1255 Kaighn Ave., Camden, N. J. 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive. industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS (18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers, Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, but if signed ‘Box No. ...... . in care of Automotive News, 


lar ($1) per insertion for address and extra service as replies are forwarded, 


received, Display Ads: 


$9.80 per inch, per insertion. 


add One Dol- 
the same day 


Detroit 26, Mich.” 


unopened, 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 


“HELP WANTED __ 








MANUFACTURERS REPRESENTATIVES wanted 
to cover the hardware and automotive trade 
for top quality 


line of French high speed 
twist drills. Priced substantially below Amer- 
ican factory cost. 
tion, we can for th first time in two years, 
set up several new representatives in different 


sections of U. S. Literature available. 


Box AN 353, Equity, 


221 W. 4st St., New York, N.Y. 


Due to increased produc- 








ARE YOU INTERESTED in a sound busi 
ness future? We offer an exceptional 
opportunity to young men between the 
ages of 23 and 30 who desire a career 
in sales and want to become permanently 
situated. Experience is not necessary. 
Our representatives are thoroughly trained 
at our expense in the products we manu- 
facture as well as our selling and sales 
promotion procedure. They are also given 
supervised training in the field. When 
assigned to a territory, they receive 
weekly advances and guarantee of $4858 
monthly until they become fully estab- 
lished. 1951 commissions paid to our 
leading producers averaged $53 per day. 
1951 commissions paid to all full year 
salesmen averaged $35 per day. You are 
invited to consider your future in our 
organization. Write fully. in your own 
handwriting, Stating age. education, 
marital status, business records and ref- 
erences to P. O. Box 177, Memphis, Ten 
nessee. Also inclose a snapshot photo- 
graph of yourself, if available, If you 

the ry qualifications, in- 
terviews will be arranged. We will gladly 
present the facts concerning our business 
and discuss your future with us without 
obligation on your part. You will be given 
every opportunity to thoroughly familiar- 





ize yourself with our operation before 
ARTHUR 


making your final decision. 
FULMER, Automobile Seat Cover Manu- 
facturer, Trim Supply Wholesaler—Mem- 
phis, St. Louis, Charlotte, Louisville, Lit- 
tle Rock, Dallas, Indianapolis. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











TRUCK MANUFACTURERS, ATTEN- 
TION. Best, most experienced truck edi- 
tor in the industry is ready with a 
theme guaranteed to give your mailing 
piece widest readership, most sales influ- 
ence with truck owners, operators. This 
is the theme your dealers want and 
need to meet the competitive selling that 
lies ahead. Feature, merchandise minded. 
Able photographer. Good personality. Ex- 
cellent references. Box 1339, c/o Auto- 
motive News, Detroit 26. 


MO-PAR WHOLESALERS, ATTENTION: 
Parts manager, 20 years’ experience. Box 
1340, c/o Automotive News, Detroit 26. 

YES SIR! They blew the whistle back to 
work. Question: Back in retail business, 
how will I move my used cars and 
trucks at a profit? Answer: A used car 
manager, who has 20 years’ pre-post war 
experience available. Volume conscious— 
executive ability, excellent closer, effici- 
ent appraiser of used cars and trucks. 
Thorough knowledge of reconditioning, 
hiring, directing and supervising large 
sales force, advertising. Past position 
with the largest GM dealer in the north. 
A-1 references. Interested in locating in 
mild climate. I have the above qualifica 








tions to place at your immediate dis- 
posal. Box 1312, c/o Automotive News. 
Detroit 26. 





GENERAL MANAGER-Sales 


Manager or 
partnership desired. Sixteen years’ con- 
tinuous experience includes retail, whole 
sale and financing. Capable of handling 
any phase of the business and will pro- 
duce profitable volume operation through- 
out dealership, Can invest $10,000 to 
$15,000. Age 41. Would like to locate in 
city up to 30,000 in Indiana, Ohio or 
Illinois. ‘‘Big Three’’ dealership pre- 





SALES 
REPRESENTATIVES 


Old 
sales field openings—sales district man- 
ager and business management field rep- 
resentative. Both positions require automo- 


line automobile manufacturer has 


tive field experience. Write giving full 


details of experience and education. 


Box 1346, c/o Automotive News, Detroit 26 








Two TOP-RATE MECHANICS who want to go 
in business for themselves. Modern shop, 11,000 
square feet, two Weaver hydraulic lifts, com- 
plete Sun tune- ~ 4 equipment, Weaver front 
end unit, - pre ased last year. NO RENTAL 

° HEAD! We will accept a percent- 
age of a work output as our revenue. Out- 
standing opportunity. Highest references 
required. Pennsylvania car dealer. 

rite Box 1347 
c/o Automotive News, Detroit 26 








POSITION WANTED | 


BUSINESS - CREDIT - OFFICE MAN- 
AGER desires broader scope. Presently 
employed as credit manager. Age 46, 


married and family. University commerce 
and finance, business school accounting. 
Experienced in accounting, credit, sta- 
tistics and analysis. Supervisory abi.ity. 
Prefer Detroit-Pontiac vicinity. Box 1318, 
c/o Automotive News, Detroit 26 
|GENERAL MANAGER, age 46. Have 
| profitably operated my own General Mo- 
tors dealerships over period of 15 years. 
Ability to take over entire management. 
Will operate business on salary plus 
percentage of profits. Excellent  refer- 
ences through yeneral Motors 
banks and General Motors dealers 
throughout the country. Box 1319, c/o 
Automotive News, Detroit 26. 


TRUCK MANAGER or sales manager. 
Thoroughly experienced in all phases re- 
tail and wholesale truck selling, truck 
servicing and used truck merchandising. 
20 years with large manufacturer 
salesman, sales manager, national fleet 
sales. Also 3 years sales manager ‘‘Big 
Three’’ dealer. Can furnish best of refer- 
ences. Available 15th of May. Box 1317, 
c/o Automotive News, Detroit 26. 


MANAGER or ASSISTANT in deal to 400 
cars, south or wes Capable profitably 
merchandising new and used vehicles; 
producing balanced, aggressive operation 
all departments. Have successful operat 
ing experience under today’s conditions. 
Under 30, interested only in connection 
with future. Box 1300, c/o Automotive 
News, Detroit 26. 








GENERAL MANAGER. Florida only. 
Twenty years’ experience with large GM 
dealers. Can make investment of $25,000. 
Perfect health, energetic, sober, family 
responsibilities, pleasant personality. Box 
1298, c/o Automotive News, Detroit 26. 


ACCOUNTANT - OFFICE - BUSINESS 
MANAGER, Los Angeles. Experienced 
all phases automobile business including 
tax, finance, organization, etc. Familiar 
all accounting systems, budgets and daily 








controls. Box 1294, c/o Automotive 
News, Detroit 26. 
BUSINESS MANAGER - ACCOUNTANT, 


middle age, married, college graduate, 
fifteen years automotive and seventeen 
years public accounting; General Motors, 
Packard and Chrysler experience. Im- 
mediately available. Box 1297, c/o Auto- 
motive News. Detroit 26 


ACCOUNTANT - OFFICE MANAGER, ex- 
perienced in small and medium-sized GM 
dual agencies. College, married, one 
child. Want to relocate in Florida or 
Texas for health reasons. Box 1282, c/o 
Automotive News, Detroit 26. 

DEALERSHIPS AVAILABLE 

PROGRESSIVE DEALERSHIP, now han- 
dling Nash, in small Missouri city sell- 
ing over 100 new cars yearly. $400,000 
gross last year. Will sell as little as $15,- 
000 of business and take rest of inven- 
tory with me. Paid income tax on more 
than that last year. Need to close quickly 
to take on bigger deal. Box 1329, c/o 
Automotive News, Detroit 26. 

DEALERSHIP AVAILABLE, now handling 
Chrysler-Plymouth, in southeast Missouri. 
120 car contract. Modern’ up-to-date 
fully equipped building. Long term lease. 
Approximately $500,000 gross sales in 
1951. Must have factory approval, 
1330, c/o Automotive News, Detroit 26. 


SMALL, WELL-ESTABLISHED dealership 
in Maryland, 40 miles from Washington, 
D.C. Modern building and used car lot. 
Handling leading independent. Low over- 
head, high net return. Sell or lease build- 
ing. 
Box 1331, c/o 
troit 26. 

DEALERSHIP 
year. ‘‘Big 

















Automotive News, De- 








AVAILABLE, 75 cars per 
Three’’ agency, complete 
shop, body shop, 19,000- square feet 

used car lot. Storage nets $300 per 
month. Will lease or sell building. Box 
1332, c/o Automotive News, Detroit 26. 


“BIG THREE” 





car and truck 
located northern Montana oil 


dealership, 
and farm- 











etree _ 1313, c/o Automotive News, | ing area. 80 to 100 unit potential. $35,000 
~ ee will handle. Box 1334, c/o Automotive 
EXECUT!VE — Three years automotive News, Detroit 26. 
poor ned — = ~~ = fea, | IN FLORIDA, now handling Studebaker. 
controller, sales executive, setup sucess- pow 4 gpa Mi ay aes oul 
ful sales promotion programs, supervise | progt every deal and substantial profit 
50 employes. Amicable, well liked. De- 


sires connection where executive and sales | 


ability can be put to greater advantage 
Box 1314, c/o Automotive News, 
troit 26. 





SALES MANAGER. Very successful sales- 


man with managerial ability desires po- 
sition as sales manager in Philadelphia 
area. Thirty-two years old, married, re- 
sponsible, aggressive. Excellent refer- 
ences. Thoroughly experienced in new 
and used automobile operations. 
following. Box 1315, c/o 
News, Detroit 26. 


Automotive 





WARM CLIMATE NECESSARY 


for my 
Exten- 
selling, 


child’s health, Florida preferred. 
sive experience in buying, 


praising, cost of reconditioning and sales | 
Now employed by | 


force management. 


oldest and largest dealer in city of 
1,000,000 population, Available in 30 
days, excellent references. Box 


c/o Automotive News, Detroit 26. 








GENERAL or SALES MANAGER, 38 years 
of age, married with children. Have had | 
experience as sales manager | 


15 years’ 
and owner of dealership. Can direct and 
train salesmen, know 
dising and all 
size deal. Can guarantee results. 
confidential. Box 1320, 
News, Detroit 26, 


c/o Automotive 


| ildi . 
De. | on building or sell, 


Large | 


ap- | 


1316, | 


volume merchan- | 
phases of operating any | 
Replies | 


on all trade-ins retailed. Physical 
rates with best in Fla. 


setup 


Showroom, used car 
lot and service department one location. 
Will sell at inventory and you don’t 
have to buy our used cars, You must 
have factory approval and cash. Reason 
for selling, I want a larger Studebaker | 
deal in the west. Will consider other lo- 
eations. Have factory approval and up 
to $100,000 cash. Box 1335, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP, now handling one of the 
oldest of the independents, sold last year 
87 new and 399 used. Gross sales $655, - 





| 000. Business well established, bears fine 
reputation. Located in northern New 
York, 200 miles from New York City, 


reputed to be the richest city of its size 
in the United States. 
room and shop, fully equipped, long term 
lease available. New car dealership can 
be bought separately. This deal can be 
bought worth the money. Buyer must 
qualify with factory. Box 1336, c/o Au- 
tomotive News, Detroit 26. 
DEALERSHIP, handling Pontiac, Cadillac, 
GMC trucks, Missouri town, Established 
business, good lease, excellent operation 
one interested medium size deal. 





ing over $300,000 annually, McHugh Inc., 
Kansas City, Mo. 


Realtors, Long Bldg., 


Have taken over larger dealership. | 


Desirable lease | 


| 





local | 


DIRECT DEALERSHIP, handling 





DEAL ERSHIPS AVAILABLE 











DeSoto- 


Plymouth, in fast growing, prosperous 
New Mexico city. Currently getting 8% 
cars monthly, Good payroll and wonder- 
ful climate. Volume $300,000 can be in- 
creased. Excellent layout. Will lease with 
option to buy. Inventory value consider- 
ably higher than quick cash price of 
$14,500. Owner has opportunity bigger 
deal, Box 1333, c/o Automotive News, 


Detroit 26. | 





Large, medium and small "Big Three" 
agencies 


AUTO AGENCIES 


auto 


located throughout the United 


| States. Write for brochure. 


Box |. 


150 Montague Street 


DAVID JARET CO. 


Established Over 28 Years 
Brooklyn 2, N. Y. 
ULster 2-5600 








AVAILABLE 


| 

DEALERSHIP now handling Nash. Excel- | 
lent location. Established 1938 by pres- | 
ent owner. $12,000 will handle. Reason- | 
able rent on lease basis. Harper Auto| 
Sales, 20775 Harper, Detroit, Michigan. 
TUxedo 1-S850. 

DEALERSHIP, ‘“‘Big ‘\hree’’ line including | 
trucks, also popular implement line in 
Kansas county seat. 1951 volume over | 


250,000. 
ests, will 
handle. 
c/o Automotive News, 


Because of other business inter- 
sell at invoice, $30,000 will 
Lease or sell building. Box 1341, 
Detroit 26. | 
subject to factory approval, | 
a well established dealership handling | 
Dodge-Plymouth 400 miles east of De- 





troit. Sold 166 new vehicles last year. | 
Gross about $400,000. Parts inventory | 
and equipment and part of real estate | 


about $55,000. Other real estate under | 
lease. Owner for 26 years retiring. Box | 
1343, c/o Automotive News, Detroit 26. 





DEALERSHIP FOR SALE, now handling | 
| Sell 


Chrysler-Plymouth. One of the most suc- 
cessful Chrysler - Plymouth dealers lo- | 
cated in Boston will sell 


to qualified | 
individual who can meet factory require- 
ments. Unusual opportunity to step into | 


| 


well established company that has an} 
excellent and large clientele, Our floor 
traffic plus fine reputation results in 


profitable operation. Only real estate we 
own is a very modern 27,000-square-foot 
used car display lot. This is located on 
one of the best streets in the city for 
automobile sales. Experienced operator 
should realize high profit in this division 
alone, Parts and accessories, furniture 
and fixtures, shop tools and equipment, 
etc., will not exceed $40,000 exclusive of 
land. Our employes are well trained and 
efficient. We are selling only because we 
have acquired a much larger deal. Rent 
is very low and all conditions are at- 
tractive. Box 1342, c/o Automotive News, | 
Detroit 26. 





411 Curtis Bldg. 


WHEN BUYING or SELLING | 


AUTOMOBILE DEALERSHIP | 


Consult a Specialist 
LEO J. KLEM 


Detroit 2, Mich. | 








CALIFORNIA COAST CITY, handling | 
Chrysler-Plymouth, 120 basic. Population 
60,000, 10,000 growth last two years. | 
Annual sales over $600,000. No real | 
estate. $45,000 total for equipment, | 
parts, office equipment, lease and busi- 
ness. Box 1290, c/o Automotive News, 
Detroit 26. 

LEADING INDEPENDENT car and truck 


dealership available in southern Arizona. 
Gross approximately $600,000 per year. 
In prosperous county seat. Will require 
factory approval and $20,000 to handle. 
Nearly new building for lease or sale. | 
You do not have to purchase used car | 
inventory. Box 1291, c/o Automotive 
News, Detroit 26. | 





GM DEALERSHIP in southwest, 


including 
popular line of trucks. Invoice parts and 


sale or lease. Confidential. Box 1289, 
c/o Automotive News, Detroit 26. 








| SALES AND 


Steam-heated show- | 


Gross- | 


FOR SALE. Very exceptional buys in deal- 


| 
equipment with excellent facilities 4 


erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwestern 
states. Leonard J. Schrader, 509% East 
Green St., Champaign, Ill. Phone 9094. 





DEALERSHIPS WANTED 





|G ASH FOR FORD, 


General Motors or 
Plymouth combination deal, 100 car con- | 
tract or larger. Oklahoma, Texas or ad- 
joining states. Factory approval guar- 
anteed. For reference contact City Na- | 
tional Bank, Lawton, Oklahoma, Replies 
confidential. W. J. Gaskins, Box 1325, 
Lawton, Okla, 





TRUCK AND TRACTOR truck equipment. 


Complete shop and sales, presently es- 
tablished, located in Maryland’s largest | 
city. Apply Box 1326, c/o Automotive 
News, Detroit 26. | 





SERVICE of popular make | 
Diesel automotive and industrial engines. | 
Fully equipped automotive and machine 
shop also sales department established. 





Located in Baltimore, Apply Box 1327, | 
c/o Automotive News, Detroit 26. 
BUY ALL OR MAJOR PART of 100-300 


in south, preferably Ala- 
Factory approval as- 


car dealership 
bama or Georgia. 





sured. Replies held confidential. Box 
1301, c/o Automotive News, Detroit 26. | 
FORD, GM WANTED, any size. Ample | 
eapital, factory approval. Confidential. | 
Box 1285, c/o Automotive News, De- 
troit 26. | 


| CHRYSLER TOWN 


DEALERSHIPS WANTED 


| GM, CHEVROLET OR FORD. Prefer cit 
under 109,000 population. Can qualify 
with factories. Please give size of agency 


and quote price. Ali replies confidential 
Box 1321, c/o Automotive News, De 
troit 26, 

DEALERSHIPS WANTED. We specialize 
in au.omobile dealerships and handle al 


matters confidentially Have qualified 
buyers, experienced and financially re- 
sponsible. Interested in ‘‘Big Three’’ lo- 
cated in midwest states only. McHugh 
Inc Realtors, Long Building, Kansas 
City, Mo. ‘‘Our Business is to Sell Your 
Business.’ 

I AM 32 YEARS OLD with 15 years’ ex- 
perience. Would like to purchase one- 
half interest in ‘‘Big Three’’ dealership 
in New York or New Jersey. Box 1348, 
c/o Automotive News, Detroit 26. 

WANT TO RETIRE? Desire GM dealership 


or distributorship. 300-500 retail units on 


southeast, west, Gulf coasts. Cash. Ap- 
proval assured. All replies strictly con- 
fidential. Box 1322 c/o Automotive 
News, Detroit 26. 


GM DEALERSHIP. 100-200 units. Factory 
approval assured, Lease real estate. Cash 
available. Prefer deal with owner only 
Confidence guaranteed. Box 1323, c/o 


Automotive News, Detroit 26. 


BU ICK- PONTIAC- OLDSMOBIL E i in n south- 


west or California. Minimum 200 car 
contract. No real estate. Full details first 
letter. Box 1324, c/o Automotive News, 
Detroit : 26. 


DEAL ERSHIP WANTED. Prefer Ford or 
GM in south or west. Have ample capi- 
tal and can assure factory approval. 
Would consider partial purchase and gen- 
eral managers position or an attractive 
purchase arrangement. Experienced gen- 
eral manager of large volume Ford 
dealership. Age 35, Box 1325, c/o Auto- 
motive News, Detroit 26. 








ARE YOU INTERESTED IN 
CAPITAL GAINS? 


If you have any General Motors franchise 
of 300 cars or more and you want to take 
it easy in the tough times — | will buy all 
or a substantial part of your deal. | have 
the money and 25 years successful experi- 
ence plus assured factory approval. Every 
reply will be treated in strictest confidence, 
but if you want references first, wire. 
Box 1338, c/o Automotive News, Detroit 26 











DO IT NOW! 


your assets to an automobile dealer. 
Would iike Ford or GM, cars up. Can 
pay cash. Factory approval assured. No ob- 
| jection to territory. Am interested in buying 
more than one dealership. 

Box 1278 
c/o Automotive News, Detroit 26 








FORD OR GM 
200 Car Minimum 


Unlimited cash. Factory approval assured 
Information treated in strictest confidence 


Box 1337, c/o Automotive News 
Detroit 26 








DEALER SERVICES 








INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 

Automotive Inventory Service Co. 
9900 Freeland Detroit 27, Mich. WE 3-6449 








INVENTORY SERVICE 
Parts Accessories 


and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
contidential, Inventories accepted by all 
uccountants and by the government. 


ALLIED INVENTORY Co., INC. 
1831 E. 79th S Chicago, Dlinois 





INVENTORY SERVICE for all auto deal. 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 

CARS WANTED 

AND COUNTRY con- 
vertible, 1946-1948 model wanted. State 
price. Royce Motors, c/o 4907 Chalgrove 
Ave., Baltimore 15, Md, 

WANTED — TWENTY - FIVE 1941-1942 
Fords and Chevrolets, 2-door and 4-door 
models. Fair to good condition. Wire 
lowest price F.O.B. your city. Heath 
Motor Co., 606 Second St., Macon, Ga. 

BUSINESS OPPORTUNITIES 


TWO STANDARD CAR AGENCY, stock 
and equipment. $20,000 to $25,000. Ex- 
cellent business. Box 766, Norfolk, Neb. 


DUE TO HEALTH will sacrifice beautiful 
building, 23,358 square feet of floor 
space, and business completely equipped 
in N.W. Penn. Population 20,000. Good 
territory for less than building is worth. 
Nash agency well established. Box 1344, 
c/o Automotive News, Detroit 26. 

NEW LINES WANTED 

ATTENTION: Truck and truck equip- 
ment manufacturers. Sales and service 
organization, established, desires territory 
in State of Maryland and eastern shore 
of the state of Maryland and Delaware. 
13,000 square feet of floor space located 
in Baltimore, Md. Apply Box 1328, c/o 
Automotive News, Detroit 26, 
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USED CARS FOR SALE 





KEN SCHAEFFER'S 
The Only Indiana 

AUTO AUCTION 

In Continuous Operation Since 1943 
EVERY THURSDAY 
Lealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 


9 N. Illinois St Phone Lincoln 5383 








WE WHOLESALE! 
150 USED CARS 
MARK LEACH 


Lincoln-Mercury Dealer 
2955 Grand River Detroit 27, Michigan 
Glenn Covey, Mar. Phone Texas 4-3685 
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USED CARS FOR SALE 


PARTS FOR SALE 





ACCESSORIES W aneE D 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 195! Chevrolets 
Fords and Plymouths in coupes, two and four 
door sedans 


These cars can be seen at— 
ROBINSON AUTO RENTAL, IN 
Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA 
|. E. Spatig, Used Car Manager 
Granite 2-3013 


c. 


Phone: 


BUICK PARTS 


“WORLD'S LARGEST DEALER | 


OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.0.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 








500 
USED CARS 
AND TRUCKS 


DEALERS WELCOME 
We Wholesale 


Don McCullagh 


Chevrolet 
TWO BIG LOTS 


16700 Harper, Detroit 
and 
Harper Ave. at 9 Mile Rd. 
St. Clair Shores, Mich 


TUxedo 1-7600 


Open Every Evening till 10 P.M. 


—BIG— 
AUTO AUCTION 


12:30 P.M. 
at 


MONTPELIER, OHIO 


New, modern sales pavilion 
(Dealers only buy) 


EVERY MONDAY OF EVERY WEEK 
WE NEVER MISS 


One visit and you will return 


We honor checks on cars sold 
in our auction 


Out of state buyers always in attendance 
PLEASE COME AND SEE US 


MONTPELIER AUTO 
AUCTION COMPANY 


Woodruff, Jenkins, Drake—Co-Partners 
Members of Auto Protective Association 

















—AUTO— 
AUCTION 


—At— 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





—At— 





DANVILLE, PENNA. 
; EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


; R. D. WEST, PROP. 
| Jos. E. Johnson Tex Rickard 


Auctioneers 











ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 

Upholstery Like New 

Buy Now at Low Prices 
1948-1949 


Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
\RATOGA 7-2300 


SHERWOOD 7-1700 


New York's Newest 


Wholesale Outlet... 


TRADER HORN 


(Bud Warren) 
125TH ST. & IITH AVE. 


reached via West Side Highway, 


Easily 
exit practically at 


| 
| 
| 
| 
| 
| 
| 
| 
which has its 125th St. | 
our front door. | 
OUR INVENTORY OF 160 CARS OF ALL | 
MAKES AND MODELS WILL BE SOLD | 
BELOW WHOLESALE | 

AS AN INTRODUCTORY OFFER. | 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 


Don't miss this amazing opportunity, 
visit the genial 


TRADER HORN 


7 Buyers — 6 Salesmen to Serve you. 
Drivers Available 
Shipping arrangements made 
University 4-9525 
42 St. Clare Place at 125th St. 
One Block West of Broadway 


“PARTS FOR SALE 


FORD, MERCU RY, LINCOLN PARTS and 
accessories, 1936 to 1950. 10% - 50% off 
cost. Complete list upon request. Write 
phone, wire. Gordon Rountree, 216 N. 
5th, Waco, Texas. Ph, 2-2591. 


Oldsmobile 


Parts 
24-HOUR-DELIVERY SERVICE 
| e 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 


BUICK 
WHOLESALE 
PARTS 


| ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
| Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
"Buick's Largest Dealership" 
New York 19, New York 























PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Lengbeach |-1773 











AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N.Y. 
(For Dealers Only) 
EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





Genuine Oldsmobile Parts 


| Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
| Flanders 0800 St. Louis 9, Mo. 





tors and Delavan trailers from $1,500 
Firestone Motors, Inc., 1029 Market St., | 
Lemoyne, Pa. Phone 8-0824 | 
__ TRUCKS WANTED — 
iw ANTED Car carrier and tractor “Write 
and give price and tails to Sykes Mo- 
tor Co., Spring He nN. ¢ 
_ SHOP" EQU IPME NT ' FOR SALE 
FOR SALE. Complete set of special tools 
for Kaiser and Frazer large porcelain 
neon sign. For same, new airco acetylene 
welder Several other universal tools 
Wills Motor Co Eaton, Ohio. Phone 24 
FOR SALE One Champion air comp., 
new 3HP. One 16 foot display case. One 
set valve reseating tools 800 dollars 
worth of Kaiser and Henry J special 
tools hydramatic One 3 ton Wi alker 
floor jack Four Lyons parts bins 
Frozen Food Lockers Princeton, Il 
~ ANTIQUE CARS FOR SALE 
ANTIQUE CADILLAC _1903. Running con 
dition but needs tires. Sell or trade 
Florence Motors, Florence, Ala Phone 





DODGE-PLYMOUTH 
and 
DODGE TRUCK PARTS 


We Pay 
SPOT CASH || 


for surplus 


CHRYSLER PARTS, ENGINES, 
& ACCESSORIES 


FOR Plymouth, Dodge, 
DeSoto & Chrysler Cars 
ACT QUICKLY!! 


DEXTER MOTORS 
PARTS DEPT. 


Ist Ave. & 98th St. N.Y. C.,N.Y. 
SAcramento 2-7600 

















If you are looking for a part for that 
old car or truck, contact us. We always 
keep a supply of parts on hand for 


early model cars and trucks. 


S. H. GROSSMAN, INC. 


Wholesale Distributors | 





for 
Chrysler Corp. MoPar Parts 
Dodge Dealers Since 1916 


309-315 Central Ave. Newark, N. J. 


Telephone Humbolt 2-0200 
| 


| 











Central Illinois’ largest 

approved parts. Ship- 

Wholesale and re- | 
Co., Box 202, 


CROSLEY PARTS 
stock of factory 
ment made promptly. 
tail. Bulk-Lee_ Sales 
Abingdon, III. 





GENUINE CROSLEY PARTS 
Mail order and express shipments made 
Rebuilt units 
Cast block engines - carburetors - generators | 
starters - transmissions, etc. 
Write — Phone — Wire 
Michigan Distributor 
LANG’S AUTO SALES 
Morang Dr. 
DRexel 1-0600 


| 

| 

12301 Detroit 24 | 
| 








OLDSMOBILE| 
CADILLAC | 
PARTS 


Write — Phone — Wire 





24-Hour Service 


South and Southwest 


ROUNTREE 
OLDS-CADILLAC CO. 


1309 Texas Ave., Shreveport, La. 


Phone 5-4421 











BUSES FOR SALE 
NE Ww SCHOOL BU SES— Dodge, Reo, GMC, 
International Harvester, Ford, Chevrolet, 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers. 
Late model used buses—1950 GMC, 1948 
Chevrolet, 1947 Ford, Pony Cruiser—25 
passenger, yellow cruiser—-29 passenger. 
National Bus Sales Co., Inc., 101 N. 
33rd St., Philadelphia 4, Pa BAring 
2-7605. 


= a TRUCKS “FOR SALE 


SAL E-—Parts panel 
x 7’6” van type body 
1949 Ford chassis 
Price $1,600 complete 
Auffenberg, Inc 





truck, 7°6” =x 
with built-in 
Will sell body | 
Call 
3elle- | 


FOR 
12’6” 
bins 
separately 
Bell. 330. J. C, 
ville, Ill. | 

COMPLETE CAR CARRYING Dodge trac- | 


” 












3161 








MISC ELL ANEOUS. 


AIRPL. ANE, 195 0 model Piper Pacer, four 
passenger, heated cabin, cruise 120 MPH, 


612.2 Tachometer recorded hours. Fully 
equipped for blind flying. VHF radio 
trans. and receiver. Night instrument 
and landing lights. Owned and flown by 
James B. Kirk, Kirk Motor Sales, Inc., 
Findlay, Ohio. Phone 883. Licensed to 
April, 1953. Sell $3,750, New $7,100. 





PLACARDS FOR USED CARS. 


| 2124 St. Clair Ave. 


DAY-GLO WINDSHIELD 


| 
Striking flourescent windshield placards 
for every make of car with space for year 
and price. Complete set of 19—11” x 14’ 
signs in attention-getting Day-Glo colors. 
A must for every used car dealer. 


Complete set, $5.25 postpaid 
Check or Money Order Only 


MILTON GRANT 
Cleveland 14, Ohio 








| 
| 
| 
| 
| 
; Car Dealer [_] 
| 
| 
| 
i 


ership, 


MISCEL LANEOUS © Ss 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 





EQUIP CAR. OR TRU Cc 1K with Sharp Brake 
Lock. Write for 15-day free trial offer. 
Sharp Mfg. Co., Nelsonville, Ohio 


in 


WANTED.-- Interested purchasing regu- 
larly, spares for Cummins, Buda engines 
and Euclid heavy trucks, General Motors 
Diesels Large quantities Cash Box 
1345, c/o Automotive News, Detroit 26 

WANTED. Used or new middle (short) 
seat for 1949 Ford station wagon, J. B 
Cole, Ine 3960 Erie St., Willoughby, 
Ohio. Phone Willoughby 2-5400. 





$100.00 REWARD 


A $100.00 reward will be paid to the first 
employee of any authorized new car deal- 
anywhere in the United States, 
who has his boss write this magazine on 
his business letterhead, giving the im- 
portant facts about Three-Thirty and iden- 
tifying the company sponsoring the pro- 
gram. In case of tie, winner will be de- 
cided by date of postmark. 


Write Dept. 330 

Automotive News 

Penobscot Bidg. 
Detroit 26, Michigan 





AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 


Guide Cables and $61 45 


BRAKE HOOK-UP 
Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 


$19.50 


ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 


Protecto — Carrying Bags 
ty Chains 


TOW BAR SALES CO. 


Exclusive Factory Distributors 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar 











AN 3-8888 Nite) MO 4-4485 
DE 2-0700 DO 3-8373 
40 South Clinton St., Chicago 6, Illinois 














AUTO A 


And Every Tues 


Our lot is fenced in and protected. Ca 


457 BROADWAY 


_—" 
EWBURGH, N. Y. 
BEGINNING APRIL 1ST 
11:00 A. M. 


For Dealers Only 


day of sale at no charge. They Are Safe. 


MARTY BALL AUTOMOBILE AUCTION 


UCTION 


day Thereafter 


rs may be left with us previous to the 


NEWBURGH, N. Y. 











10’, 
66—6'x6’ 


Please phone 


KNOX METAL P 
THOMSON, 





STAKE BODIES 
IMMEDIATE DELIVERY 
12’, 


2%2-ton all-steel army cargo bodies for sale. 
Prices and Descriptive Literature furnished on request. 


, 14, 16 


540 or write 


RODUCTS, INC. 


GEORGIA 











= —_ 
Jobber [_ Insurance | | 


Make of Car 


| 
| 
! New Subscri tion Order 
| | 
: | 
Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached Le! or r send bill ["] 
ae 
AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH l 
there eta ! 
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TRADE CONNECTION: 
Truck Dealer [] Manufacturer 


Financial [_] Supplier [] 


mq | 





Jove only the best 
Wh ere onan aint 


On a really tough hauling job, a truck’s Here's the kind of selling story 
either got it, or it hasn’t. you get only with International: 


@ All-truck engines — exclusively for truck work—built in the 
world’s largest truck engine plant. 


Only the dest truck . . . engineered for the job 
is a bargain for the operator. That’s why you és ment s scediaieiiits atl tan t ict 
° ° e roomiest, most comfortabdie cad on e roa — the 
see so many Internationals on tough jobs. Comfo-Vision Cab designed by drivers for drivers. 


And that’s just one of the things that gives © Super-steering system — more positive control, easier han- 
the dealer with an International Truck fran- dling and 37° turning angle. 
chise such a solid selling story. If you haven’t ® Traditional truck toughness that has kept International 


heard all the advantages, why not get in touch first in heavy-duty truck sales for 20 straight years. 
with— @ 115 basic models . . . everything from ¥2-ton pickups to 


s 90,000 Ibs. GVW ratings. 
INTERNATIONAL HARVESTER COMPANY + CHICAGO @ America’s largest exclusive truck service organization. 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks . . . Industrial Power. . . Refrigerators and Freezers * 


ING \ ; 4 
INTERNATIONAL ~ = TRUCKS 
Y\/V 


"Standard of the Highway~ 


Model L-195 Roadliner, gasoline, diesel 
or liquid petroleum gas power plants. 
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